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State of the nation’s economy: 
Up 

Stee. — Output last week was 

ared for 99.6 percent of capac- 

y, a rise of 1.6 points over pre- 
vious week. That schedule would 

roduce 1,921,000 tons of ingots 
‘and castings. 

| Personat Income—July’s annual 
rate of $219,000,000,000 set a new 
record, except for last March 

when payment of insurance divi- 

dends to veterans was at a peak. 

June level was $217,100,000,000. 

WHOLESALE Prices—In week ended 
Sept. 5, commodities averaged 1.1 
percent higher than four weeks 

lier and 9.3 percent above like 

1949 week. 

Consumer Crepit—At end of July 
total had climbed to record $20,- 
340,000,000. This was $660,000,000 
above month earlier and $4,142,000,- 
000 over year ago. 

Farm Propuct Prices—Agricul- 
ture department’s index stood at 
267 (1910-14 equals 100) in mid- 
August. This was 2 percent above 
month earlier and 9 percent over 
August last year. 

Cruve On—Production in week 
ended Sept. 9 rose to new high for 
second successive week. Daily aver- 
age output was 5,826,025 barrels, 
up 144,100 from previous week. 


: 





Evecrric Power—Consumption in| 


week ended Sept. 2 totaled a record 
6,459,000,000 kilowatt hours, 16.5 per- 
-cent above a year ago. 

DEPARTMENT Stores—Sales in week 
ended Sept. 2 were 5 percent above 
like 1949 week. 

Weppinc FLowers—Florists re- 

port business has doubled or 

' tripled since Korean war. The 

boom, they say, is caused by the 

altar-ward rush of draft-conscious 
men. 

ENGINEERING CONSTRUCTION — Con- 
tract awards in week ended Sept. 4 
totaled $256,077,000, a rise of 11.5 
percent over 1950 weekly average. 

7+ * * 


‘7 Down 


Business Iyventorws—Total was 
reduced $800,000,000 in July to $54,- 
600,000,000 at.end of month. Smaller 
inventories of automotive dealers 
accounted fqr most of the decline. 

LumBer—Production of 258,163,- 

000 board. feet in week ended 
Sept. 2 ws 20.3 percent above 
I week; tast year. 

— —Hording has fallen off. 

In*August' some 943,000 tons (raw 
e) were sold, a drop of 20 per- 
cent from ‘July. 


General 


Controis-—-Uncle Sam’s interest in 


| 
| 
| 





how private businesses are run will | 
imcrease each day. Mobilization di- | 
fectors will want to know all about | 


tompanies’ decisions on wages, new 
facilities, prices, etc. 


The Newspaper of the Industry 


James K. Knudson 
. bosses transportation 


William —— Harrison 
. guides production 


 Ailovations é in the Works 
Under Defense Act 


By William Ullman 


Washington Correspondent 
ASHINGTON. — Steps toward 
industrial mobilization for de- 

fense were in the works last week 
after President Truman signed the 
Defense Production Act. 

Business can look for a “con- 
structive but not timid approach” 
in application of the govern- 
ment’s new powers to regulate 
the economy. 

This policy was outlined by Com- 
merce Secretary Charles Sawyer 
as he announced appointment of 
William Henry Harrison, 58-year- 
old president of International Tele- 
phone & Telegraph, as head of the 
new National Production Authority. 

“We are not engaged in a popu- 
larity contest,” said Sawyer, who 


New-Car Stocks 


Average in Dealer Hands 
And in Transit 


. 1950 
, 1950 
1950 
, 1950 
1949 
, 1949 
1949 
1948 6.5 
, 1946 6.3 


Automotive News estimates 


9.3 Cars 
9.8 
9.7 

10.0 

10.5 

15.5 

12.5 


\¢ 


was given most of the powers 


which will be used at once. 
* + * 


AMES K. KNUDSON, 44, Utah 
Republican and youngest mem- 
ber of the Interstate Commerce 
Commission, was designated by the 
|ICC to become boss of transporta- 
ition under the Defense act. He 
will have jurisdiction over rail- 
road, motor carrier and inland wa- 
terway transportation. 

While it may take weeks be- 
fore actual allocations of steel 
and other metals begin, -these 
steps toward industrial mobiliza- 
tion are expected in the next fort- 
night.: 

1. President Truman will issue a 
“scarcity list” of vital materials, 
the hoarding of which will be il- 
legal. It will include steel, copper, 
aluminum, rubber, zinc and vari- 


ous other materials. 
* 


7 * 
THE NPA will issue an inven- 
* tory control, or anti-hoarding 


‘order, barring any accumulation of 


| 
| 
| 
{ 
| 
| 
| 


| material 


the shortage items beyond a normal 
|operating supply. 

3. A simple priority regulation 
| will be issued, entitling all military 
jorders to priority over other pro-| 
duction. 

4. NPA will call on Interior, 
Agriculture and other depart- 
ments to supply estimates of the 
needed for their seg- 


ments of the economy. Interior 


| Department will present the claim 


(Continued on Page 47, Col. 3) 
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Dealer faites at Two- 


Bernie Thomas 
Associate Editor 
WITH available stocks at the 
lowest level in more than two 
years, delivery pressure was heavy 
on dealers last week as prospec- 
tive new-car buyers scrambled to 
get under the wire of revived credit 
controls. Previously there had been 
a slackening in the post-Korean 
War demand. 

An Automotive News survey 
shows that on Sept. 1 the aver- 
aze U. S. franchised dealer had a 
potential inventory of 9.3 new 
cars, of which only 5.6 units were 
actually on hand. He was still 
waiting for delivery of the rest 
from the factory. 

On Aug. 1, the average U. S. 
dealer had 9.8 new cars in his po- 
tential inventory 


By 


'( 


ears all over the country as of 
|Sept. 1 totaled only an estimated 


stock, with the balance still in 
transit. 

Dealers’ stocks of new cars had 
been expected to expand at least 
slightly during August, inasmuch 
as factories were planning the sec- 


ond highest production month 


in | 


history, and did achieve such a goal. | 


However, preliminary data 
cate that during the same period 


indi- | 


dealers enjoyed the best sales vol-/| 


ume of alltime. 
. 


YONSEQUENTLY, 
4 found, dealers’ 


the survey 
stocks of new 


407,826 vehicles. Of these, 247,426 
|}were actually on hand and 160, 400) 
were still in transit. 

The 430,237 vehicles which rep-| 


$.1 units were in! resented the potential inventory of 


Year Low 


all U. S. dealers on Aug. 1 was 
comprised of 268,937 units actually 
on hand and 161,300 in transit. 
The status of new car stocks 
at U. S, dealerships as of Sept, 1 
was in sharp contrast to that of 
a year ago. During August, 1949, 
new-car stocks around the coun- 
try climbed more than _ 150,000 
units so that on Sept. 1, 1949, the 
average dealer had a_ potential 
inventory of about 16 units. 
Dealers in most lines can’t antici- | 
pate much gain, if any, in their 
(Continued on Page 54, Col, 1) 
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Reg. W Starts Today; 
New Cars Seen Strong, 


U. C. Prices May Drop 


By Bob Gordon 

Associate Editor 
Mest automobile dealers expect 
the reimposition of Regulation 
W to have little effect on new-car 
sales, but the new credit curbs 
may have adverse influence on 

used-car sales. 

The majority of dealers quer- 
ied in several cities said that the 
resumption today (Sept. 18) of 
credit restrictions, calling for one- 
third down and 21 months to pay 
on all cars, would probably cause 
a decline in the price of used 
1949 and 1950 models and a stiff- 
ening in the price of other post- 
war units. 

Most used-car dealers also re- 
ported that retail trade was not 
up to expectations last week. When 
it was announced Sept. 9 that Reg- 
ulation W would go into effect 
Sept. 18, used-car merchants ex- 
pected business to boom in the in- 
terval as customers rushed to beat 
the deadline. 

* * 
T= expected rush had not ma- 
terialized as Automotive News 
went to press Thursday (Sept. 14). 
The most optimistic report about 
the used-car business was “slightly 
above normal,” while most areas 
listed “business as usual.” 


Dealers in Denver said that the 
announcement of credit restric- 
tions had produced “little reac- 
tion” in the trade. The consensus 
was that Regulation W will re- 
sult in very little change in pres- 
ent buying trends. 

Henry J. Davidson, head of Met- 
ropolitan Pontiac and president of 
the Denver Automobile Dealers 
Assn., said the new bill will make 
virtually no difference in the auto- 
mobile business, 

“Due to the scarcity of automo- 
biles,” he declared, “there is plenty 


Nash, Henry J 
To Show Trend 
Of °51 Prices 


Ts DIRECTION of prices on 
1951 cars will be clarified con- 
|siderably this week when Nash 
| posts the billings on its new States- 
|man and Ambassador lines. 

Debut of the new Nash models 
| will accelerate the pace of the 

1951 changeover parade. Frazer, 

Kaiser and Packard have bowed 
in already, and K-F’s_ lower- 
priced Henry J will go on dealer- 
ship display Sept. 238. 

The recent advance in labor and 
materials costs was mirrored in 
the pricing of the '51 Packard. Ad- 
vertised-delivered prices were hoist- 
ed from $81 to $112 on the sedans 
in the 200 series—volume price 
leader in the Packard line 

increase, 


* * 
iT ESPITE the Packard 
other makers still are expected 
jto continue absorbing higher costs 
until 1950 model runs terminate, at 
least. 
One deterrent to price increases | 
lies in the newly-enacted Defense 
Production Act. Price controls 
could be clamped on any single 
|industry under discretionary pow- 
lers granted the Economic Stabil- 
jization Agency. 
President Truman has directed 
| the ESA to make a study 


price trends since the inception 
(Continued on Page 46, Col. 4) 


of | 


of demand to absorb the supply.” 
He also pointed out that the num- 
ber of cash sales of automobiles in 
Denver is surprisingly high. 
* * * 

EALERS in New York City 

took a similar view. Charles 
Schnurmacher, president of the Au- 
tomobile Merchants Assn. of New 
York, said that most new-car deal- 
ers in the city had been selling at 
terms as strict as those in the new 
regulation. 

He added that “reports received 
here indicate the specifications will 
mean more in the Middle West 
than in other sections of the coun- 
try.” 

Schnurmacher said that de- 
mand was holding above norma) 
for new cars and that many deal- 
ers have sizeable order backlogs, 

Continued on Page 50, Col, 2) 


Output in Week 
Up to 181,994; 
Pinch Is Due 


pee in some plants but up in 
others, U. S. vehicle output on 
an industrywide basis still held at 
a relatively high level during the 
past week despite mounting mate- 
rial problems. 

However, it becomes more and 
more apparent that if the interna- 
tional situation remains tense, man- 
ufacturers will have to either cur- 
tail production rates in 1951 or find 
some substitutes for metals in crit- 
ically short supply. 

Built in U. S. plants last week, 
according to Automotive News’ 
tabulations, were an estimated 
154,401 cars and 27,593 trucks for 
a total of 181,994 vehicles. Lower 
daily output rates at many Gen- 
eral Motors plants were more 
than offset by higher Ford and 
Chrysler performances. 

Last week’s outturn compared 
|with the production of 144,114 ve- 
ihicles in the previous week. Ac- 
| cording to revised figures, that holi- 
| day- -abbreviated effort included 122,- 
1849 cars and 21,265 trucks. 

& a 

HE current materials situation 

is exerting added pressure on 

car and truck producers, but they 
still hope to keep high production 
in effect this month. 

September’s production goal is 
582,000 cars and 110,000 trucks 
for a total of 692,000 vehicles, or 
about 125,000 less than were built 
in August. Most of the Septem- 
ber drop will come from the few- 
er working days available. 

However, any drop in October 
production would be a different 


(Continued on Page 54, Col. 3) 


Production 
Automotive News Estimates, 
U. 8. Cars, Trucks 


181,994 


150,796 
144,114 


Last Prev. 1949 
Week Week Week 
For complete production totals 


bu makes, see table, page 54. 
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Studebaker Adopts GM Plan .. . 





Heavy ‘No’ 


Vote Hints 


Ford Labor Trouble 


By Mac Gordon 
Associate Editor 
— promises of five years of 
uninterrupted labor peace paled 
last week in the face of a heavy 
negative vote among Ford workers 
on the cost-of-living escalator con- 
tract. 
The thousands of dissenters to 
a five-year contract freeze are 
liable to spark sporadic wildcat 
trouble at Ford, although the 
agreement was ratified, observers 
maintained. 
Rank-and-file dissatisfaction with 
the cost-of-living “pattern” was 
distinctly absent at Studebaker, 


Dealer Spencer 
To Get Vincent's 
Post at Packard 


DETROIT.—Directors of Pack- 
ard Motor Car Co. announced Fri- 
day the planned retirement of Col. 





LeRoy Spencer Col. J. G. Vincent 
J. G. Vincent as executive vice- 
president and the appointment of 
LeRoy Spencer, West Coast distrib- 
utor executive, as vice-president. 

Expressing regret over the 70- 
year-old Col. Vincent’s intentions to 
withdraw from his administrative 
office Dec. 31, 1950, directors said 
they had “prevailed upon him to 
continue as a director and to hold 
the new title of engineering con- 
sultant after that date.” 

Spencer, 57, who has been vice- 
president and general manager of 
Earle C. Anthony, Inc., Packard 
distributor in California, will move 
here Oct. 9. He will work closely 
with Col. Vincent until the latter’s 
retirement and will become exec- 
utive vice-president Jan, 1, 1951. 

Col. Vincent, long recognized as 
one of the automobile industry’s 
engineering “greats,” has served 
Packard for over 38 years, start- 
ing as chief engineer in 1912. He 
designed America’s first 12-cylinder 
automobile, the Packard Twin-Six, 
in 1915, and holds nearly 200 Pack- 
ard patents. 

Spencer has directed not only 
Anthony’s widespread automotive 
activities. throughout California, 


but also participated in operation 
of Radio Station KFI, Los Angeles. 

Spencer became a salesman for 
the Don Lee organization in De- 
cember, 
sales manager in 1921. 
Anthony in July, 1928. 


1917, and was appointed 
He joined 





Dae 


Signing Studebaker Pact— 


}which becomes the industry’s fifth 
maker to adopt the wage plan pio- 
neered by General Motors. An old 
accord was scrapped with adop- 
tion of the new Studebaker sys- 
tem and institution of a nine-cent- 
an-hour general raise. 

* * * 

HE economic deadlock contin- 

ued in the two-week-old Inter- 
national Harvester strike. The com- 
pany Wednesday boosted its offer 
to a 10-cent pay increase, but the 
striking UAW and United Elec- 
trical Workers unions held out for 
a 15-cent package. 

Adoption of the _ cost-of-living 
formula by Studebaker left Nash 
and Willys-Overland as the only 
two major car builders not includ- 
ed in the current round. Negotia- 
tions were reported in progress at 
both makers, however. 

Rejecting the new Ford con- 
tract last week were majorities 
in UAW locals at the Lincoln- 
Detroit and Highland Park 

(Mich.) plants, as well as at 
some smaller assembly units in 
the East. 

UAW officials at South Bend re- 
ported little opposition at the rati- 
fication meeting on the new Stude- 
baker contract. Corresponding to 
the Packard agreement, it grants 
immediate raises of four cents as 
an “annual improvement factor” 
and five cents as a quarterly cost- 
of-living bonus. 

+ + + 

EANWHILE, wage negotiations 

collapsed between B. F. Good- 
rich and the CIO. The United Rub- 
ber Workers has asked major tire 
companies for flat raises of 25 cents 
an hour. 

In Cleveland, White Motor Co. 
gave its employes a 7% cent cost- 
of-living raise. 

Cost-of-living wage benefits were 
also announced last week for non- 
union salaried employes at Ford 
and for hourly-rated workers of 
GM of Canada. 





DeSoto's New Body Plant— 


A section of the welding department in the new body-building operation installed in 
DeSoto's Warren Ave. plant in Dearborn. The welding department contains 540 separate 
welding machines and guns. One machine produces 198 welds in 17 seconds at the push 


of a button. The renovated former Graham-Paige plant. 


representing an expenditure of 


$35,000,000, will also produce engines early next year. 


DeSoto Spends $35 Million 
On Body, Engine Plant 


By Pete Wemhoff 

Editor, Automotive News 
EARBORN.—DeSoto’s new body 
end engine plant—hailed as the 


the renovated plant will have a 
capacity of 60 bodies an hour, two 
shifts daily. Bodies were formerly 
supplied DeSoto by Chrysler divi- 


most modern in the industry—was|Sion’s Kercheval plant in Detroit. 


previewed last week by newsmen 
and top officials of Chrysler Corp. 

Occupying the former Graham- 
Paige plant within a short dis- 
tance of DeSoto’s assembly plant, 





Canada Ups Excise Levy 


5 Pct. on Automobiles 


OTTAWA. — Excise taxes on 
automobiles were raised from 10 
percent to 15 last week as 
Canada sought additional reve- 
nue to pay for its defense pro- 
gram. The levy applies to the 
manufacturer’s price. 

Canada also increased corpo- 
ration income taxes by 5 per- 
cent. New rates will be 15 
percent on corporation income 
up to $10,000, and 38 percent 
over that level. Tax rates on 
personal incomes were left un- 
changed. 





When installations are com- 
pleted for the engine-building 
portion of the new plant early 
next year, all of DeSoto’s opera- 
tions will be centered in one 
area. Release of the Kercheval 
plant by DeSoto will permit 
added body and engine produc- 
tion for the Chrysler division. 
The new plant will represent an 
investment of about $35,000,000 


Speakers N amed 
For National U.C. 
Parley in Dallas 


DALLAS.—Three speakers h ive 
been named for the 1950 conv :n- 
tion of the National Used (‘ar 
Dealers Assn., to be held Nov. §&-1) 
at the Baker hotel here. 

Upwards of 2,000 persons ae 
expected for the parley. 

Speakers announced include ar. 


‘|thur C. Horrocks, public relations 


counsel for Goodyear Tire and 
Rubber Co., who will discuss the 
“Independent Automobile Dealers 
and the National Economy;” J 
Emory Clark, Dallas sales coun- 
selor, who will speak on “The Sales- 
man—the Man Who Gets the Or- 
der,” and William J. Cheyney, 
executive director of the Retail 
Credit Institute of America, whose 
subject will be “How Important Is 
the Independent Automobile Deal- 
er?” 

The convention theme, “Forward 
on Facts,” will point out the neces- 
sity of development and expansion 
of the used-car industry as a means 
of maintaining and increasing the 
high standard of American life. 

There will be 50 booths of ex- 
hibits at the Baker hotel. 

Entertainment will start with 
the royal get-together Nov. 8— 
the “King for a Night” program. 
The following night will feature 
a “Texas roundup” complete with 
“chuck wagon” style dinner and 
cowboy entertainment. The na. 
tional banquet followed by danc- 
ing is featured for the closing 
night, and two cocktail parties, 


' one Nov. 9 and one Nov. 10, com- 


plete the entertainment picture. 
A special program has been ar- 
ranged for the ladies. On Nov. 8 a 
luncheon will be held in the Baker 
hotel, followed by a fashion show 


when completed. Three-shift opera-|through the courtesy of Neiman- 
tions will be possible, if necessary.|Marcus Co. of Dallas. 


* * * 


A TOTAL of 5,000 employes will 

be required, about equally di- 
vided between body and engine 
building. 

The Warren Avenue plant is sit- 
uated on a 4l-acre plot and con- 
tains 1,100,000 square feet of floor 
space. It was almost completely 
rebuilt and approximately two- 

(Continued on Page 53, Col. 1) 





Foes See Threat to Sales Potential . . . 





The 2 Sides to Car 


By Bernie Thomas 
Associate Editor 

OW will the growing practice 

of leasing motor vehicles fit 
into tomorrow’s automotive indus- 
try? 

Not very well, say most new-car 
dealers. 

Perfectly and naturally, say the 
operators of car-rental firms. 

Only one aspect of the question 
is answerable at the moment. That 
is, an already huge market for 
leased units is still increasing in 
proportion, even though it is diffi- 
cult to supply the demand. 

Growing interest in annual leas- 
ing is emanating from more and 
more private firms requiring fleets 
of cars, from traveling salesmen, 


Officials of Studebaker and Local 5, UAW-CIO, are shown at the signing of a new wage 
agreement, the terms of which cover the next five years. Seated, left to right, are Walter 
S. Gundeck, director of industrial relations, and H. S. Vance, chairman and president of 


the company. Standing directly behind them are Louis J. Horvath 


Paul M. Clark, secretary and general counsel 


union representative; 
for Studebaker: George E. Westphal, general 


plant superintendent, and James D. Hill, president of Local 5 


doctors and other professional 
people. 
* * * 
ENTHUSIASM to get in on the 
profit possibilities of the multi- 
million-dollar leasing business also 
is growing among: car-rental firm 
operators and, strangely enough, 
among new-car dealers themselves. 
In fact, one of the largest car- 
rental and leasing organizations in 
the U. S. is owned by a group of 
Ford dealers in 11 western states. 
A Detroit Ford dealer heads an- 
other firm, whose operations have 
literally been expanding by leaps 
and bounds for the past few years. 
A Chevrolet dealer’s leasing op- 
eration in the east could hardly 
be tagged as a “small change” 
venture. To a lesser or greater 


degree, a good many other deal- | 


ers are also financially wrapped 
up in vehicle rental and leasing 
ventures. 

The aforementioned dealers are 
the ones who agree with other 
owners of car-rental firms that the 
business of leasing motor vehicles 
will fit “perfectly and naturally” 


into tomorrow’s automotive indus- 


try. 


cs + * 


EALERS who confine their ac-| 


tivity to just selling cars are 
certain that leasing ultimately will 
have drastic and severe effects on 
their future retail sales potential. 
They think that a doctor who 
starts driving a leased vehicle 
for as little as $60 a month, or 
$720 a year, and then writes it 
off on his income tax report, is 
bound to be lost forever as a re- 
tail customer. 
When it is considered that the 
doctor’s vehicle will be 





Leasing 


that he will be weaned away from 
the dealer permanently. 

Most car dealers would like to 
see the car-rental business return 
to the plane it existed on prior to 
the war. The principal business of 
car-rental firms then came from 
transients and occasional users. 
Car-rental firms were customers of 
dealers for the vehicles in their 


fleets. 
* © * 


Tes end of World War II, how-| 


ever, opened up a lucrative field 
of new business for car-rental 
firms—leasing to private firms and 
individuals. There is little doubt 
that what was once just a service 
industry, operating on the fringes, 
has now assumed major propor- 
tions. 
No longer is the business of leas- 


(Continued on Page 51, Col. 1) 











Chevrolet Silent 
On Reports of 
Chicago Changes 


CHICAGO.—Reports of sweep- 
ing changes in the Chevrolet 
dealer setup here met last week 
with official silence on the part 
of dealers as well as factory rep- 
resentatives. 

(Nor would factory officials at 
headquarters in Detroit comment 
on the widespread reports.) 

Reports said that more than a 
half-dozen dealers had received 
notices that their franchises 
would not be renewed Oct. 31. 


It was said, too, that several 
changes had been made in the 
regional and zone staffs, 


Two of the dealers indicated 
that they had received notices 
that their agreements would not 
be renewed. However, they said 
that they hoped the matter would 
be straightened out. 


Sinclair Plugs New Gas 
NEW YORK.—Sinclair Refining 
Co. will employ 250 newspapers in 
155 cities this month to announce 
a new “super-power  anti-rust’” 
gasoline, according to James J. De- 
laney, advertising manager. In ad 
dition, Sinclair’s local dealers will 

run tie-in advertising, he said. 


Crosley Assembles in Mexico— 
Crosley cars are shown rolling off the final assembly line at Equipos Automotrices, S. A 
Monterrey, Mexico. The autos are shipped knocked down to Mexico from the Marion (Ind.) 


replaced | plant of Crosley and assembled at the Monterrey plant. To promote industrialization of 


with a new one every year, they| the country and provide employment for its people, the Mexican government permits only 


jadd, it seems even more certain knocked-down automobiles to arrive within its borders. 
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4 BOUT the time this 
“% Automotive News arrives 


tucky automobile dealers at Ken- 
tucky Dam, Ky., on the subject of 
factory contracts. 


I am convinced a change of con- 
tract is in the public interest. The 
working agreement between fac- 
tories and dealers has an important 
impact on our national economy. 

The automobile business is an 
important business. The use of 
automobiles contributes vitally to 
the welfare of the nation. Auto 
use has changed the complexion 
of our national activities. 


So the contract is of interest not 
only to automobile factories and 
dealers, but to every citizen in the 
land. Any improvement of a con- 
tract is a forward step. Every 
person is affected. When two im- 
portant factors of our economic 
group improve their relationship, 
everyone in this nation benefits. 

+ * * 


Only a Permit 


—s I should start out by 
again explaining, as has been 
done many times before, that the 
contract between automobile deal- 
ers and manufacturers is not a 
contract. No court, to my knowl- 
edge, has ever interpreted it as 
such. It is, rather, a permit to buy 
the products of an automobile 
manufacturer at wholesale. 


This dealer- manufacturer con- 
tract hasn’t been basically changed 
since the beginning of the industry. 
Along about 1937, after the devas- 
tating depression, some of the con- 
tracts were somewhat liberalized. 
These changes, however, were more 
for the benefit of the dealer who 
was retiring from business than 
for those who were to continue. 


This lack of change during the 
past 40 years is an indictment 
itself on the terms of the con- 
tract. Conditions have changed— 
locally, nationally and worldwide. 
It is obvious that recognition of 
this fact should be given to this 
basic charter of relationship be- 
tween the manufacturer and the 
seller. 


For instance, 40 years ago, or 
about the time when the present 
type of contract was first offered, 
there were no dealerships as we 
know them now. There were 185 
manufacturers. There were fewer 
than a half million owners. The 
annual production was 200,000 vehi- 
cles. Automobile dealers then were 
sellers of cars. There was an active 
demand for the cars available. The 
choice of manufacturer to repre- 
sent was widespread. There was 
no used-car problem. Large invest- 
ments were not required for serv- 


icing cars. 
» * 


Seen Eventual 
(CONDITIONS have long since 

4 changed. The largest invest- 
ment in the field is by dealers to 
maintain the reputation of the cars 
in the field. This effort requires 
more employes than does the man- 
ufacturing of new cars. 

But the risk of investment and 
responsibility of making automo- 
biles adequately meet the needs of 
the citizens of this nation has not 
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issue of | been properly distributed or recog- 
at | nized in the present type of factory 
your desk I will be talking to Ken- | contract. 


All factors of this industry 
would do well to approach the 
necessity for contract revision 
with an open mind. The ultimate 
decision cannot be based upon the 
selfish interests of the manufac- 
turer or of the dealer, but in the 
interests of that great group of 
citizens who support us and 
maintain us — the automobile 
owners. 

In other words, improved con- 
tracts must be based on economic 
considerations and not for the ex- 
clusive benefit of either of the two 
parties directly concerned. 

I am certain that factory con- 
tracts ultimately will be changed. 
The nation’s economy will force it. 
But I am urging a voluntary get- 
ting together and making these 
changes to prevent us from suf- 
fering the losses and confusion that 
the arbitrary continuation of the 
present type of contract will bring 
to us. 

+ * * 


Saving Heartaches 
ET’S save this industry from a 
lot of heartaches by taking 


steps now to correct the inequali- 
ties. We have never been reluctant 


to change rules in a game of sports | 


whenever such changes improve the 
game for the spectator. In fact, 
we change the rules almost every 
year in an attempt to bring a bet- 
ter product to the vast multitudes 
who support these activities. 

We have recently changed the 
rules in connection with labor. 
Workers have been “guaranteed” a 
definite income for the next five 
years, as well as a guaranteed pen- 
sion after a given number of years 
service. With these more perma- 
nent arrangements with labor, it is 
hoped that productivity will be in- 
creased to an extent that all will 
benefit—the consumer, the manu- 
facturer, as well as labor. 


Likewise, a new type of con- 
tract for automobile dealers must 
not stifle fair competition. This 
nation, and industry, has grown 
strong on competition. But I 
don’t mean cut-throat competi- 
tion—the kind that operates at 
the utter expense of the other 
fellow. The kind I am talking 
about is the intense, but friendly, 
rivalry you find among dealers 
when they are free to work with- 
out undue pressure. 


Changes in the contract must 
recognize the importance of the 
contribution the automobile dealer 
makes, so that he can go forward 
to justify bigger investments, larger 
payrolls and increase his produc- 
tivity to the end that automobile 
owners now, and in the future, will 
be better served and obtain greater 
satisfaction from the use of motor 
vehicles. 


Dealers Volunteer 
Emergency Aid 
In Ind., R.I. 


Througi: their state associations, 
dealers ir, Indiana and Rhode Is- 
land volunteered their services last 
week in event of a war emergency. 

Haywood Davis, president of the 
Automotive Dealers Assn. of In- 
diana, wrote to Gov. Schricker that 
members wish to go on record as 
“offering to you our full coopera- 
tion in any way that may be of 
service.” 

Davis pointed out that in the 
last war auto dealers’ through 
NADA accepted the responsibility 
of recruiting several ordnance base 
regiments and battalions. 

Frank J. Kohl, president of the 
Rhode Island Automobile Dealers 
Assn., wrote Gov. Pastore that 
members renewed their offer given 
during World War II to assist in 
emergencies. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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Sealers tell me 


By John O. Munn 





at ~ 


They Head Wyoming Dealers— 
The new officers of Wyoming Automobile Dealers Assn. are (seated, left to right): William 
F. DeVere, Cheyenne, holdover secretary-treasurer; Cecil R. Glover, Thermopolis, president; 


Ed Hammer, Sheridan, 


Sheridan, director, northeast district; 


state NADA director; 
standing (left to right): Clint Core, Greybuil, 
Malcoim LeSueur, Casper, director, 


Blair Stouffer, Riverton, first vice-president; 
director, northwest district; Tommy Sanderson, 
central district; 


Ray Pizzoli, Laramie, director, southwest district. Robert Birchfield, Rawlins, director, south- 


east district, is not shown. 





Compulsory Signal Devices 


Predicted at N.H. Parley 


By Guy Langley 

Staff Correspondent 
NEW CASTLE, N. H.—(UTPS)— 
A prediction that it will soon be- 
come necessary to require mechani- 
cal signal devices on all motor ve- 
hicles operating in this state was 
made by State Motor Vehicle Com- 
missioner Frederick N, Clarke in 
an address at the banquet conclud- 
ing the seventh annual convention 
of the New Hampshire Automobile 

Dealers Assn. last week. 
The commissioner stated that 
there is still considerable confu- 


Dealers in Maine 
Sean 751 Outlook; 
Adams Elected 


BELGRADE, Me.—Discussions at 
the annual meeting of the Maine 
Automobile Dealers Assn. here cen- 
tered on trying to foresee the fu- 
ture of automotive retailing midst 


|controls and regulations emanating 


| 





from the tense international situa- 
tion. 

Delegates chose the following 
officers: James B, Adams, presi- 
dent; Cony J. Malcolm, first vice- 
president; Irving O. Barrows, 
second vice-president; Harold F. 
Hutchinson, treasurer (reelected), 
and William V. Hood, manager 
(reelected). 

The more than 200 delegates 
heard principal speaker Robert M. 
Deo, NADA managing director, 

predict a possible cut in car pro- 
duction. 

Deo said, however, that no cur- 
ta'lment appeared likely until after 
the first of the year as manufac- 
turers are still geared to making 
cars at a high rate. Auto plants 
are likely to get less steel in 1951, 
Deo said, 

Deo said that the government is 
likely to institute price and wage 
controls in addition to credit regu- 
lation, already in effect. 

The Maine dealers also heard 
Lloyd B. Morton, chairman of the 
Maine highway commission, dis- 
cuss plans for reconstruction of 
1,471 miles of the state’s 3,000 
miles of highways. 

Morton declared that a pay-as- 
you-go program would cost no less 
than one involving the use of bor- 
rowed money. He strongly advo- 
cated the issuance of bonds for 
highway building. 

MADA’s new board of directors 
is comprised of Adams, Malcolm, 
Simmons Brown, H. R. Brooke, 
Earl E. Friend, Cleo W. Hopkins, 
Amos Rowell, Darwin C. Morrison 
and Gerald K, Shea. 





Calif. Dealer Reopens 
War Production Plant 


COMPTON, Calif. — Harold 
Raymond, Chrysler - Plymouth 
dealer, has reopened his war 
production plant. This plant dur- 
ing World War II handled spe- 
cial parts for a primary war 
contract. The plant will make 
parts for the aviation industry. 








sion over the hand-and-arm 
method of giving signals, now 
permitted under state law, when 
cars lack mechanical signals, de- 
spite an effort by the motor ve- 
hicle department to instruct the 
motorist through an educational 
program. Clarke spoke of the 
dealers’ cooperation in the mat- 
ter during the regular inspection 
periods. 

More rigid checks on the condi- 
tion of cars during the next semi- 
annual inspection period to be 
held during October were recom- 
mended by the commissioner. 

“I have asked for your 100 per- 
cent cooperation next month in 
seeing that no item under inspec- 
tion is overlooked,” he told the 
dealers. “I have also asked the in- 
spection stations to be doubly care- 
ful in examining school buses as 
we cannot afford to have any acci- 
dents to school buses.” 

Various problems’ confronting 
dealers were discussed in the prin- 
cipal address by Herbert M. Gould, 
general manager of the Motors 
Holding division of General Mo- 
tors, whose topic was “Dealer Oper- 
ations.” 

Gov. Sherman Adams was un- 
able to attend the session, but 
was represented by Executive 
Councilor Charles Stafford of La- 
conia, who extended the state’s 
greetings to the dealers. There 
was also an address of welcome 
by Mayor Richman Margeson of 
Portsmouth, 

Philip Dunlap of Concord, presi- 
dent of the state association, pre- 
sided at the banquet in the evening. 

Following registration of the 
dealers and their guests 
morning, there was a sports pro- 
gram, including a golf tournament. 
Early in the afternoon a clam- 
bake was held along the seashore, 
after which the women in the 
group made a tour through his- 
toric homes in nearby Portsmouth. 


On the House 


in the 
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Wyoming Dealers 


G\Seek to Block 


U.C. ‘Raiders’ 


Territorial Security 
Urged on All Makers; 


Glover New President 


SHERIDAN, Wyo. -At a two-day 
convention here last week, mem- 
bers of the Wyoming Automobile 
Dealers Assn. urged: 

1. That manufacturers adopted 
a nationwide plan of territorial 
security. 

2. That if such a plan is ille- 
gal, NADA “bend every effort to 
obtain legislation which would 
legalize such a plan.” 

3. Action to close loopholes in the 
present Wyoming title law and 
block indiscriminate issuance of 
dealer plates. 

Encroachment of used-car deal- 
ers was the object of considerable 
wrath on the part of the 65 mem- 
vers attending the convention. 

Cecil R. Glover, of Thermopol:s, 
was named president, replacing 
Clyde Guschewsky, of Lander. 
Blair Stouffer, of Riverton, was 
elected first vice-president, suc- 
ceeding Glover, and Bill Loudon, 
of Casper, was chosen second vice- 
president to replace Stouffer. 

Tommy Sanderson, Sheridan, 
was elected to the board of di- 
rectors from the northeast dist- 
rict; Clint Core, Greybull, north- 
west district; Malcolm LeSeuer, 
Casper, central district; Ray Piz- 
zoli, Laramie, southeast district, 
and Robert Birchfield, Rawlins, 
southwest district. 

Outgoing directors are Frank 
Schulte, of Casper; R. H. Murphy, 
Rawlins; E. W. Record, Gillette; C. 
E. Webster, Cody, and Carl Hal- 
lady, Cheyenne. 

William F. DeVere, of Cheyenne, 
secretary-treasurer of the group the 
past nine years, remains in that 
office, since his term of office does 
not expire until after next year. 

Most of the convention speakers 

cited the need for better factory- 
dealer and dealer-public relations 
to maintain the free enterprise sys- 
tem, stressing that concerted effort 
on local, state and national levels 
is needed, with all activity meshed 
and pointed toward a long-range, 
sound, progressive program in the 
industry. 

One of the resolutions adopted 
by the group said that “since it 
has been pointed out at this meet- 
ing that many loopholes exist in 
the present Wyoming title law and 
the indiscriminate issuance of deal- 
ers registrations, which outmoded 
and ill-regulated practices have 
caused considerable loss and dam- 
age to business of legitimate auto- 
mobile dealers and finance compa- 
nies ... it is resolved that we... 
heartily endorse the motion carried 
. whereby some competent at- 
torney in cooperation with the 
state sales tax division and the Wy- 
oming highway patrol draw up a 
bill with the intent of eliminating 
such objectionable features and 
avenues of law evasions as fully 
discussed.” 


Lot of competition brass, civic leaders and educational heads at- 
tended Packard’s Detroit showing of its new models last week. 
Among top industry officials were Chrysler’s K. T. Keller, Nash’s 


George Romney, 


Roy Chapin and 


Hudson’s N. K. Vanderzee and 
Cadillac’s Jim Roche... . Keller 


confided that he’d already seen the new cars from 
all angles (via photos taken through the fence 


around Packard's factory lot). . 


.. Alvan Macauley, 


retired Packard chief, dropped in for the preview, 

looking hale and hearty. ... Packard officials fear 

manpower shortage more than material scarcities. 
Milwaukee dealers are continuing their two- 


nights-per-week 


sales policy. Tennessee 


association reports: “4,076 persons died of gas 
last year; 29 inhaled it, 47 put a lighted match 


Wemhoft 


to it, 4,000 stepped on it.” . 
Buick dealer at Durham, Ill., gave this gem 


. . John M. Tiller, 


before the Illinois dealer convention: “Your expenses are the 
only part of your business that will actually grow, if you just 


close your eyes and leave it alone.” . 


. . Absence of spare tires 


on new Fords may be a reality soon... . 
Los Angeles dealers will hold annual golf tourney Sept. 27-Oct. 1 


at Santa Barbara. 
ment is set for Sept. 19. . 


.. . Detroit dealers’ managers annual golf tourna- 
. . Seems to me that makers are making 


a mistake by putting only the fancy model name of a car on the 
side of the hood; few laymen know what make it is... . 





—PeTe WEMHOFF, 
Editor 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
the dealer on every used vehicle accepted in partial payment for a new 
car or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


The Pattern Technique 


HE UAW is bludgeoning the auto industry again—with 
a monopolistic “‘pattern.” 

The “pattern,” of course, is the highest concession 

that the union has been able to gain from any one of the 
auto makers or suppliers. 
The bludgeon is being applied to big and little, old and 
young, without any regard 
for a company’s financial 
ability or its workers’ 
future. 

“If any company can’t 
meet the ‘pattern,’” the 
union leaders say, in effect, 
“they'll just have to go out 
of business, and their work- 
ers will have to be absorbed 
into the remaining plants.” 

Is this the same union 
that has been calling on 
Washington for years to 
break up the so-called “big 
trusts?” 

Isn’t this UAW-wage- 
pattern drive forcing 
the auto business into a 
monopoly of a few com- 

anies? 


Does the UAW really 
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That’s a Big Help 


And what about the workers? 
believe, for instance, that any great portion of the 14,000 
workers of the X auto plant would absorbed into the 
remaining companies if the X firm was forced out of 
business? 

A growing part of the UAW’s monopolistic “pattern” 
involves cost-of-living escalator clauses. Opinion is divided 
on this phase; some take the view that these clauses may 
have a stabilizing influence on the nation’s economy; others 
oe to the fact that wages can always go up but not down 

low a certain figure. 

But there’s no divided opinion on the fact that the 

UAW’s “pattern” demands are forcing monopoly in the 


| Big Wheel 


To importance of the automobile is pointed up once 
again in statistics recently compiled by the Automobile 
Manufacturers Assn. 

These show that automotive retail sales represented 20.3 

rcent of all retail sales in the country. Highest percentage 
in the states was 29.3 percent in Wyoming and lowest was 
13.5 percent in New York. 

Does anyone still doubt that the auto is the Big Wheel 
in America? 
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‘}much_ higher 
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Dealer 
Forum 


Eprror’s Norte: Believing that 
dealers in every state have their 
peculiar problems and outlook, 
Automotive News has made avail- 
able the facilities of this column 
to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 
vations. 

By Erskine Sharp 
President, Tennessee Dealers 

AR in Asia has pushed the 

automobile business in Tennes- 
see to new record highs. This situa- 
tion, of course, prevails throughout 
the nation, but 
business in this 
region was = : 
ready approach- ; 
ing boom propor- aderte 
tions when the <s 
fighting began on 
June 25. 

Expansion of 

the government’s 
atomic energy 
plant at Oak 
Ridge, and the 
beginning of con- 





Erskine Sharp 
struction of the multi-million-dollar 
Arnold Air-Research project at Tul- 


had brought retail sales 
than the previous 
peak year of 1948. 

State tax officials recently re- 
vealed that a big increase was)| 
reported in retail sales tax collec- 
tions for July, based on sales made 
during June. This was before most 
of the heavy war scare buying 
started in July. 

Naturally, dealers are feeling 
highly optimistic now that they 
are getting full dealer delivery 
prices, with the discontinuance of 
overallowances on tradeins, 

The Tennessee Automotive Assn. 
is cautioning its members, however, 
not to get too cocky over the pres- 
ent situation. Loading cars with 
accessories and allowing ridicu- 
lously low allowances for tradeins 
is being discouraged, and every 
effort is made to convince dealers 
that there is always another day 
coming when the public will re- 
member what was done to it when 
it hai no other alternative. 

* * . 


HERE is an undercurrent feel- 

ing of uneasiness, however, that 
this bubble will burst in the event 
that government regulations and 
controls are put into effect. The 
question of just how much the 
government is going to take from 
dealers in the matter of taxes is 
also giving them a lot of sober 
thought. 

In my opinion, no better cus- 
tomer relations can be devised 
than dealers spending more of 
their time on the service floors. 
There he will meet, and obtain 
more ideas as to what his cus- 
tomers think of him and his 
organization, than he can secure 
in any other manner. 

Service is a vitally important part 
of every dealer’s business. This 
service makes an automobile owner 
want to buy another car from a 
dealer, when he has obtained good 
service on his old car. A dealer 
has aé_ splendid opportunity of 
checking on the courtesy and effi- 
ciency of his service employes, 
when he spends a large part of 
his time in the service department. 
He can see there from real experi- 
ence that owners return to a place 
of business which serves them best. 

* * * 
PEARS of oversupply have turned 
to fears of not getting a suffi- 
cient lot of merchandise to sell. 
Consequently, our association joins 
with NADA in recommending that 


lahoma, 
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Letterbox 





used, if you so request. 


Hardtops 

Referring to your article Sept. 
11, entitled “Hardtop Called ‘Hit 
of the Year’,” the writer says that 
“there is considerable controversy 
over who debuted the ‘hardtop’ de- 
sign.” 

It seems to me that there is no 
question as to who originated the 
hardtop design. It was Chrysler. In 
a folder entitled “The Beautiful 
Chrysler Town and Country,” Ref. 
No. CS209, dated June, 1946, there 
is a picture of the Chrysler Town 
and Country custom club coupe, 
which features a hardtop styled in 
the manner of the corresponding 
convertible model, chromium- 
framed windows and a. station 
wagon-type lower body structure. 

I have read that Chrysler claims 
to have made a few of these cars, 
so it looks to me as if they pio- 
neered the idea since the war by 
publishing a picture of a hardtop 
in one of their 1946 catalogs and 
they also produced the first hard- 
tops. 

However, to keep the record en- 
tirely straight, it is interesting to 
note that the Chrysler hardops had 


its members maintain the best| antecedents. The 1936 Auburn cata- 
practices in all their trade rela-| logs show a coupe with upper struc- 
tions. Dealers are entitled to, and|ture styling closely patterned after 


should get, their full discount on|the convertible coupe. Quarter win- 
every new-car sale and the full|dows were added and the fold-for- 
(See FORUM, Page 52, Col. 5) ward windshield of the cabriolet 


25 Years Ago a 


The Big Story 


“Fast” epitomizes the “Roaring ’20s.” Fast and lawless. 

The dominion commissioner of highways for Canada agreed that 
cars could be fast but he didn’t like the lawless part. So he opened 
a campaign in September, 1925, to lift the 25-mile-per-hour speed 
limit imposed on roads in Canada. He claimed “only a few women 


observe the rule, anyway.” 
—From the files of Automotive News. 
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DEAD IN THIS WAR! 
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‘Chrysler First? ...... ° 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 


No attention is given to unsigned 





model was retained. It looks, in- 
deed, as if the hardtop  super- 
structure was mounted on the con- 
vertible body in place of a soft top. 
The “false convertible” idea goes 
back even farther than 1936. In 
1931 Duesenberg produced the “Bev- 
erley,” which was an imitation of 
a four-door convertible sedan 
complete with cloth-covered top. A 
variation of the “Beverley” can be 
seen in the 1934 Duesenberg cata- 
log.—Homer D. Brown, Newark, O 
* * * 


Control Board 

You recently showed a_ photo- 
graph of a Used Car Sales Control 
for Chevrolet dealers. 

Will you kindly furnish the writ- 
er with name of manufacturer of 
this control?—Rosert W. Hersu, 
Hersh Motor Car Co., Inc., Eliza- 
beth N. J. 

Eprror’s Note: It’s manufac- 
tured by the Wassell Co., West- 


port, Conn. 
+ + * 


Wonderful Job 

I wish to extend my heartiest 
congratulations on the 25th anni- 
versary of AuTomoTiveE News. 
With this goes my best wishes 
for every success attending your 
future efforts.—Freperick H. E- 
LioTt, secretary, Automobile Old 


Timers, Inc., New York. 
+ - - 


Good Wishes 

Packard notes with interest the 
memorable occasion of Aug. 25 as 
marking the Silver Anniversary of 
an outstanding publication in the 
automotive field. 

You have the warm regards of 
all around these halls and th> 
hearty good wish for many times: 
over the 25 years your publicatio: 
has rendered a real service to th> 
industry and the trade.—Hucu W 
Hrrcucock, director of advertisin ; 
and public relations, Packard Mc- 
tor Car Co., Detroit. 
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covers from 
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(0 $7995 according 
fo car type 
¥ Dealer Retail 





it’s woven SARAN - - - and from six feet 


i+ sure looks real... 
with hair onw# J 


just like a real leopard skin... but it ain’t... it’s plastie? 











law ' . ‘ . 
= IF YOU HAVE YOUR OWN CUSTOM SHOP Les. beautiful ; youll Love wc if 


order this new Suskana* Leopard ae 

- and here it is in a Rayon and Plastic 
skin plastic by the yard. 27 other combination. One that will sell as fast 
plastic patterns to choose from as the complete plastic cover .. . 
immediate delivery. but at a lower cost! Dealer retail, from $5995 up 


Write...Wire...or Phone! 


made to order for all cars... delivery—approximately 2-3 weeks. i 3 ed ° 


MAKES THE BEST SEAT COVERS! 





FRY PRODUCTS. INC... 5765 Woodward ec Detroit 2. Mich. 
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Southern, Mountain States To 
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Gainers... 





New Car Sales Spurt 32% 


N THE march of new-car sales 

to record levels this year, all 
sections of the country have shown 
improvement over 1949, but states 
in the southern and Rocky Moun- 
tain regions have made the greatest 
gains. 

New-car sales in the first seven 
months of 1950 amounted to 
3,439,878 units, an increase of 31.78 
percent over the same 1949 period. 

Five of the country’s nine geo- 
graphical areas had percentage in- 
creases greater than the national 
average and, of these, the increase 
of 46.1 percent in the West South 
Central states was the highest. 

* * * 

ULY—the month in which the 

most new cars in history were 
sold—saw all sections of the coun- 
try go well above the July (1949) 
[rE RER EERE 


Sales by Regions 
7 Mos., '50-'49 


Pet. 











1950 1949 = Chge. 

New England ............ 201,017 154,352 30.23 
Middle Atlantic . 654,770 500,279 30.88 
South Atlantic .......... 412,462 297,608 38.59 
East North Central... 843,000 671,475 25.55 
East South Central... 183,756 130,286 41.04 
West North Central. 363,055 271,665 33.64 
West South Central. 311,518 212,475 46.61 
Mountain States ...... 123,759 87,716 41.09 
Pacific States ............ 346,541 284,237 21.92 
a 3,439,878 2,610,093 31.78 


SS 
level, except the three Pacific Coast 
states — California, Oregon and 
Washington. 

Sales in the Pacific states in 
July were only .79 percent higher 
than in July, 1949, Gains for the 
other areas ranged from 26.83 
percent in the East North Central 
states to 71.48 percent in the 
Mountain states. 

The failure of the Pacific states 
to show a larger gain in July was 
due to California. July new-car 
sales in California totaled 37,442 
units, a 7.53 percent drop from the 
40,467 new cars sold there in July, 
1949. 

This decline offset gains of 7.24 
percent in Oregon and 61.83 percent 
in Washington. Total new-car sales 
for the three Pacific states in July 
were 52,203, against 51,793 in July 
of last year. 

¥ * + 
HE Mountain states registered 
25,290 new cars in July, a 71.43 


Dodge Launches 
Series of Parleys 


With Dealers 


DETROIT.—The first of a pro- 
jected series of regular conferences 
between Dodge dealers and factory 
executives is scheduled to open here 
today (Sept. 18). 

Forty-eight Dodge retailers from 
all sections of the U. S. will con- 
vene with President L. L. Colbert, 
General Sales Manager E. C. Quinn 
and other Dodge officials. 

Establishment of a national 
Dodge dealer council is not plan- 
ned, a spokesman said. The dealer- 
factory conferences will resemble 
those held monthly by Pontiac, 
which calls in different dealers for 
two-day sessions at the factory, it 
was stated. 

Customer relations will be an- 
other subject on this week’s aatiatanad 
Quinn said. 





percent gain over the 14,754 titled 
in July, 1949. The four West South 
Central states—Arkansas, Louisi- 
ana, Oklahoma and Texas—showed 
a gain of 67.57 percent in July of 
this year over the same month 
last year. 
The New 


England states also 


|registered a strong comeback with 


July, 1950, sales topping those of 
the same month last year by 65.84 
percent. 

Among the individual states, 
Montana was in front of all 
others regarding improvement in 
July. Montana’s July new-car 
sales total of 5,884 units was 
277.90 percent greater than the 
state’s July, 1949, figure of 1,557. 
North Dakota also had a very 
large gain as its July new-car total 
reached 3,668 units, 


ahead of the state’s July, 1949, 


|mark of 1,786 units. 


* * * 


i Big tagee trees was not the only 


A state where July new-car sales 
this year were not as high as in 
1949. July new-car sales in the 
District of Columbia were off 38.61 
percent from July, 1949, while In- 
diana had a 17.68 percent drop and 
Arkansas a .16 percent decline. 

The large drop in July in the 
nation’s capital was due more to 
the very high level of sales in 

July of last year rather than to 
any great decline in demand. 


District of Columbia new-car 
sales in July, 1949, established an 
alltime high when residents scur- 
ried to beat a sales tax which went 
into effect in August. As a result, a 
comparison of sales in July of this 
year with those of July, 1949, shows 
a greater decline than might have 
been the case had sales last year 
been “normal.” 

Still, the demand for new cars 
in the District of Columbia has not 
been nearly as great as in the rest 
of the country. This is shown by 
the fact that the District of Co- 
lumbia is the only territory in the 


country where new-car sales in the | 


first seven months of 1950 were 
not greater than in the same period 
of 1949. 


* * * 


| bpd THE January-July period, Dis- 


trict of Columbia sales amounted 
to 17,627 this year, against 18,465 
last year, a drop of 4.54 percent. 
Every other state showed an im- 
provement in the same period, the 
smallest gain being Vermont's 5 
percent. 

Florida topped all states in per- 
centage of improvement in the first 
seven months of the year. 
Everglades state titled 55.54 percent 
more new cars in the first seven 
months of this year than it did in 
the same 1949 period. 


North Dakota was right behind | 


Florida with an increase of 55.06 
percent. Other states with gains of 
more than 50 percent 
Georgia, 54.86; Oklahoma, 53.90, and 
Minnesota, 51.32. 

The West South Central states 
had the greatest percentage gain 
in new-car sales in the first seven 
months of the year with an in- 
crease over the same 1949 period 
of 46.61 percent. - 


* 


HE Mountain cies showed a| Alabama.. 


The | 


included: | 


105.37 percent | 





Illinois 
Indiana... 
Michigan. 


same period, while the East South 
Central states were up 41.04 per- 
cent. 


Seven-month increases for other 
areas were: South Atlantic, 38.59 
percent; West North Central, 
33.64; Middle Atlantic, 30.88; New 
England, 30.23; East North Cen- 
tral, 25.55, and Pacific, 21.92. 
There was only one change in 


the nine-area lineup of unit sales 

for the first seven months of the 

year. 

states with 363,055 new-car sales 

moved into fourth place, shoving 

the Pacific states back to fifth place. 
* * * 


The West North Central 


— was more change in the 


July rankings. The Pacific 


states, third in sales in July, 1949, 





Sales by Regions 
July, "50-49 








Pet. 

1950 1949 Choe. 

New England ... 41,178 24,831 65.84 
Middle Atlantic ........ 117,180 84,973 37.90 
South Atlantic .......... 70,305 50,585 38.99 
East North Central... 142,259 112,161 26.83 
East South Central... 32,686 21,152 54.53 
West North Central 67,252 51,479 30.64 
West South Central 61,573 36,749 67.57 
Mountain States .... 25,290 14,754 71.43 
Pacific States ... 52,203 51,793 -79 
Total . 609,926 448,477 36.00 





fell back to sixth in July of this 
year. 
moved up from fifth to third, while 
the West South Central states ad- 
vanced from sixth to fifth. 


The South Atlantic states 


In volume of sales in July, the 
order and totals were: East 
North Central, 142,259; Middle 
Atlantic, 117,180; South Atlantic, 
70,305; West North Central, 67,- 
252; West South Central, 61,573; 
Pacific, 52,208; New England, 41,- 
178; East South Central, 32,686, 
and Mountain, 25,290. 

New York and California con- 


tinued to run one-two as the lead- 
ing new-car buying states, followed 
by Michigan, Pennsylvania, 





and Illinois, 
At the end of the first seven 


Ohio| months of the order 














Dealer Conventions 


Sept. 17-19—Kentucky Automobile Dealers 
Assn., Kentucky Lake, Ky. 

Sept. 17-19— South Dakota 
Dealers Assn., Alex Johnson 
Rapid City, S. D 

Sept. 18-19—Wisconsin Automotive Trade 
Assn., Schroeder hotel, Milwaukee. 

Sept. 25-26—North Dakota Auto Dealers 
Assn., Bismarck, N. D. 

Sept. 28-29—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City. 
Oct. 8-10—Automobile Dealers Assn. of 

Alabama, inc., sBiloxi, Miss. 

Oct. 8-10—lexas Automotive Dealers Assn., 
Texas hotel, Fort Worth. 

Oct. 10 — Connecticut Automotive Trades 
Assn., Hotel Bond, Harttord. 


Automobile 
hotel, 


Oct. 13-14— Tri-State Convention (Del., 
Md., Pa.), Haddon Hall hotel, Atlantic 
City, N. J. 

Oct. 15-16—New Mexico Automobile 


Dealers Assn., Carlsbad, N. M. 

Oct. 15-17—Tennessee Automotive Assn., 
Memphis. 

. 16-17 — Georgia Automobile Dealers 
Assn.. General Oglethorpe hotel, Sa- 
vannah. 

Oct. 1/-18— Federation of Automobile 
Dealers Assns. of Canada, Toronto, Ont. 

Oct. 22-24— Florida Automobile Dealers 
Assn., Biltmore hotel, Palm Beach, Fla. 

Oct. 23-24—Minnesota Automobile Deal- 
ers Assn., St. Paul hotel, St. Paul, Minn. 

Oct. 23-24—Ohio Auto Dealers Assn. meet- 
ing, Neil House, Columbus, O, 

Used Car Dealers 





_ 








Coming Events 


March 2-8, 1951—Greater Kansas City M 
tor Car Dealers Assn., Municipal aud 
torium, Kansas City. 

Mar. 10-18, 1951 — Seattle Auto Deale 
ae Field Artillery armory, Seattl: 


Wa 
Mar. 19-28, 1951—Indianapolis Automobi 
Trade Assn., Cattle Exposition Bldg 
State Fair Grounds. 
* * 


Aftermarket Shows 


Dec. 4-8—Automotive Service Industrie 
show, Navy Pier, Chicago. 
Mar. 21-24, 1951—Pacific Automotive show 
Civic Auditorium, Seattle, Wash, 
Apr. 26-29, 1951 — Southwest Autemotive 
show, Oklahoma City. 
* . * 


Allied Industries 


Oct. 2-6—American Le wt | Assns., 17th 
annual convention, Waldorf-Astoria, New 


York. 

Oct. 23-27 — National Metal 
Amphitheater, Chicago. 
Nov. 13-16—American Petroleum Institute 

30th annual meeting, Los Angeles. 

Jan. 22-24, 1951—Truck-Trailer Manufactur 
ers Assn. annual convention, Edgewater 
Gulf hotel, Edgewater, Miss. 

. 


Exposition 


General 


Sept. 28-30—National Truck Leasing Sys 
tem, Inc., conference, Waldorf-Astoria 
hotel, New York. 


Oct. 5-I5—Auto Show, Paris, France. 


Nov. 812 — National Oct. 16-20—National Safety C 
: y Congress and 

_ convention, Baker hotel, Dallas, National Safety Council exposition, Chi 

Nov. 13-15—Automotive Trade Assn. of Oct 18—A tomobile Old Ti \ 
Virginia, John Marshall hotel, Richmond. , eyaiinet "Latah Rhee 

Nov. 15-16—Oklahoma Automobile Deal- gineer. eT ee eee ae 
aie" annual meeting, Tulsa Oct. 18-28—Auto Show, London, England. 

Dec. {-2—Montana_ Auto , Dealers Aasn., 2 22-28 — National ‘Automobile Dealer 
ainbow hotel, reat Falls, ont. nel T 

Dec. 4-5—Idaho Automobile Dealers May  3.Sept aia kale tak nee, 
Assn., Hotel Boise, Boise, Ida. lif 

~ 7-10, 1951 — National. Auto Reaters ‘ . . ° 

ssn. convention and exhibition, Miami 

May 3l-June 2—Washington State Auto Engineering 

Dealers Assn., Winthrop hotel, Tacoma. Oct. 16-18 — Society of Automotive En 
_ goers Syaeperteren meeting, Hotel 

tatler, ew York. 
Dealer Auto Shows Nov. 1!-3—American Society of Body En 

Jan. 27-Feb. 3, 1951 — Milwaukee County on. Rackham Memorial Bldg., De 
Auto Dealers Assn., Milwaukee, troit. 

Feb. 15-22, 1951—Philadelphia Automotive Nov. 9-10 — Society of Automotive En- 
Trade Assn., Commercial Museum, Phil- gineers fuels and lubricant meeting, 
adelphia. Mayo hotel, Tulsa, Okla. : 

Feb. 17-25— Chicago Automobile Trade Nov. 26-Dec. | — American Society of 
Assn., International Amphitheater, Chi- Mechanical Engineers, Hotel Statler, 
cago. New York. 





in that order. 


last year, 








behind New York and California 
was: 


Illinois, Michigan, Pennsyl- 








Each State's Share of Car Sales, 
Seven Months, 1950-1949 


New England 


Connecticut....... 4 


Massachusetts....... 
New —— 
Rhode Island.. 
Vermont... 


Middle Atlantic... 


New Jersey. 
New York...... 
Pennsylvania...... 


South Atlantic... 


TREITORO, «.50sccseseccosersese. 
District of Columbia. 

| Florida........... eis 
Georgia......... 
Maryland........ 

North Carolina.... 

|South Carolina..... 
Virginia.......... ; e 

OG WI aaa cvasccessacsvesiascenss 


East North Central............ 


| Wisconsin... 


East South Central. Seca ceed 


gain of 41.09 percent for the| | Kentucky. 





Car Sets 26 Speed Records— 


The 12-year-old reconditioned Mormon Meteor III, 


driven by 67-year-old Ab Jenkins, is 


shown streaking over the Bonneville Salt Flats of Utah on Labor day. Topping the array 
of its records was that of 195.95 miles per hour for one hour of continuous running. During 


one lap the car attained 199.19 miles per hour. 
years has been enshrined in the Utah state capitol 


The record runs were made using 


Mobilgas gasoline without alteration, it is reported 


| 


| Mississippi. 
| Tennessee.......... 


West 2 Central a 


| Iowa... 

| Kansas... 

| Minnesota. 

| Missouri. 

| Nebraska 
|North Dakota 
|South Dakota 


West South Central 


| Arkansas 

| Louisiana 

| Oklahoma.. 
| Texas 


Mountain States 


| Arizona... 
| Colorado 


Idaho...... 
Montana. 


Wyoming... 


Pacific States... 


California 
Oregon.......... ; 
The 23-foot-long racer for the past seven] Washington. 


TOTAL 


7 Mos 7 Mos Pet. 

1950 1949 Change 
201,017 154,352 30.23 
47,906 36,095 32.72 
18,367 13,248 38.64 
95,768 75,100 27.52 
11,255 7,922 42.07 
19,199 13,871 38.41 
8,522 8,116 5.00 
654,770 500,279 30.88 
113,305 82,480 37.37 
309,559 236,727 30.77 
231,906 181,072 28.07 
412,462 297,608 38.59 
9,804 7,315 34.03 
17,627 18,465 - 4.54 
64,770 41,642 55.54 
69,380 44,801 54.86 
52,393 38,371 36.54 
64,062 47,165 35.82 
33,870 23,739 42.64 
74,778 55,550 34.61 
25,778 20,560 25.38 
$43,000 671,475 25.55 
212,758 185,602 14.63 
93,462 73,280 27.54 
237,558 184,876 28.50 
224,065 165,390 35.45 
75,157 62,327 20.58 
183,756 130,286 41.04 
45,824 30,836 48.61 
45,018 33,424 34.68 
29,336 22,231 31.96 
63,578 43,795 45.17 
363,055 271,665 33.64 
73,870 54,669 35.12 
47,572 40,275 18.12 
88,391 58,415 51.32 
83,043 67,863 22.37 
38,347 27,802 37.92 
15,883 10,445 55.06 
15,949 12,196 30.77 
311,518 212,475 46.61 
26,234 18,906 38.76 
47,672 34,687 37.43 
47,873 31,105 53.90 
189,739 127,777 48.49 
123,759 87,716 41.09 
14,932 11,519 29.63 
33,513 22,866 46.57 
14,510 9,730 49.13 
18,071 12,706 42.22 
4,218 3,648 15.57 
12,943 8,913 45.21 
16,217 11,924 36.00 
9,355 6,410 45.94 
346,541 284,237 21.92 
259,068 213,029 21.61 
36,465 30,938 17.86 
51,008 40,270 26.66 
3,439,878 2,610,093 31.78 


vania and Ohio. —Bos _Gorpow 

July July Pct 
1950 1949 Change 
41,178 24,831 65.34 
8,748 §,451 60.48 
2,725 2,405 13.31 
23,402 12,678 84.58 
1,965 1,148 71.16 
3,144 2,103 49.50 
1,194 1,046 14.14 
117,180 84,973 37.90 
20,091 12,626 59.12 
53,977 40,828 32.21 
43,112 31,519 36.78 
70,305 50,585 38.99 
1,521 881 72.64 
2,482 4,043 —38.61 
11,764 7,021 67.61 
10,431 7,112 46.66 
8,649 6,330 36.63 
10,992 8,867 23.96 
6,075 3,929 54.62 
13,361 8,597 55.41 
5,030 3,805 32.19 
142,259 112,161 26.83 
32,552 27,449 18.59 
15,171 18,430 —17.68 
45,708 30,479 49.98 
38,347 25,834 48.42 
10,481 9,969 5.14 
32,686 21,152 54.53 
7,894 5,198 51.86 
8,370 5,319 57.36 
5,179 3,742 38.40 
11,248 6,893 63.11 
67,252 51,479 30.64 
13,541 9,866 37.24 
8,347 7,303 14.30 
16,018 9,941 61.13 
15,837 15,702 86 
6,734 4,714 42.85 
3,668 1,786 105.37 
3,107 2,167 43.38 
61,573 36,749 67.57 
3,754 3,760 16 
9,197 6,627 38.78 
10,246 5,777 77.36 
38,376 20,585 86.42 
25,290 14,754 71.43 
2,652 1,694 56.55 
5,800 3,881 49.44 
2,881 2,309 24.77 
5,884 1,557 277.90 
872 678 28.61 
2,533 1,460 73.46 
2,874 2,129 34.99 
1,794 1,046 71.51 
52,203 51,793 79 
37,422 40,467 7.53 
4,765 5,137 7.24 
10,016 6,189 61.83 
609,926 448,477 36.00 


Automotive News compilation from R. L. Polk & Co. Date 
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OLOSMOBILE GOES ALLOUI 
ON PRODUCTION OF 








ROCKET ENGINE CARS ! 


THE “ROCKETS” ARE 
REALLY ROLLING! 





96 ST ie Naa 
62 ’ oe 
5.41 ' 


ee ... from Oldsmobile’s New 





38 Ultra-Modern Engine Plant! 
| Now... by Popular Demand, Production Concentrated 


More than 85 “Rocket” Engines roll off 


the Oldsmobile production line every 


> On Sensational High-Compression 8-Cylinder Power Plant! hour. And public demand for the 


‘as “Rocket” Engine cars continues 

5.37 : et as 
38 to increase! That’s why Oldsmobile is 
©! | There’s record-breaking public enthusiasm for Oldsmobile’s record-making “Rocket” Engine! Re in 

“16 é expanding the “Rocket” Engine 

36 lhat’s the reason Oldsmobile is concentrating 100% on “Rocket” production. This famous, plant—the most modern automotive 
5.42 

os vears-ahead, high-compression engine is setting sales records at Oldsmobile every day. engine plant in the industry! 

) 44 F Ls oa arene And that’s why dealers are 

.77 | In less than two years, Oldsmobile has produced over 450.000 “Rocket” Engine cars. In less 

ae : ; ; looking forward to a great future 

40 | than two years, the “Rocket 88” has become the most popular Oldsmobile of all time! ; - dee 

r : for the “Rocket” Engine 

|.51 i . > 3 .e £ si: © . £ r > £ ‘e ae ~ y ee se ’ ° ° 
51 Winner of the Mexican Durability Run and holder of many performance records throughout and the “Rocket” Engine Oldsmobiles. 
53 e °° e . . . 

‘94 | the country, the “Rocket 88” has become one of the “most wanted” cars in America. 

1.83 

3.06 
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Automotive 


Ramblings 


by Jack Weed. 


» LINE with Ford’s $600,000,000 expansion program and 
moves to acquire additional manufacturing facilities to 
further its “Beat-Chevrolet” program, one important divi- 
sion of Ford is being thrown out of its newly organized home 
and two other departments are weeping crocodile tears (of 


happiness), we understand. lun ihe Great 
The Ford service depart- 


Lakes region and 

ment is being kicked out of | Dearborn zone 
its recently-acquired Mound Road | offices. 
(Detroit) home Nov. 8 since this Privately, the 
former Ordnance plant is to be| personnel of both 
turned by Ford into one of the/the region and 
most modern axle production plants | the zone are more 
in the industry. The service ‘le-| than satisfied to 
partment is currently scheduled to| stay where they 
move to quarters in the new parts| are in dcwntown 
plant, still under construction out| Detroit office 
Plymouth Road, into quarters 


building quarters 
which were originally earmarked| and not face a 










The Finest Cars Are Comfort-Controlled by Ranco 


WORLD'S LARGEST MANUFACTURERS OF REFRIGERATION AND AUTOMOBILE HEATER CONTROLS 








It was in 1939 that Ranco introduced the now-famous Fresh Air Heater Con- 
trol, bringing a new kind of driving comfort to car owners everywhere. Today 
this outstanding control is widely accepted by the automotive industry! 
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|15-mile drive each way night and| 
|morning. 


* * 


* 
Exploding Rumors 
HE ear-to-the-ground sleuth also 
explodes a current rumor re- 
garding the new V-8 engine Ford 
has in the works—and which it is 
understood is being readied for 


| 1952 and not 1951. The new engine, 


while having a smaller bore and 
higher r.p.m., will not develop any 
125 or 130 horses, as rumored, but 
is expected to be rated somewhere 
between 100 h.p. and 110 h.p., al- 
though its eventual horsepower de- 
velopment is not determined as yet. 

Those defunct Chinese coins, 
which General Motors bought to 
salvage the nickel, turned out to 
be 80,000 pounds instead of 380 
tons as first thought—and mixed 
with the pure nickel “Hong Kong” 
coins were a sizeable percentage 
made of bronze. GM officials, it 
is understood, had to develop an 
electrolic screening process to 
separate the nickel from the also 
critical dross. 

In that connection, W. M. Phil- 
lips, of GM Research, says that 
among the one million pounds of 
critical materials—which the cor- 
poration is short to date for its 


WINTER SCENE...1938 B. R.* 


(*BEFORE RANCO WARM AIR HEATER CONTROLS) 


was first used in 1939. Through 


free control of the heater, the Ranco Control assures 
perfect winter air ‘‘conditioning'’ and comfortable 
temperatures —the reason more and more manufac- 


turers are saying: ‘It's Comfort-Controlled by Ranco!”’ 





Krell Buick in Pasadena, Calif.— 

Henry G. Krell (right) is greeted in his new California dealership by Roy P. Barbate 
| assistant Los Angeles zone manager for Buick. Krell Buick, Inc., succeeds the Howard Auto- 
mobile Co., whose retirement from business in Pasadena follows disposal of its automotive 
interests in several other areas of California. 













“Weather” Made to Order! 


Pioneered and developed by Ranco, this heater control 





fourth-quarter production—are|move they make to solve their 
nickel, chromatic acid, copper, soda | problem. 
ash and other chemicals. Despite *_ * * 
having “covering” on these short | 2uring British 

e , 
‘ ‘ . -4,|@:PENT a morning last week go- 
items, Phillips claims that GM will S ing through GM's Ternstedt 
ee = quality on any plant with 13 top metallurgical 
men representing the British metal 
finishing specialist team that is in 
this country studying processes 
and ways to increase productivity 
under the Anglo-American Council 
and the Economic Cooperation Ad- 
ministration. 

The team is composed of top 
men in each line—chief chemists, 
metallurgists, works managers, 
physicists and one lone represen- 
tative of the National Union of 
General and Municipal Workers. 
Each man represented a differ- 
ent line of industry, although two 
were connected with the automo- 
tive industry. 

Maurice Fry, of Lucas, Ltd., the 
largest British parts manufacturer, 
stated that when the Attlee gov- 
ernment first took over, the Social- 
ists expected to get considerable 
help from Russia and the party 
leaned quite definitely toward Com- 
munism. But Joe Stalin and his 
boys did not come through with 
the anticipated help and the pres- 
ent British government soon cooled 
off on the Reds. 

Today they are completely anti- 
communistic, says Fry, and “the 
Korean situation has solidified Eng- 
lish opinion and antipathy against 
communism more than anything 
else that has happened.” 


Ford Finishes 
First Courses 
On New Drive 


DETROIT.—The first step in the 
Ford Motor Co.’s service training 
program for its new automatic 
transmission will wind up Friday 
(Sept. 22) when service instructors 
from each of the company’s 33 dis- 
tricts complete their initial course. 

The 33 district service instructors 
began their combined course in 
how to service the new transmis- 
sion and how to teach servicing 
of the new transmission on Sept. 5 
at the Ford Mound Road plant 
here. 

Upon returning to their district 
offices, the instructors will hold a 
series of 12 two-day schools to 
teach district service personnel the 
method of preparing for delivery 
Fords equipped with the new auto- 
matic drive. 

After the pre-delivery instruction 
courses are completed, the district 
teachers will hold five-day, 40-hour 
courses for dealership mechanics in 
which complete overhaul of the 
transmission will be taught. 

In addition to the district service 
instructors attending the courses at 
the Mound Road plant, regional 
service managers were also given 
a condensed version of the course 






















dependable, trouble- 





Drives 15 Miles to Test 
Repaired Car; ‘Guilty’ 

MONTREAL.—An auto repair- 
man is justified in driving a car 
a “reasonable” distance to see if 
it’s working properly, but 15 
miles is too much of a test, 
Judge Oscar Gagnon remarked 
as he found Wilfrid Charbon 
neau, 45, of Ville Jacques Cartier 
guilty of taking an auto without 
permission. 
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coat COverS =e 
* Suskontt 


SARAN 


Don’t lose any time stocking the hottest item in the seat cover 
market! There'll be no spotty sales with Suskana leopard saran seat 
covers ... they'll bring customers old and young flocking to your 
store. 

This leopard won't change its spots, either, .. . those rich colors are 
built-in for permanent beauty. When you add this knock-out leopard 
pattern to all the other qualities that have made Suskana saran seat 
covers the motorists’ favorite . . . smooth riding comfort, rugged 
wear, easy up-keep . . . your answer is sales. You'll be on the right 
track to big seat cover profits with Suskana leopard saran. 





*® we *SUSKANA fabrics for Auto Seat Covers, Upholstery, Men’s 
se 4 Wear, Women's Wear, Neckties, Prints on Vinyl Plastics. 


- 








RIGHT Susquehanna Mills inc. 


IN STYLE! 
404 Fourth Ave., New York 16, N. Y. 


West Coast Representative: 3669 Whittier Bivd., Los Angeles 23 


aK 


BE THE FIRST IN YouR c 
OMMUNITY To 
SUSKANA LEOPARD SARAN SEAT COVERS. 


WRITE, WIR 
E OR PHONE YOUR DISTRIBUTOR TODAY 
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DETROIT.—Ford Motor Co. has 


its sights set on an increasing hunk |that it is presently spending over | 


of the automobile market this year, 
“next year and 10 years from now,” 
Ernest R. Breech, executive vice- 
; president, told a 
meeting of the 
Detroit Economic 
Club last week. 
Breech put it 


this way: 
“Early this 
year,” he said, 


“we looked over a 
detailed study by 
our economics di- 
vision on the 
probable demand 

6. B. Becoch for automobiles 
for the next 10 years—taking into 
consideration all the factors which 
enter that equation.” 

Then, he said, Ford estimated 
the percentage of that demand for 
which it would set its sights. 

“Confidentially,” he added, “it 
was an increasing hunk each year.” 

Ford is so confident that it has 





Ford’s Sights Set High 


Breech Says Firm Plans Bigger Market Hunk 
Every Year for Next Decade 
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the right answer, 


for plants and equip- 
those cars—in- 


| $300,000,000 
|ment “to produce 


in 1960.” 

Breech said that his company 
also has under study more proj- 
ects which will involve the ex- 
penditure of another $300,000,000 
over the next few years. 


ects now under construction are 
completed, Ford will have increased 
its capacity to produce automobiles 
by 50 percent over prewar levels— 
including castings, motors, axles 
and other components. 

Breech said that Ford has been 
spending and plans to spend more 
millions for expansion despite the 
fact that it really has no guaran- 
tee of what the automobile market 
will be in 1960, nor of what per- 
centage of that market Ford will 
be able to get. 

“Of course not,” said Breech. 





“Consider all the risks. There is 






Breech stated, | 


|cluding the ones we expect to sell} 


By next year, he said, when proj- | 


one very much in everyone’s mind 
today—war.” 

“However,” he added, “it has 
never entered our heads that we 
shouldn’t use all our talents to 
develop a sound, ambitious pro- 
gram, and then have the nerve 
to back it up with all our re- 
sources and break our necks to 
accomplish our goal, We have no 
| more use for any status quo than 
| we have for a blueprint of the 


| Model T.” 

Breech called this spirit of Amer- 
ican management “our most power- 
|ful economic weapon,” and it is a 
secret weapon in that it is little 
understood. 

“I would like to suggest to 
you,” he said, “that our antag- 
onists may be making the fun- 
damental mistake of underesti- 
mating us.” 

Breech said that America’s ca- 
pacity to produce today is far 
greater than it was five years ago 
when war in Europe ended. 

“The great production goals of 
World War II,” he said, “we can 
achieve quickly—but we can go far 
beyond them if the need arises.” 

He noted that Ford’s output of 
iron products from its blast fur- 
naces in the 1940-45 period was 
441,680 tons annually, whereas this 


| 

















Jones Gets Ham What Am— 





E. V. Griffin (right), city councilman of Norfolk, Va., presents a Smithfield ham to G. R 
Jones (center), Oldsmobile's general sales manager, on a recent visit to the Oldsmobile 


plant at Lansing. Griffin was a member of 


a@ party of 22 persons flown to Lansing in a 


special chartered plane under the auspices of Walter J. Wilkins (left), president of Norfolk 
Motor Co., Oldsmobile dealership in Norfolk. The Norfolk group spent the day inspecting 


the plant and were guests of Oldsmobile executives at a dinner in the evening. 


year it will be 1,068,000 tons, while 
open hearth capacity for ingot pro- 
duction is up from 710,646 tons to 
1,233,000 tons. 

Calling it a “tremendous weap- 
on,” Breech said that American 





*"UNDERSEAL’ really beats competition!” 





APPLYING. “UNDERSEAL" at the new, three-quarter of a 
million dollar ‘Bill’? Sullivan Chevrolet Co. building, Kansas 
City, Mo. An average of 75 cars a month are given depend- 
able protection with “‘Underseal” Rubberized Coating. 












| Adhesives & Coatings Div., Dept. AN-950 
ATI Piquette Ave., Detroly 2, Mich. 

> Please send me a copy of 

“The 12 Clues of ‘Undersec!’.” — 


[aOR EO eRe E RRR ewe eR eee twee rere eee RH eee 
nor : : : 


GET THE FACTS on the wngeccoeting. business by mailing 
l 


coupon for your copy of “The 12 Clues of ‘Underseal’.”’ 
You’ll find many helpful sales arguments to help you solve 
the problem of better, steadier undercoating profits by giving 
your customers their full money’s worth! 


On this corner—‘‘Bill” Sullivan, famous Kansas City 
Chevrolet dealer selling ‘‘Underseal’’ Rubberized Coat- 
ing. And on other corners around town, challengers selling 
cheaper, inferior substitutes. Who wins the battle? “Bill” 
Sullivan with ‘“‘Underseal’’, of course! 

Mr. Sullivan writes, “‘ ‘Underseal’, being rubberized, 
backed by national advertising and a life-of-the-car 
guarantee gives us sales points to combat inferior prod- 
ucts at a lower price. We have met and beaten this 
competition, because it’s easy to prove that ‘Underseal’ 
can better resist road abrasion, climate changes, and 
corrosion.” 

Don’t risk dissatisfied customers with substitute ma- 
terials. There’s only one genuine ‘Underseal’’—the 
guardnteed rubberized coating that’s a champion where- 
ever it’s sold! 





Made in U.S.A. by MINNESOTA MINING & MFG. CO., ADHESIVES 
AND COATINGS DIVISION, 411 Piquette Ave., Detroit 2, Mich. Also 
makers of “Scotch” Brand Pressure-sensitive Tapes, ‘‘Scotch’”’ Sound Record- 
ing Tape, “‘Scotchlite” Reflective Sheeting, ‘‘Safety-Walk” Non-Slip Surfac- 
ing, '3M”’ Abrasives, “3M” Adhesives. General Offices: Saint Paul 6, Minn. 


General Export: Durex Abrasives Corp., New Rochelle, N. Y. ¢ In Canada: Canadian Durex Abrasives, Ltd., Brantford; Ontario 


has far 
during 


industry as a_ whole 
greater capacity than 
World War II. 

“But,” he warned, “let’s not make 
the mistake of underestimating our 
task. Despite the fact that there 
is a congressional election sched- 
uled for November, if the interna- 
tional situation is as serious as it 
appears to be, the American people 
should be given the facts. 

“If the American people are go- 
ing to have to accept a reduction 
jin their standard of living; if they 
are going to be taxed until it 
hurts; and be regimented again in 
the fight to save the American way 
of life; then all we ask as business- 
|men is that our politicians make a 
sacrifice, too. If this is not the time 
for ‘business as usual,’ then it is 
not the time for ‘politics as usual.’” 

Everybody feels better about tax 
burdens if they know their money 
is being spent to win a war and 
not by government officials for 
“politics as usual,” said Breech, 
/urging that defense expenditures 
be made on a pay-as-you-go basis 

“This is the time,” he declared, 

“for unselfish statesmanship on 
| the part of everyone. It is not 

the time for businessmen to chisel! 
| for advantages of any kind— 

neither is it the time for union 
officials or government theorists 
to chisel for special advantages.” 

Breech recalled that over the re- 
cent Labor day weekend, labor ora- 
tors “cried out in bitter anguish” 
|over the Taft-Hartley law and de- 
manded its prompt repeal. 

“To me,” Breech stated, “that’s 
|Dolitics as usual.” 

Breech maintained that the Taft- 
Hartley measure has resulted in 
benefits for employers. employes 
and the public. He said it had re- 
| sulted in more stability between 
labor and management than ever 
| before. 


“I say let’s omit no opportun- 

ity to work together,” Breech 

| urged, “because that’s the way to 

achieve maximum strength in 

time of war and progress in time 
of peace, 

“Let’s not overlook the fact that 
we are fighting for a way of living 
|—for freedoms that mean more to 
|us than life itself. We are not fight- 
|ing for refrigerators, television sets 
|}or two cars in every garage—thoss 
|are simply material rewards which 
we take for granted. 

“We're fighting for the right to 
live in a free world. If we win a 
war or a series of wars and find 
our freedoms gone, we will have 
lost what we were fighting for. In 
my onvinion there is a kind of creep- 
ling Socialism that is blood brothe: 
;to communism.” 





Muntz Incorporates Firm 


'To Produce $5.000 Car 


| CHICAGO.—Earl M. Muntz said 
|last week that he plans to produce 
\@ $5,000 car, to be called the Muntz 
| Jet, at the rate of 1,000 units a 
|}year. Simultaneously, Muntz an- 
nounced the incorporation of Muntz 
Car Co. under Illinois law with 
himself as president. 

The first 50 Jets will be produced 
at Glendale, Calif., he said. It is 
planned to power the 2,475-pound 
vehicle with a 160-horsepower en- 
gine. A Chicago factory will also 
be turning out the cars before 
Christmas, Muntz predicted. 
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‘Big Kd” teams up with himsell 
i Lor success! 


Reading time: | minute, 46 seconds 





2k. aa 
“Big Ed’s’’ first talent, salesmanship, came to light in “ x , 
a strange place—on a small Ohio farm not far from The people at Chrysler liked ‘Big Ed’s” get-up-and-go 
i Springfield. The most important thing, next to growing ... his sales and mechanical abilities . . . his friendly and 
the garden produce, was selling it to Springfield house- honest manner of doing business. After talking with them, 
wives at a profit. he signed up to sell Chryslers. 
' The young boy hawked fruit and vegetables from After 24 years with Chrysler, “Big Ed” is still going 
house-to-house with such amazing skill and salesmanship, strong (hasn’t missed a one of the last thousand Kiwanis 
he often sold out in half the time others took. Club meetings). But now his second team is going into 


But Springfield's fast-growing machine shops and 
tool works held a stronger attraction for the husky farm 
boy. So “Big Ed” left the farm and took a job in the big 
city. Thus he embarked on the second part of his career. 


Then Detroit, with its booming auto plants, called 
the inquisitive lad. He had to see the wheels go ‘round 
in this fascinating new industry, so it was off to Detroit. 





action—his two grown sons who have worked with him 
since their early teens. ‘Big Ed’s”’ sons are following in his 
footsteps . . . know all the neighbors and businessmen for 
a mile around by their first names. 


Aggressive men like “Big Ed”, men who know cars 
and can sell cars, will find a future with Chrysler as big 
as they can build. . 
















Write for our free booklet containing a number of 
these stories of accomplishments by enterprising 
men. Chrysler Corporation, 341 Massachusetts Ave.. 


He advanced rapidly among the tens of thousands of Highland Park 3, Michigan. 
workers, up to foreman, then supervisor—and crammed Cg 
two engineering degrees in at night school. Tea SERVICE 


a 
This knowledge, coupled with an avid interest in re- C7 
pairing old cars, next led to a backyard garage that soon i am 
outgrew itself. He had so many friends and customers that 


wanted his cars that a big used-car lot soon followed. 


Now “Big Ed” was using both his outstand- 
ing talents in a way he loved—selling and 
repairing automobiles. 

Then one day in 1926, came the chance to 


examine closely two of the revolutionary new 
Chrysler cars. “Big Ed” the mechanic and 





engineer knew these were the cars “Big ° 

Ed” the salesman could win success selling. Cc hr ys ler Cor poration 

And right then he decided to team up his PLYMOUTH e DODGE e DE SOTO e CHRYSLER e DODGE “’Job-Rated'' TRUCKS 
two personalities as a Chrysler dealer. Fine Cars of Great Value 
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Sidelights on Revival 
Of Regulation W 


By William Ullman 

Washington Correspondent 
F THE FRB, Regulation W and automobiles: When 
President Truman affixed his signature to the new eco- 
nomic controls legislation, the Federal Reserve Board imme- 
diately received power to move against installment buying 
as one of the several steps to be taken to curb inflation 
growing out of the defense “restrain the inflationary pressures 

production program. that result in 

In announcing the restric- | higher prices and 
tions, the board said: 


to facilitate diver- 

. sion of critical 

“Consumer credit has undergone | material and 

an unprecedented expansion, par- manpower to pro- 

ticularly in recent months. Under | quction of defense 

present conditions continued exces-| needs as such 
sive growth of consumer install- 
ment credit adds materially to 





quired.” 
; In accordance 
“The regulation of consumer 
credit is one of the fiscal, monetary 





William Ullman 
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|credits, the new Regulation W does 
{not contain downpayment require- 


|ments for articles costing less than | 


|$100, although such purchases will 
ibe subject to the payment-period 
| limit applicable to the type of goods 
involved. 

| * 


emer Back Nine Years 


* * 


EGULATION W as a credit curb 
was first instituted in Septem- 
| ber, 1941. It remained in force until 
Nov. 1, 1947, was reactivated on 
Sept. 20, 1948, during the inflation- 
lary postwar spending splurge, and 
|expired on June 30, 1949. 
| FRB officials said one of the 
major virtues of the regulation was 
lits flexibility. It can be altered 
quickly to take care of any changes 
in the conditions it was created to 
|meet. They said that in drawing 
up the regulation the board took 
into account prevailing practices 
and terms in the fields affected. 

In the automobile field, it was 
added, most recent installment 
sales of new cars and late model 
used cars were reported made on 
substantially easier terms than 
permitted by the new order. 


Those in businesses affected by 
the order are required to register 





diversion is re- 
inflationary pressures. | 


placing fewer re- 
strictions on small 


with the policy of 
and credit measures designed to 


a 
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GIVES CAR INTERIORS THE (‘atom madd 





Here's the luxurious new auto trim material that adds an expen- 
sive, custom made look to any car — rolls up faster profits for 
you! SEALTUFT is easy to work with — cut it, stitch it, handle it 
like cloth. No wrinkling or sagging, ever. Washable, colorfast, no 


scuffing or chipping. Stitchless —no threads to break. See the 


gleaming colors, many finishes, patterns! Feel the thick, 


iony padding! Write for samples, prices, information today! 


SEALTUFT, the origina 


Available in your choice of nationally accepted BOLTAFLEX, OURAN or VINYLITE 


4 PROODUCT Oo F THE JASON 


with the Federal Reserve Bank, or 





LOOK! 


cush- 


power-packed SEALTUFT Promotion Kit! Business- 
building newspaper mats, dynamic 5-color combi- 
nation counter display and sample card, window 


streamers, window cards, mailing pieces, samples 


smashing SEALTUFT 


advertising campaign! 


Look for the name stamped on the back! Only genuine 





| stitchless quilted plastic has it! 


CORPORATION HOB 






Multiply your traffic, sales, profits with the new 


UEeT...to help you sell! Tie in with the 


local-level 
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Ambulances for District of Columbia— 

Shown completing the sale of four ambulances are (left to right): R. M. Brennan, Distric: 
| of Columbia, purchasing officer; Commissioner Guy Mason, accepting the keys from Mande 
J. Ourisman, vice-president of Ourisman Chevrolet, and Howard J. Crager, Ourisman’s 
truck sales manager. 


than 10 passengers, including taxi- 


cabs,” make up Group A. 
+ * * 


one of its branches, within 60 day's. 
| Penalties for violation of the regu- 
jlation range up to fines of $5,000 
and a year in jail. 

In setting up the regulation, the 
FRB divided the various items 
|affected into groups. Automobiles, 
| meaning “passenger cars designed 
for the purpose of transporting less 


| Freight Stalemate 

HEN President Truman vetoed 

the bill legalizing freight ab- 
sorption and delivered prices, he 
said that much of the confusion 
created by court decisions in the 
field of industrial pricing would be 
cleared up by the Federal Trade 
Commission. 
| It was to get this clarification 
that Sen. Johnson, chairman of the 
| Senate “watchdog” committee, sent 
to members of the FTC a ques- 
tionnaire containing 15 inquiries 
bearing on the subject of delivered 
prices, freight absorption, price dis- 
crimination, etc., and then called 
|Commissioners Mead and Carson 
|for oral testimony. 

For two days, Johnson tried 
| without success to get from Mead 
a simple statement saying, in 
effect: the producer can legally 
absorb freight and quote deliv- 
| ered prices provided it is done 
without conspiracy with other 
producers. 

Mead based this refusal to sub- 
\secribe to such assurance on the 
|ground that a _ producer. could 
absorb freight to meet competition 
|and could be guilty of violating the 
Robinson-Patman act which bans 
price discrimination. 

Sen. Johnson couldn’t even get 
from Mead the definition of the 
word “price” which the commission 
uses. And Carson was. equally 
vague. Both contended that there 
are so many factors that enter into 
the definition of prices that facts 
are the controlling yardstick in 
each case. 

His patience at last exhausted, 
Sen. Johnson exclaimed: 

“I think when the commission 
and the law and the courts and 
|everyone else reach an accord on 
|what these terms are and what 
they mean, business and industry 
are going to benefit; until that is 
done, everyone is up in the clouds.” 


Thorp Milestone 
Wisconsin Finance Firm 


Enters 26th Year 

THORP, Wis.—Thorp Finance 
Corp. has observed its 25th anni- 
versary. 

Employes of the firm gave a sur- 
|prise banquet to honor Francis J 
Conway, president and_ general 
manager, and Clara Gruszynski 
and Ed Verritt, vice-presidents, all 
of whom were original incorpora 
jtors of the company. 

About 250 persons from this and 
the 35 other communities in which 
Thorp Finance has branches gath 
ered for the affair. 

Conway was given a desk with 
an engraved silver plaque on it 
and Miss Gruszynski and Verritt 
were each presented with two pieces 
|of matching luggage. Service pins 
were also handed out. 











New Orleans Tire Dealer 


Helps Block Hoarders 
NEW ORLEANS.—The Auto 
Painting and Repairing Co., Inc., 
is making life more difficult for 
tire hoarders here. A company 
ad, addressed to automobile 
owners, which recently ran in 
all local newspapers said: 
“Our Goodyear passenger car 
tire stock is adequate and we 
are receiving our regular allo- 
cation. Tires will be sold only 
to those who will allow us to 
install them on their cars. The 
usual allowance for old tires 
will be given if left with us.” 
— 


consumer 


¥ 





THE STITCHLESS 
QUILTED PLASTIC 






©1950 T.M. Reg. Pat. Pend. 
OKEN, N. J. | 
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Independent Servicemen: Count on Quality Parts for Quantity Sales 


It’s money down the drain to have 
even one dissatisfied customer. It 
pays to get fine parts — genuine 
Chevrolet parts. The use of Chev- 
rolet parts, precision-engineered 
for uniform quality and lasting effi- 
ciency, will help promote you as a 


top-flight service establishment. 





FOR YOUR BEST DEAL..- 


DEAL WITH YOUR CH 





Let Your Local 


CHEVROLET DEALER 


Serve You! 





Your local Chevrolet dealer stands 
ready, willing and able to help you 
solve your parts and service prob- 
lems. He can help you give your cus- 
tomers faster, more efficient service 
when you draw on his large and 


balanced stock of parts. 


VROLET DEALER 


YOUR PARTNER IN SERVICE 
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Houston Sales Strong 


By R. Fenoglio 
Staff Correspondent 

New-car sales in Harris county 
(Houston) slowed down somewhat 
in August but were still strong as 
the month’s total of 3,811 new-car 
registrations represented the sec- 
ond highest figure in the postwar 
period. 

The August total trailed the 
record month of July when 4,277 
new cars were titled. Combined 
new truck and commercial-ve- 
hicle sales in August amounted 
to 780 units, against 895 in July 
(also a postwar record). 

Earl McMillian (Ford) was tops 
in new-car sales during August 
with 213 units. Second place was 
held by Raymond Pearson (Ford) 
with 193, while third spot went to 
Dow Motor Co. (Chevrolet) with 
175, 

New-truck sales honors also went 
to McMillian, with 67, followed by 
Knapp Chevrolet Co. with 66 and 
Pearson with 61. 

New-car sales by makes in Au- 








| Buick, 292; 


Anglia-Prefect, 8; 
Cadillac, 47; Chev- 
rolet, 920; Chrysler, 82; DeSoto, 
96; Dodge, 209; Ford, 799; Hud- 
son, 60; Kaiser, 68; Lincoln, 29; 
Mercury, 113; MG, 1; Nash, 24; 
Oldsmobile, 160; Packard, 18; 
Plymouth, 487; Pontiac, 272; Stu- 
debaker, 112, and Willys, 14. 
Combined new-truck and com- 
mercial-vehicle sales by makes 
were: Autocar, 1; Chevrolet, 157; 
Diamond T, 3; Divco, 5; Dodge, 
37; Ford, 250; GMC, 89; Interna- 
tional, 97; Mack, 8; Studebaker, 12; 


gust were: 


White, 13, and Willys, 8. 
o +. * 
Detroit 
The market for new cars was 
stronger than ever in Wayne 
county (Detroit) during August. 


Sales during the month totaled 
21,071 units, a new record surpass- 
ing the previous peak of 19,913 
established in June of this year. 
Sales in July were 19,192. 

While new-car sales were reach- 





NU 





ir HE THe Biggt! 


ing new heights, the market for 
new and used trucks and used cars 
did not keep pace. Sales totals for 
all three were below July levels. 


New-truck sales in August 
amounted to 1,652 units, compared 
with 1,815 in July (the record 
month). Used-truck sales in Au- 
gust were 778, against 820 in July. 
Jsed-car sales by new-car dealers 
totaled 15,153 in August, com- 
pared with 15,814 in the preced- 
ing month. 


were: Austin, 2; Buick, 1,477; 
Cadillac, 571; Chevrolet, 4,730; 
Chrysler, 510; Crosley, 5; DeSoto, 
374; Dodge, 1,244; Ford, 4,618; 
Frazer, 17; Hudson, 442; Kaiser, 
772; Lincoln, 98; Mercury, 1,003; 
Nash, 209; Oldsmobile, 919; Pack- 
ard, 31; Plymouth, 2,133; Pontiac, 


1,421; Studebaker, 460; Willys, 25, 
and miscellaneous, 10. 

New-truck sales for the month 
were: Autocar, 6; Chevrolet, 600; 
Diveo, 17; Dodge, 165; Ford, 666; 
GMC, 64; International, 87; Mack, 
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8% coverage at a single cost 


THE BIGGEST COVERAGE OF RICHER BALTIMORE 


Baltimore has the money. In 1949 the city showed the largest 
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Chrysler Cites Dealer Haring— 


At an organization picnic of O. E. Haring, 
New-car sales by make in August | ;, sjideii, La., 


ship, modern equipment and fair prices. 
Orleans area. 


11; Studebaker, 16; White, 11; Wil- 
lys, 8, and miscellaneous, 1.—(Bob 
Gordon.) 


* 


Rochester, N. Y. 


The new-car sales index compiled 
by the committee on business 





increase in net, effective family buying income among the 


nation’s 32 largest cities. And Baltimore is buying. Retail 


sales reached an all-time high in ‘49. To reach this richer 


families * 





at less cost, and at a single cost. 


paid, 227,091). 


Baltimore News-Post 


First in Circulation . . . First in Coverage in the 6th Largest City 


Baltimore use the News-Post, the paper with Baltimore's 


greatest coverage (58%) reaching 198,299 City Zone 


(Total net 





A HEARST NEWSPAPER—Represented Nationally by Hearst Advertising Service 


Philadelphia * Baltimore * Boston © Chicago * Detroit 


Los Angeles * New York © Pittsburgh * San Francisco * Seattle * Fort Lauderdale, Fla. 


It was the first award of 





*ABC City Zone based upon Bureau of Census 1947 surveys for Metropolitan Districts. Among the ten 
lorgest markets in the U. S., Baltimore's rate of growth is exceeded by only two West Coast Cities. 


(Chrysier-Plymouth), 


New Orleans, held 
©. E. Haring, left, was presented with the Chrysler medal of merit service 
award by Don McKay, regional manager of Chrysler Sales Corp. The award is for distin- 
guished service, adequate facilities, factory approved methods and parts, expert workman- 


Inc. 


its kind in the New 


trends of the Rochester, N. Y., 
chamber of commerce reached a 
new peak during July, exceeding 
the previous high established in 
April, 1941. 

The committee said new-car sales 
would probably have been even 
higher during July if more new 
cars had been available.—(George 
E. Toles.) 


Richmond, Va. 


Retail sales in Richmond in July 
jumped 19 percent in dollar vol- 
ume above sales for July, 1949, 
boosting sales for the first seven 
months of the year to a level 4 
percent higher than the comparable 
period of last year, according to 
the monthly retail trade report of 
the Census Bureau for the South 
Atlantic region. 

The largest gain registered was 
for local vehicle dealers, whose 
sales were listed at a level 59 per- 
cent above those for July, 1949.- 
(T. D. Eaton.) 

+ 


* * 


Pittsburgh 


Business activity in the Pitts- 
burgh district increased somewhat 
during the week ended Sept. 2, the 
University of Pittsburgh reports 
New-car registrations during the 
week “were down a little,” the re- 
port added. 

The university’s business index 
rose to 196.8 during the week ended 
Sept. 2, compared with 194.8 in the 
previous week and 156.1 in the same 
week of 1908. 


Chie 


New-car sales soared to a post- 
war peak of 2,357 units in Cleveland 
for the week ended Sept. 1, follow- 
ing seven successive weeks of de- 
cline. Dealers had a variety of 
reasons for the sudden upturn. 

A few attributed it to pressure 
from customers who wanted new 
models for the Labor day weekend. 
Others reported that customers 
feared the factories might raise 
prices in view of recent wage hikes 
at GM, Chrysler and Ford. 

The used-car market joined the 
upswing. Sales totaled 2,904. In 
the last 10 days prices on used 
models have dropped in Cleveland 
as much as $100 and this was 
considered a possible factor in 
the sales expansion. 

New-truck sales were strong with 
228 units sold, the second highest 
week in 4% years. Used trucks 
were off slightly from the previous 
week at 130 units.—(Sanford Mar- 
key.) 


San Antonio 


New motor-vehicle sales in Bexar 
county (San Antonio) continued at 
a very high level in August when 
1,457 new cars and 249 new trucks 
and commercial vehicles were titled 

The combined total of 1,706 

new-vehicle sales established a 

postwar monthly record, exceed- 
ing the 1,668 sold in June of this 
year. ’ 

The new-car total of 1,457 was 
second only to the June, 1950, figure 
of 1,480, while the 249 new trucks 
and commercial vehicles sold in 
August set a postwar record, sur- 
passing the 203 sold in April, 1950. 

Jordan Motor Co. (Ford) led the 
new-car sales race in August with 
119 units. Ormsby Chevrolet Co. 
and Smith Chevrolet Co. tied for 
second with 113 new-car sales, fol- 
lowed by San Antonio Buick Co 
with 105. 

Milam Chevrolet Co. paced the 
(Continued on Page 44, Col. 1) 
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Rubber Reserve 
Looms Bigger 
Than in 1940 


AKRON. — The government will 
not have anywhere near the trou- 
ble today in building a rubber 
stockpile that it had 10 years ago, 
according to Harold Gray, B. F. 
Goodrich technical superintendent, 
tire division. 

One of the reasons, he said, is 
that, pound for pound, rubber goes 
farther today than it did in 1940. 
It’s a good thing too, Gray said, 
because annual rubber consump- 
tion in the U. S. now exceeds a 
million tons as compared with 650,- 
000 tons 10 years ago, 

Rubber products still take as 
much rubber as they used to, he 
pointed out, but research and de- 
velopment in the past decade has 
lengthened the service life of both 
crude and man-made rubber prod-| ber, combined with improved car- 
ucts. Practically all rubber prod-|bon blacks are giving drivers 15-25 
ucts have a potentially longer life|percent more tread mileage than 
now than they did 10 years ago,|in 1940, he disclosed. New manufac- 











Dealer Promotion— 

Marker Motors (Ford), New Haven, Conn., had Janice Carter, movie star, and actresses 
from "The Petty Girl'' present for its introduction of the Crestliner. The girls from the 
movie are Shirley Bollard, Barbara Freking, Dorothy Abbott and Mona Knox. 





ture and compounding of man- 
made rubber have resulted in spe- 
cial rubber mixtures “tailored” for 
particular jobs. These _ specially 
tailored rubber mixtures are found 





FOB FACTORY 


Shortages Get Worse 





On 3 Key Materials 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


INCH on vital materials 
seems to be tightening up 


for automobile manufacture 
another notch, although there 


are questions over whether it may not spring principally 
from frenzied efforts by purchasing departments to buy 


The pressure on steel has 
never been more intense, and 
‘steel mills have stopped try- 


ing to worry about the matter. 
|They have been allocating as best 
they could, meanwhile offending 
would-be new customers, and now 
with military requirements coming 
to the fore, there will be further 
cuts in allotments to automotive 
users, These are not expected to 





This year’s passenger tires, made|for part of this increase. |in tire tread, sidewall, carcass, bead 
with new, improved man-made rub-| Improvements in the manufac-|insulation and finishing strip. 


he said. {tor processes also are credited 











DIRECTIONAL 
SIGNALS 


now antiquated 


THE WING LEVER 
DOES IT! * 


eT Trem iaelia] 


~~ 
en, 


SIGFLARE 


SIGNALS THE TURNS 


and 


F-L-A-R-E-S ALL 4 LIGHTS 


for 


DISABILITY 
PARKING 






IT’S UNIQU 











SIGFLARE: Pat. Pending 


model cars. 
sockets. (F 










Sells Itself 
Right Off The 
Demonstrator 

Amaze your customers by actual 
demonstration. It flashes and 
flares when Pilot and Wing 
Levers are operated. 


Built-in Pilot 


ane turn signals 


tion of turn. 


Cm te 


a aes *: 
iT) EMERGENCY but iny 


M3 a bi Uae 






Demonstrator Kit con- | 
sists of Sigflare Switch, 
end four Signal-Stat Jewels (two 
red, two white). Complete package 
contains all necessary wiring for 
connections te a 6-volt battery 


See your Jobber or write directly. 523-539 Kent Avenue, Brooklyn 


\ 





NOTHING ELSE TO BUY 
(except wire and two No. 1129 bulbs) 
FOR 60% OF CARS 


IT’S EXCLUSIVE — Has exclusive 
Wing Lever to Flare Signals for 
Disability Parking 


on the market like Sigflare. 


IT’S ECONOMICAL—Uses exist- 
ing lamps on 80% of current 


be serious, and will be offset par- 
tially by new production capacity 





ECT: 


is priced 
fantastically low 






sk aT 









E — There’s nothing 





No replacement of 
or older models, 


special Socket Converters and 
Signal-Stat Jewels available). 


IT’S DEPENDABLE — Positive 


at extreme tip of 


Lever readily visible, flashes with 


and indicates direc- 


It’s easy 
to instali! 


& 
ignal-Stat 
gj CORPORATION 


SIGNAL-STAT BUILDING 


11, N.Y. 






everything in sight whether needed or not. 





@ eal aepeeianeseeinisieie 
coming in over the months ahead. 
Nickel for plating continues most 
serious. General 
Motors has quer- 
ied suppliers for 
exact information 
on the weight of 
nickel required 
for both alloying 
and plating in all 
the parts the GM 
divisions buy. 
The figures may 
possibly be used 
as the basis for 
| some revisions in 
| specifications to accommodate the 
|short supply of nickel. 

| Restrictions in the supply of rub- 
ber also are being given serious 
|consideration, in view of the gov- 
ernment’s decision to build up 
stockpiles to cover an emergency. 
It may well be that 1951 models 
will be shipped minus a spare tire. 
That would mean a 20 percent sav- 
ing in original equipment require- 
ments. 








* * +. 


Crippers 

” RON HANDS” are being in- 
| stalled on lead presses of each 
\line at Chrysler's new Nine Mile 
| road pressed steel plant. These de- 
|vices are geared to the press ac- 
|tion in such a way that as a stamp- 
ing is formed, steel fingers reach 
|into the press and remove it from 
ithe dies. 

Practically all of the auto in- 
|dustry’s stamping plants now make 
use of iron hands which speed up 
production and eliminate some of 
the manual hazards involved in 


press work. 
* + nd 


Just as Efficient 


ROACHING of internal gears 

for automatic transmissions has 
been adopted by several manufac- 
turers to supplant the more expen- 
sive gear shaving technique. Close 
limits of accuracy on these parts 
made it appear doubtful if broach- 
ing could do the job, but experi- 
ence has shown the method en- 
tirely satisfactory and production 
of appreciable cost savings. 


Steel Mills Seek 
To Check Rises 


In Scrap Prices 


PITTSBURGH.—Efforts to check 
further rises in the price of scrap 
steel are being made by leading 
mills. 

The mills hope to force stabiliza- 
tion of scrap prices at about $44 
a ton for the top grade at Pitts- 
| burgh. That level was reached last 
week, but before that quotations 
|had ranged to $45 and $46 a ton, 
with no takers for two weeks. 

Buyers were worried about the 
possibility of a runaway market, 
having seen prices soar to $48 a ton 
in June when the war in Korea 
started. 

The suggested $44-per-ton price is 
considered fair by large scrap metal 
dealers. Several leading scrap 
brokers have accepted the figure 
desired by the mills. 

Scrap metal is still in good sup- 
ply, it is agreed. No real pinch is 
anticipated until March or April. 
1951—just before the start of the 
new shipping season for iron ore 
on the Great Lakes—if any pinch 
at all develops. 


Canada Road anne 


OTTAWA, — Work has already 
been started on 46 projects in- 
| volved in a $11,000,000 Alberta high- 
|way program, largest in the Ca- 
|nadian province’s history. Work 
| planned on the Trans-Canada high- 
| way east of Calgary is not included 
|in the $11,000,000 outlay. 
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NATION-WIDE SCOPE OF 
COMMERCIAL CREDIT SERVICE 
HELPS DEALERS SELL CARS: 


Benefits Explained to Prospective Buyers 
Prove Effective in Closing Deals 


C.C.C. Representatives 
Available for Your Sales 
Conferences and Training 


Quite naturally, Commercial 
Credit representatives, through 
long training and experience 
in the field, are keenly aware of 
all the Commercial Credit Plan 
features that influence prospec- 
tive car buyers, and know the 
most effective ways of pre- 
senting them so as to lead to a 
closing. It is equally natural 
that your salesmen may some- 
times be forgetful of, or un- 
familiar with one or more 
important features that could 
help them in particular cases. 
It is important that they 
should know when and how 
to bring in the suggestion of 
time payment financing. An oc- 
casional brief refresher course, 
with question and answer 
period, might add to the sales 
efficiency of your staff. You 
need only phone or write your 
nearest Commercial Credit 
office to arrange for a demon- 
stration. No obligation. 


One of the more than 300 CCC offices. Tampa, Fla. 


| Merchandise Help, 
| Signs, Booklets, 
| Charts, on Request 


For the benefit of automobile 
dealers who use Commercial 
Credit financing, we have pre- 
pared many effective point- 
of-sale aids in the form of 
folders, charts, signs, personal- 
ized book match advertising 
and informative give - away 
leaflets. Their closing rooms 
are well stocked with them so 
that they can quickly and 
easily answer any question 
brought up by any prospect. 
Frequently a sale may hinge 
on the proper answer to just 
one such question. 

If you are not now using 
Commercial Credit financing, 
but would like to have more 
information about our plans, 
their special features and our 
merchandising helps, the Com- 
mercial Credit office in your 
vicinity will be glad to supply 
you with any desired informa- 
tion or material at your request. 


Phone or write. 
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g a large extent, our best interests are closely tied up with 
your success, and of course your sales success hinges largely upon the efficiency of 
your sales force. Since it is a generally accepted fact that most sales will be time 
payment sales, we want you to understand fully all the features of Commercial 
Credit financing that will help you and your salesmen get that signature on the 
dotted line. Just cast your eye over the brief paragraphs on this page and see if 
you don’t find a few sound reasons why Commercial Credit Plan financing will give 


you the finest service. . 


Florida Office Gives Emergency Aid 
to a New York State Motorist 


In talking to a potential buyer about the good reasons for 
financing on the Commercial Credit Plan, if your salesmen make 
mere routine mention of the fact that there are more than 300 
Commercial Credit offices throughout the country, they can’t 
expect the prospect to get excited. He lives in New England, let’s 
say. Why should he care that Commercial Credit has an office 
in Roanoke, Va., or Tampa, Fla., or in Oshkosh, Wichita Falls 
or Los Angeles? A salesman should not be abstract. Get down to 
cases and show the prospect a definite instance of the importance 
of this great network of offices. 


Here’s a story behind the scenes that fully brings out the ‘“‘nation- 
wide coverage”’ value of Commercial Credit service to automo- 
bile owners, especially when traveling the country. 


A New York State resident driving a car financed on the Com- 
mercial Credit Plan, was driving with his family in Florida last 
spring. He had an accident which badly damaged his car. He 
reported the case to one of our Florida offices, which immediately 
got in touch with his home office, and with the Calvert Insurance 
Company through which his car had been insured. Within two 
days, Mr. New York had a new car and went joyfully on his way. 
This is not a rare case. There are many like it. When your sales- 
men know how to explain ‘“‘nation-wide’”’ service to Mr. Prospect, 
the value of it smacks home hard. 


Turn to Commercial Credit Financing for more 
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ITO EVEN 


CREDIT jPLAN 
* * 





MORE THAN 300 OFFICES 





A Subsidiary of 


Commercial Credit Company Baltimore = Capital and Surplus Over $100,000,000 
IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 


. when you deal with time payment buyers. 


Dealer Reports Widow's 
Gratitude for Insurance 
Benefits of C.C.C. Plan 


This is only one of thousands of 
cases where the various insur- 
ance benefits provided under 
the Commercial Credit Plan 
of car financing have won 
heartfelt thanks for the dealer 
and a priceless measure of good 
will for him in his community. 
A Wisconsin man who had 
purchased a new car on the 
Commercial Credit Plan was 
killed shortly afterwards in an 
auto accident. His Creditor 
Group Life policy paid off the 
balance of $1083.60 owing on 
the car. His personal accident 
coverage in the same contract, 
gave his widow $1000 in cash. 
And the car insurance coverage, 
also included, paid the $406.60 
required to repair the car. The 
dealer wrote us, at the widow’s 
request, expressing her grati- 
tude and his own appreciation 
of the extra customer benefits 
provided in Commercial Credit 
financing. This kind of story 
helps silence critics of install- 
ment buying. 


and more profitable time payment sales 


CoMMERCIAL Crepit CorPoRATION 








By George Deery 
Associate Editor 
An expanded effort to promote 
the use of tie-in advertising by all 


segments of the petroleum industry | 


during this year’s Oil Progress 
Week, Oct. 15-21, is under way with 
the Oil Industry Information Com- 
mittee mailing proofs of an eight- 
page ad package to its 3,500 com- 
munity committees and to many 
weekly newspapers throughout the 
country. 

Later in the month, mats and 
proofs of the illustrated tie-in ad- 
vertisements will be shipped, with- 
out charge, to all daily newspapers 
throughout the nation. 

The 1950 tie-in advertising pack- 
age contains two features of spe- 
cial interest. The first is a full-page 
layout entitled “Shake Hands with 
Progress” and intended for joint 
sponsorship by a group of gasoline 
dealers in a particular town. The 
second is a similar sized layout 
bearing the caption “Winter Fore- 


cast: Perfect Comfort” for multi-'!Warner-Patterson to describe the| for 29 years has publicized itself 


When 4 


simple has been 


England store. Start with an invitation 


This principle works 
England. All over the 


a‘ Teeting lactories and Dealers .. . 
Auto Advertising | 


AUTOMOTIVE NEWS, SEPTEMBER 18, 1950_ 





ple-signature sponsorship by fuel 


oil distributors. 
* * * 


|Theme: Clean Radiators 

A campaign for selling radiator 
cleaning service is being launched 
by Warner-Patterson Co., Chicago. 
The campaign will be spearheaded 
by an extensive schedule in the 
Saturday Evening Post starting 
this month, and numerous promo- 
tional materials are provided to 
make the program effective at the 
point of sale, the company states. 

The entire program, according 
to Warner-Patterson officials, is 
designed to give the service sta- 
tion operator more usable tools 
for selling profitable radiator 
cleaning service than he ever has 
had before. 

Two new selling devices are em- | 
ployed: the Finger Test, a method | 
of demonstrating to a motorist that 





his radiator needs cleaning, and} 
“Scrum,” a new word coined by | 











more come in... and buy! That 
applied to this up-to-date New 
end with a sale. 
as well in New Mexico as New 
country, you see store owners 


doing away with old-style fronts and stepping ahead of 


competition. 


Have you been putting off a change to a modern Visual 
Front because you wonder about cost? Why do that when 
a Libbey‘Owens*Ford Glass Distributor will give you an 


estimate and then you can decide for yourself? Being a 


local businessman, he can put you in touch with architects 


and contractors who do 








store modernization. He can help 


ee 
—. 


, 


Newspaper Hosts Admen— 


accumulation of scale, rust and oil | 
muck which fouls the automobile | 
radiator and cooling system. | 
. * * | 
Rechristened 
The St. Louis Globe-Democrat 





Ad executives of the San Diego Union and Evening Tribune played host last week to top 
ad agency executives from Los Angeles. More than 35 agencies were represented in the 
group. The newspapers chartered a luxury liner to fly the group to San Diego for the 
purpose of seeing the Centennial Exposition of California Journalism in Balboa Park. 


and the area it serves as “The 
49th State.” Now it has an- 
nounced that hereafter the area 
will be known as “St. Louillmo.” 

Since Hawaii and Alaska are 
running a neck-and-neck race for 


| admission to the Union as the 





you get the most for money spent on a new glass front. 


As for storefront materials, he has the best and most 


complete line you can find 


L:O-F Polished Plate Glass, 


Golden Plate to reduce fading of displays, Thermopane* 


insulating glass to reduce collection of steam and frost 


Tuf-flex* doors to open up entrances, Vitrolite® elass 


paneling to beautify exterior surfaces. 


Send the coupon for our new 
Visual Fronts book and the names 
of your nearest L*O-F distributors, 


who can give 


helpful service. 


Name 
Address 


satin nienaats 


you this complete, 


Libbey*Owens*Ford Glass Co. = seh 
7095 Nicholas Building, Toledo, Ohio 


Send me your book on Visual Fronts and the names 
of the nearest L*O*F distributors 





ve 
Sta "our, 


“S 


State 


49th state, E. Lansing Ray, pub- 
lisher of the Globe-Democrat, hax 
written the governors of both 
territories a letter in which he 
pointed out that one of them 
would soon become the “49th 
State” and fall heir to the title. 


New Idea 

Establishment of a new division 
of Gerlach-Barklow Co. of Joliet, 
Ill., to deal on a specialized basis 
with the advertising needs of auto- 
motive retailers, service stations, 
filling stations and _ garages 
through the scientific use of calen- 
dars, has been announced by Irv- 
ing L. Greene, newly-appointed gen- 
eral sales manager of the company, 
advertising specialty manufacturer. 

President John C. MacKeever 
said Greene has been assistant 
general sales manager and director 
of advertising and sales promotion 
of Todd Co. of Rochester, N. Y., 
manufacturer of checks and check 


writers. 
* * +. 


Names Aitkin-Kynett 

Pennsylvania Refining Co., Cleve- 
land, announces the appointment 
of Aitkin-Kynett Co., Philadelphia, 
to handle the advertising of the 
company’s Gumout carburetor 
cleaner. The appointment is effec- 
|tive Oct. 1. 


+ * . 


Highly Rated 

The Nash Theatre Hour, De- 
troit television program (WXYZ- 
TV, 9:30 p.m. Fridays), is the 
third highest ranking TV pro- 
| gram—network or local—in the 
Detroit area, according to a sur- 
| vey conducted by Video-Dex rat- 
ing service. The program, which 
features hour-long Hollywood mo- 
tion pictures, is outranked onlu 
by the Saturday afternoon tele- 
cast of Detroit Tiger baseball 
games and by Arthur Godfrey 
and His Friends, a network show, 
the firm states. 
According to the report, the 
| Nash Theatre Hour has a 35 
| rating, with the baseball game’s 
| rating 36.7 and Arthur Godfrey 
36.5. The program is sponsored 
by Nash dealers of metropolitan 
Detroit. 





|The Story of C-E 
Campbell-Ewald sends along a 
reprint of the article about it in a 
recent issue of Advertising Agency 
in which C-E is en 
thoroughly dis- 
cussed along with 
}a dozen _ illustra- 
}tions. The front 
| cover of the issue 
|earried a portrait 
of President Hen- 
|ry T. Ewald. In- 
side, an interest- 
ing shot taken in 
1911, the year the 
|agency was form- 
led, shows Ewald, 
H. M. Carroll, now ad manager of 
|Hyatt Roller Bearing. and Alfred 
|P. Sloan jr., chairman of General 
Motors and then Hyatt's general 
|sales manager. 


* * * 





H. T. Ewald 


Life Study 
Life likes to point out that it 
is popular with college people and 
that, according to a survey, 77.4 
| percent of 13 issues reach persons 
with first year college or beyond. 
A study of its accumulative 
| audience further shows that it 
reaches 60 percent of persons 
with a one-to-three year high 
| school education, and 26.2 per- 
| cent of readers with up to a 
| fourth grade education, it states. 


* . * 


Rolls-Royce Campaign 

| Rolls-Royce, Ltd., Montreal, has 
started an advertising campaign in 
Canadian national publications for 
Rolls-Royce and Bentley cars on 
service department set up at Dorval 
| near Montreal. F. H. Hayhurst Co., 
Toronto, has been appointed advertis- 
ing agency. 

* * * 


Healy Switches to New York 
O’Mara & Ormsbee has trans- 
ferred Charles L. Healy from its 
Detroit office to the Chicago of- 
fice. He joined O’Mara & Orms- 
bee in 1945, after serving in the 
U. S. Marine Corps — working 
with Preston C. Roberts, man- 
ager of the Detroit office—cover 
ing the Michigan and Ohio ter- 
| ritories, His early experience was 
with the Stack-Gable agency in 


(Continued $2, Cal. 1) 
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And then there's the gent of conservative bent 
Who favors a car that is plain. 

No frills will be had by this practical lad— 
All gadgets he views with disdain. 


Some motorists want their autos to flaunt 
All sorts of accessories known. 

Their greatest delights are in fancied-up lights 
And horns with a musical tone. 











F/ 
Though Tom, Dick and Harry have tastes that may vary For whenever it rains you can lower the panes 30 if you desire to boost profits higher, 
The motorist does not live And enjoy a flow of fresh air. Just offer Ventshades to your trade. 
Who doesn’t admire, require, desire And there's also delight when the weather is bright And you'll find that they sell like ice cubes in... well, 
The comforts that Ventshades can give. In the way they protect one from glare. There's plenty of dough to be made! 










Ventshades keep rain and sun out—let fresh air in. And 
because they provide open-window ventilation in stormy 
weather, they practically eliminate the dangers of fogged 
glass and accumulated exhaust fumes. Ventshades are 
made of highly polished stainless steel and engineered to 
blend with the individual car's lines. They're quickly and 
easily installed, and net the dealer a splendid profit. 


LIST PRICES: 


, 4 : Af7-T- 1d rs Bid Soh, sil : / 
2-piece set $6.50 } fe f I oY 
4-piece set $12.50 5 a ; b 

Ko - - - / 






Manufactured Under Exclusive License: 


Pritchard Potent 102974 J z= 


AUTO VENTSHADE COMPANY 
P. O. BOX 1402 + ATLANTA 1, GA. 





p> Available for current and previous models. Order from your usual source. If your 
regular supplier cannot serve you, order direct for prompt shipment. 


VENTSHADES SELL WHEN SEEN—DISPLAY THEM ON YOUR SHOW-ROOM CARS AND DEMONSTRATORS 














Epiror’s Note: Here is another 
in a series of articles written es- 
pecially for Automotive News by 
Ned Jordan, famed in the auto 
industry for the car he built 
(1916-1931) and the words he 
wrote about it. 


F YOU know anything about the 
I mental and physical labor pains 
incident to the conception and pro- 
duction of a new model automobile 
and the thousands of hours that 
engineers have thought might have 
been wasted, you'll understand bet- 
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ter how the fine automobiles of 
today have been evolved. 

This is the inside story of the 
Chesterfield Six, a car of which 
many, even some in the industry, 
may never have heard. It was the 
finest car that the Jeffery Co. ever 
built—a car headed for certain suc- 
cess just before two things hap- 
pened ... the first World War and 
the sale of the Jeffery Co. to Nash. 


I hasten to add that I had 
practically nothing to do with its 
design or building . .. so do not 
be wary of my appreciation of 
its virtues. I did give it the name, 
Chesterfield. BUT... I'll tell the 
story fast, telegraphing just the 
high spots. 

In 1913, Louis Bill, a good execu- 
tive and manager of the San Fran- 
cisco branch, became general man- 
ager of the Jeffery Co. On his first 
trip to Cleveland to visit Phil Dorn 
of the American Ball Bearing Co., 
then building axles for the big 
Rambler, Phil told him about a 
comparatively small car (that was 
the era of 40-inch wheels. . . 6,000- 
pound babies) which had been de- 
signed by Joseph Schaeffers. 


He was an engineer with a back- 
ground beginning with the Aachen 
and Darmstadt institutes of tech- 
nology in Germany and progressing 


Chevrolet 


Dealers in New York pick 
The New York Times 


as the “best” 
advertising medium 


DEALERS OF OTHER CARS 


ALSO PICK 
THE NEW YORK 
AS “BEST” 


through Krupp Steel, at Essen- 
Ruhr, Stower at Stettin; assistant 
toe Thomas J. Fay, who built the 
Simplex in America and the famous 
first Dixie racing boat which won 
27 out of 30 races with a new type 
of propeller, designed by Schaeffers. 


* * * 


Behind on Alloys 


ARDLY anyone in America then | 
knew much about alloy steels. | 


Joe Schaeffers had the New York 
agent for Krupp order some nickel- 
chrome steel for forgings and some 
silico-manganese steel for springs. 
That was a great break for a man 
in Cleveland who had a small shop 
and wanted to make springs that 
would not break. 

His name was Christian Girl and 
he soon had White, Peerless, 
Stearns and Winton using his prod- 
uct and the success of the Perfec- 
tion Spring Co. was under way. 

Christian Girl lured Joe Schaef- 
fers to Cleveland. H. B. Ander- 
son, chief engineer for Winton, 

introduced him to Claude H. Fos- 

ter, who had made a lot of money 
on Gabriel horns and Gabriel 
snubbers, and wanted to build a 
small car (they all do). 
Remember ... the horn was 
a musician’s conception of “Please 
get out of my way,” with romantic 
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g o 
“Why—you robber!” “y 


implications of “Here I am, dear,” | | 


or better still, “Ain’t yuh comin’ 


out tuhnight?” 


. 
Neat Job 
ne pr rengeecdiggeer te designed and built 
the car, which was a neat, light 
job and a good performer, but by 
the time Louis Bill arrived in 
Cleveland, Claude Foster wanted to 


* * 


Yes, with Chevrolet dealers, too, “first choice” for new car 
advertising in the world’s biggest automotive market is The New 


York Times. 


That’s what a new and impartial survey shows...a survey 
made recently among New York new car dealers by John Felix 
Associates, Inc. 


Dealers were asked: “Which three New York newspapers 


TIMES 


ADVERTISING MEDIUM 


More than 700 new car 
dealers in New York City 


and its suburbs participated 
in this survey. By more than 


medium. 


2-to-| they pick The New 


York Times over any other 


newspaper as th 


e “best” 


medium for new car adver- 


tising in this mark 








et. 


do you consider the best for new car advertising?” 


When the replies were in, The Times had more “first choice” 
votes from Chevrolet dealers than any other newspaper. 


The reason? Plain, clear-minded sales-wise experience, of 
course. Dealers know from experience that selling is easier... 
quicker... more profitable when it’s backed with advertising in 
The New York Times, New York’s leading automotive advertising 


And when your selling here is backed with extra advertising 
in The New York Times... extra sales and extra profits should 
follow quickly. Find out all about it from our Detroit office in the 
General Motors Building—TRinity 3-3800. 


Che New ork Cimes 


“ALL THE NEWS THAT’S FIT TO PRINT’ 
NEW YORK: 229 WEST 43rd STREET - BOSTON: 140 FEDERAL STREET + CHICAGO: 333 NORTH MICHIGAN AVENUE 


DETROIT: GENERAL MOTORS BUILDING - 


LOS ANGELES: SAWYER-FERGUSON-WALKER CO., 612 


SOUTH FLOWER STREET +» SAN FRANCISCO: SAWYER-FERGUSON-WALKER CO., RUSS BUILDING 














sell the design. He gave Bill a 
demonstration and Bill suggested 
they ship the car to Kenosha and 
let the Jeffery engineers put it 
through tests. 

“It will cost you $100,000 to 
take that car out of the county,” 
said Claude. 

Bill went back to Kenosha and 
Schaeffers became American repre- 
sentative for Precision ball bear- 
ings. But, before long he was in 
Kenosha as consulting engineer, 
designing the Chesterfield Six. Con- 
sulting engineers were then a rare 
species in the shops where the old- 
timers worked, sort of like the 
efficiency men who later taught the 
veteran mechanics how to handle a 
“left-handed monkey wrench.” 

The car he produced was a 
“honey” for its time (1913-1914). It 
had just about everything, “from 
stem to gudgeon.” Power... con- 
tours of the swank cars of today 
. not a single defect that anyone 
in those days would crab about... 
but (engineers will smile at this), 
no one at the factory got very 


excited about it. 
* 


* * 


Jeffery Four 
T= engineers were also working 
on a little Jeffery Four. The 
Jeffery Quad was entertaining the 
visitors with its spectacular stunts. 
Jordan, the alleged sales manager, 
was quietly dreaming of Playboys 
and Blueboys, while the shop was 
crowded with “experts” from all 
the nations which were at war. It 
was perhaps just about time Mr. 
Nash should arrive. 

In justice to Joe Schaeffers and 
all other engineers who have been 
thwarted, I'll tell you some of his 
troubles. The Chesterfield was built 
for a unit power plant, with a 
three-speed gear set and bevel drive 
rear axle. 

But the shop men persuaded 
Louis Bill to use the standard 
four-speed gearset . .. (more 
weight, more cost). Then Mr. 
Fitzgerald sold Bill on a worm 
drive rear axle, built by the Cleve- 
land Worm & Gear (more weight, 
more cost). Then Rutenber, the 
builders of the motor, began using 
a two-ring piston which cut down 
the compression, pumped oil and 
made Joe Schaeffers mad. 

However, one thing made Joe 
happy. “I certainly had that car 
well equipped with ball bearings,” 
he said afterward. 

That wasn’t the last time that 
Louie Bill and Joe Schaeffers had 
their heads together. After Joe had 
designed a couple of airplane mo- 
tors and was vacationing in Flor- 
ida, Bill and the irrepressible Frank 
Fageol decided they wanted to build 
a very plush sports car, the Fageol 
Flyer, to sell around $7,500. 

Harry Miller, the speed motor 
designer, had once been Louie Bill’s 
shop foreman when he ran the 
Rambler branch in San Francisco. 
Joe was to be the chief engineer, 
went out to Oakland, made several 
trips to Los Angeles to confer with 
Harry Miller, but from what Joe 
told me later, with great good hu- 
mor, “Every time we sat down to 
make figures and added up the sum 
of money each guy expected he 
was going to make, well... we 
always ran out of paper.” 
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| BIG histyo “Markit 


plot 


in the 
Chicago 
Tribune 


and how it can increase your consumer fran- 


FOR MAXIMUM SELLING POWER IN THE 





You sell more in metropolitan markets where 


unmatched effectiveness in the Chicago mar- 


more is sold when you give your promotion ket. They produce maximum response from chise in the Chicago market. Ask him to call. 


the extra power you need against competi- the audience which accounts for the bulk of 


tion. In the big Chicago market, your pro- the new car registrations in Chicago and 


Percentage of expenditures placed 
in each Chicago newspaper by 
automotive advertisers. 


motion packs maximum selling power when suburbs. 


you use full pages in Chicago Tribune news- 
print color. 

Newsprint color attracts faster and more 
favorable attention to your new models. Full 
pages invite effective display of your entire 
line, or striking presentation ofa single model. 

Chicago Tribune newsprint color pages 


stimulate buying action at the local level with 


In addition, newsprint color pages in the 
Chicago Tribune put added punch into your 
selling efforts in hundreds of midwest cities 
and towns in which the Chicago Tribune 
long has been an important builder of sales 
and dealer enthusiasm. 


Your Chicago Tribune representative will 





45.5% 
CHICAGO 
TRIBUNE 


lst 6 months, 1950 





gladly supply details about newsprint color 


A. W. Dreier, 1333 Tribune Tower, Chicago 11 
E. P. Struhsacker, 220 E. 42nd St., New York City 17 
W. E. Bates, Penobscot Bldg., Detroit 26 


Chicago Tribune Representatives: Fitzpatrick & Chamberlin, 155 Montgomery St., San Francisco 4 
° also, 1127 Wilshire Blvd., Los Angeles 17 


MEMBER: FIRST 3 MARKETS GROUP AND 
METROPOLITAN SUNDAY NEWSPAPERS, INC. 


e ® 
New Savings in Color Plates You can use your present magazine or direct mail color engravings for Chicago Tribune 


newsprint color. Enlargements from magazine and direct mail originals cut plate cost and production time as much as 50%, Ask to see specimens. 
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Highways & Safety... 





Dealers Urged to Back 
City Traffic Groups 


By Tom Hewitt 
Staff Writer 


. 
E tee to promote road safety and 
to ease traffic conditions, and it ‘s 
up to automobile 
dealers, truckers 
and insurance 
companies to see 
that such groups 
are formed. 

This is the 
community action 
being urged by a 
booklet published 
by the Automo- 
bile Manufactur- 
ers Assn., in cooperation with 11 
other transportation groups. 

The publication, “Get Out of 
the Traffic Muddle,” points out 
how such a plan in Evansville, 
Ind., has improved traffic situa- 
tion. Evansville’s 10-point action 


MATIONAL SAFETY 
COUNCIL'S 


Fc toatl 





y 


AUTOMOTIVE 
NEWS 





ACH city should have a commit- | 


program, which can be copied by 
other cities, follows: 
1. Get a factual measurement of 


practices to problems of conges- 
tion, delay, accidents, traffic con- 
trol and parking. 
* 
|). EXPAND schools’ traffic safety 
ih education program, including 
the training of high schoo] stu- 
dents in driving. 

4, Revise the city’s traffic ordi- 
nances, where they are not up to 
| date. 

5. Improve the adequacy and 
use of accident records, 
6. Improve traffic law 

ment. 


” * 





enforce- 


7. Refine traffic court procedure. 


traffic efficiency and safety in the} 


city, including parking  require- 
| ments. | 
2. Adapt modern’ engineering 


| eed 
Pegs 


o~ 


Collins Ford Sales in Wapakoneta, O., furnished this dual-control car to inaugurate the | radio station managers should be 


For Safety in Wapakoneta, 


| of the dealership; Irvin L. Conrad, superintendent of Blume high school, 


Laman, principal of the school. 





8. Develop a pedestrian protec-| leaders and representatives of lead- 
tion program, jing groups. 

9. Broaderi and correlate public 
information activities in the traffic 
|safety field. 


10. Develop an effective organ- 
|ization of public officials, civic 


j * * * 
| PRE booklet also advised samp- 
ling of public opinion before 





the program is launched to find 
citizens 





out what the complain 


After closing time...and still selling 


Pittsburgh open-vision store front never stops 


‘selling.” 


Even after the 


showroom is closed, an open-vision front still presents the showroom interior 

and the automobiles and accessory displays attractively to the passer-by. 
Many automobile dealers have utilized this “salesman” that works overtime to 
increase their business. They have modernized their showrooms with Pittsburgh 


Glass and Pittco Store Front Metal, and have proved that it’s the appealing, in- 
and the lion’s share of the business. 


viting showroom that gets 


Put a modern, eye-catching.store front of Pittsburgh Glass and Pittco Store 
Front Metal to work for you. Modernization is not just an expense, but rather 
an investment in the future of your business. And when you remodel, do it right 
—do a complete job inside and out. If you desire them, easy payment terms can 


be arranged. 


Your architect is familiar with Pittsburgh Products, so consult him for a well- 
planned, economical design. In the meantime, write for our free modernization 
booklet which gives examples and descriptions of many actual Pittsburgh instal- 


lations. ‘he coupon below 


the attention... 


is for your convenience. 



















Store fronts 
and Interiors 





PITTSBURGH 


by Pittsburgh 


DELIGHTFUL TO LOOK AT... 


for Modern Days.’ 





Name 






Address 





PAINTS GLASS 





economical to maintain. 
This automobile showroom in Houston, Texas, has a neat, 
inviting front that “stops” the passer-by. The extensive 
open-vision area of Polished Plate Glass is framed by 
Pittco De Luxe Metal, which provides a resilient setting 
for the glass. Pittco De Luxe Metal is a handsome, extruded 


Pittsburgh Plate Glass Company 
2171-0 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part. please send me a FREE copy of your book on modernization, ""Modern Ways 


PiLare 


metal with clean-cut contours and a lustrous finish. The 
Herculite Doors and Pittsburgh Door Frame Assemblies 
complete the open-vision front. A wiping cloth, or a brush 
and hose, is all that’s needed to keep an attractive front 
like this bright and clean. Architect: C. Herbert Cowell, 


Houston, Texas. 
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driver training course in that city. Left to right: Victor Blanke, driving instructor; Knight | 


i A i i . % ©. Hi head 
Wallace, executive secretary of the Auglaize county automobile club; Cc Collins, bead | should also be scheduled for lunch- 


about as to traffic conditions an 
what remedies they suggest. 

The questionnaire used in Evan: 
ville is available from the AM¢ 
320 New Center building, Detroi‘ 
Another form, used to take inver 
tory of the traffic situation, ma 
be obtained from the Nationa 
Safety Council, 425 N. Michiga 
Ave., Chicago. 

Advising that once the flame 
of interest has been kindled, the 
booklet says the working com- 
mittee should then be broadened 
to bring in all city department 
heads with traffic responsibilities, 
business, professional, fraternal, 
labor and school groups. 

To sell the program to the gen 
eral public, newspaper editors and 
urged to publicize it. Speakers 
}eon clubs, women’s groups, schools 
and other forums. 

“Get under way in your home 
town today!” the booklet concludes 

* * * 


Milwaukee Police 
May Get Radar 
Speed Detector 


A resolution recommending pur- 
chase of radar speed detectors by 
|the Milwaukee police department 
| has been introduced in the common 
| council. 


| The operation of the device is 
|explained as follows: When a car 
gets near the transmitter, the time 
|register shows how long it takes 
for the waves to travel to the on- 
|coming car and back to the radar 
device, the difference in time be- 
ing translated into speed time on 
| the meter of the detector. 


It is said that the maximum 
speed which can be so registered 
is 100 miles per hour, and the rec- 
ord can be kept by means of a 
graph. The device will also show 
|average vehicle speeds for a given 
|time at a certain location. 


| A demonstration of such a de- 
|vice was tried last year, but at 
that time it was thought the 
amount of traffic did not justify 
the purchase of such machines. 


The resolution, if adopted by the 
common council, would authorize 
the safety commission to purchase 
one radar speed detector at a cost 
jot about $1,000. 


* * * 


Damon Honored 
Safety Official Featured 
In Magazine 


Norman Damon, vice - president 
of the Automotive Safety Founda- 
tion, is featured on the “Look 
Applauds” page of 
the Sept. 26 issue 
of Look, which 
hit the news- 
stands Sept. 12. 

The page is de- 
voted to persons 
who have made 
contributions to 
knowledge, cul- 
ture and human 
| relations. 

“Damon believes 
that 90 percent of 
accidents are avoidable; that an- 
nual traffic fatalities could be re- 
duced by 20,000,” says the magazine. 
“He certainly practices what he 
preaches. After 20 years of driving 
he has only one slightly bent fender 
to his discredit.” 





Norman Damon 












Ne NAME PLATES 
© PRECISION CAST... 







ELIMINATING ALL DIE COSTS 
Quontities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
opproval. Heavily chrome plated. 
Write for details. 











Phila. 45, Pa., Dept. A 
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SELL THE GUARD THAT’S 
OUTSELLING ALL OTHER 
| FENDER-TO-FENDER GUARDS! 


LOWEST PRICED TOO! 














Alan Young, CBS Television star of the Alan Young Show, 
admires Erie Kargard's complete fender-to-fender protection 
on his car. 
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le 
Le 
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; | Advertised in the SATURDAY EVENING POST. 
»., 16,000,000 people monthly (your customers ) 
x see each ad. 


EVERY SATURDAY NIGHT at 9:30 on WNBQ, Chicago’s largest 
>» TV audience sees ERIE KARGARDS featured on Hauser’s 
‘ Grand Marquee. 








he 


er STRONGEST GUARD MADE—withstands a heavier 
impact than any other guard because of its formed 
metal design and the method by which it is braced 
to the frame. 
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Complete line Now 


1950 BUICK (SPEC; 
AL, 
ROADMASTER) SUPER, 






AVAILABLE for Both front and rear of: 
















; ° ’ : 1950 NASH 
Profit by stocking and selling the guard that's easiest to sell be- Mo CHEVROLET 1950 NASH aon ee AMBASSADOR} 
. ’ e RYSLER (WITHOUT FE 
cause it's the car owners’ choice. Place your order now for the 1950 DESOTO waren NDER 
; : 1950 DODGE 50 OLDSMOBILE (76 88) 
BS guard that's FAR Outselling all other fender-to-fender guards. 1950 FORD 1950 OLosHoai * 
50 HUDSON (co 50 PLYMOuT 
MMODORE 
1950 HUDSON & SUPER) 1950 PONT] 
The expanded Erie factory is still working day and night to f 1951 KAISER (PACEMAKER) 1950 PONTIAC 
give you good deliveries. Order from your jobber TODAY or j 1950 MERCURY 1950 STUDEBAKER a 
ery write for further information. Two Guards in o LAND CRUISER) NDER, 
ne — 





Grille G 
Ss oeteee r anont master cmp and Fender Guards! 






Priced below competition 





ERIE MANUFACTURING CO., INC. 


2635 S$. Wabash Ave., Chicago 16 
World's Oldest Gulle Guard Manufacturer 
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A GREAT NEW AUTOMOTIVE 
and FARM EQUIPMENT 





MAINTENANCE PROGRAM 


Good business for agriculture ... good business for the men who sell and 
service the cars, trucks, and tractors that keep agriculture prosperous! 


This is the story. Now more than ever, 
American farmers need to know the advan- 
tages of Protective Maintenance . . . what 
it means to them in prolonged life of equip- 
ment, time and money saved, increased 
power and efficiency. 

“ens That’s the job which Farm Journal, the 
magazine that covers rural America like a local newspaper, the 
bible of American agriculture, has set out to do. We’ve opened 
our editorial pages to tell this story — to tell farmers why it will 
pay them to maintain their equipment in tip-top shape, and why 
it will pay them to have you help them. Here’s the opening gun 
in this campaign — a part of the editorial spread which appears 
in the November issue of Farm Journal, in the hands of over 
2,850,000 of your best customers October 18. 

Yes, we’re selling this idea to your best customers — the people 
who own not only the most cars, but trucks and tractors as well. 


What does this mean to you? Remember, rural Ameri- 
ca subscribes to — reads — and believes in Farm Journal. And 
when Farm Journal says something, things happen! Remember, 











THE FIRST FARM JOURNAL “KEEP ’EM ROLLING” EDITORIAL 
WILL BE IN YOUR CUSTOMERS’ HANDS OCTOBER 18! 
If you haven't already received the broadside and mat sheets 
which list the sales helps and tie-in material available to you, 
write to FARM JOURNAL, WASHINGTON SQUARE, 
PHILADELPHIA 5, PA. for complete information. Do it today! 
Don’t miss out on your share of this profitable opportunity! 


too, this is no one-time shot, but the first of a hard-hitting series. 
Among other things, Farm Journal’s “Keep ’Em Rolling” Pro- 
gram should give you... 

* A chance to spread your service work over the full year 

" Steady income, fewer peaks and valleys 

* More volume on parts and accessories 


What can you do about it? Lots! And the more you do, 
and the quicker you do it, the more worth while this program 
will be for you. 
The natural result of the “Keep ’Em Rolling” Program is to 
bring more customers into your shop. Make sure you let your 
customers know you're tying in with this program. And make 
sure you can serve them. 
® Check your supply of parts 
*® Alert your mechanics 
¢ Use all of the tie-in material that has been prepared for 
you, so as to take full advantage of this opportunity — the 
display ads, drop-in ads, classified ads, window streamers, 
postal cards, flags and stickers, radio scripts, sales helps. 
These will let your customers and prospects know you're 
willing and able to “keep ’em rolling.” 
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ONDON. — (UTPS) — Britain is 

now exporting four out of ev- 
ery five vehicles it builds. Expanded 
production and increased demands 
from North America and the South- 
ern Hemisphere assure an alltime 
record being set this year. 

In June, 1950, the average 
weekly production was_ 10,200 
units against 8,070 the year pre- 
vious and 7,230 in June, 1948, In 
_May the level was even higher 


New Trial Delay 
Won by Knetzer 


SPRINGFIELD, Ill. — Federal 
Judge Charles G. Briggle has 
granted another continuance to 
Robert L. Knetzer, bankrupt Ed- 
wardsville dealer. The case will be 
continued to Oct. 10. 

Knetzer was jailed last March on 
an indefinite sentence for contempt 
arising from his failure to comply 
with an order to turn over $225,000 
in undeclared assets to creditors. 
He was released from prison here 
June 14 in the custody of a U. S. 
marshal. 


Melton Again Will Sing 


At Harvester Lunch 

CHICAGO.—James Melton, tenor 
star of opera, concert and radio 
fame, will entertain guests of In- 
ternational Harvester at the com- 
pany’s annual luncheon Oct. 2 for 
those attending the American 
Trucking Assn. convention in New 
York, 

The luncheon will be held at 
noon in the grand ballroom of the 
Waldorf-Astoria hotel. W. K, Per- 
kins, sales manager of Internation- 
al Harvester’s motor truck divi- 
sion, will serve as toastmaster. 








Auto News from Britain 


Production, Export Records Seen for 1950; 
Motorized Rickshaws Made for Asia 
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with a weekly average of 16,250 
vehicles. 

Within the next two years Brit- 
ish manufacturers plan to increase 
their output from 700,000 to 1,000,- 
009 vehicles. The fact that the vast 
bulk of this production is going 
to export kills any prospect that 
the home market can expect im- 
proved deliveries. 


Even doctors are waiting three 
years or more for cars. Other po- 
tential buyers are 
longer. 

* * * 


Buses for Africa 


LBION MOTORS, LTD., Scots- 

toun, Glasgow, has a contract 
to supply 80 single-deck, 48-passen- 
ger buses to the South African 
Railways and Harbor Board. 


The bus has been specially de- 
signed for the rugged African 
terrain, 

First shipments are _ slated 
leave the Clyde in January. 


* * * 


No Coolies Here 


OTORIZED rickshaws are be- 

ing built by Light Delivery Ve- 
hicles, Ltd., 
The units are designed for work 
in tropical countries. 

Each of the three models being 
manufactured are powered by a 
168 cubic centimeter engine 
mounted over the front wheel. 
The Rixi, a three-wheeled, two- 

passenger taxi, is said to get 80 
miles per gallon of gas at a max- 
imum speed of 30 miles per hour. 
The other models, the By-Van and 
Tri-Van, are said to obtain 90 miles 
from a gallon of gasoline. 

The units have been developed in 
the belief that changing conditions 
in India and the Far East will lead 
to a definite demand for motorized 
transport in place of the present 
coolie powered transportation. 


to 
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RUBBER CONSUMPTION AND CAPACITY IN THE UNITED STATES 


THOUSANDS OF 1940-VS-1950 THOUSANDS OF 
LONG TONS LONG TONS 
1200 ee - - - ——1200 
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More Rubber Used— 


The nation's present rubber supply position 
prepared by B. F. Goodrich Co. 





PREPARED BY: 


In 1940 the U. S. consumed 650,000 tons of rubber, 





ett 


i iad 


BUSINESS RESEARCH DEPT. 
THE B.F. GOODRICH COMPANY 


compared with 1940 is illustrated in the chart 
97 


percent of which was imported from the Far East. There was then in existence in this 


country capacity to produce 4,500 tons of man-made rubber of all types. 


Today the nation 


is consuming rubber at a rate of more than a million tons a year but has facilities for 


producing 940,000 tons of American rubber. 
rate of 740,000 tons early in 1951. 


During the latter months of World War I! 


Output of man-made rubber will be at the 
America 


turned out man-made rubber at a rate of a million tons a year. 





1,880 Overloaders Fined 


In Seven Months by Md. 
BALTIMORE.—Sixty-eight truck 


owners were convicted of overload-|year now number 1,880 and the) 


Maryland highways during the 

week ended July 29, the state roads 

commission announced. 
Convictions since the first of the | 


ling a total of is vehicles using | total fines $59, 436. 25. 








Mexico Increases 
Assembly Quotas; 


‘Prices Lowered 


MEXICO CITY.—Productio: 
quotas set on the assembly o 
|foreign vehicles in Mexico hav 
been expanded following a confer 
|}ence of automotive assemblers wit! 


| Mexican government officials. 


| . 
| Under an order from Presiden‘ 


| Miguel Aleman, maximum produc 
tion quotas fixed for the assembl; 
of trucks and buses have beer 
lifted for one year to allow plants 
in Mexico to turn out as many such 
vehicles as they wish. 


The order also allows a general 
40 percent increase in automobile 
assembly quotas and raises to 200 
|the number of cars each European 
;manufacturer may assemble in 
Mexico. Quotas were also extended 
from six months to a year. 


| In return for these privileges, 
}truck and bus assemblers will cut 
| the prices of their vehicles 3 per- 
|cent. A like price reduction will be 
|made by Ford, Chevrolet, Pontiac 
(six-cylinders). Nash (Statesman 
}and Rambler), Studebaker (Cham- 
pion), Plymouth, Dodge (Kings- 
way) and DeSoto (Diplomat). GM 
and Ford have also agreed to fill 
at least 60 percent of their quotas 
in less expensive cars. 


The new ruling will increase the 

number of automobiles assembled 
|in Mexico yearly from 8,900 to 
| 12,560. 
; Finance Minister Ramon Beteta 
said some U. S. companies had re- 
|quested that a limited number of 
cars be imported into Mexico in 
view of the general world condition, 
but the government decided against 
such a move at this time. 


According to other government 
sources there are approximately 
|300,000 vehicles in Mexico now. 
| Calling this pitifully few for a pro- 
gressing nation, they note that 
under present quotas their will be 
only 420,000 vehicles in the country 
10 years from now. 

By 1960, Mexico will need at 
least 600,000 vehicles, they added. 
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New Commercial Car Refistrations, One State for August, 1950- 1949 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 






Ilinois "50! 

& BN tac cine 
Year ‘50 
to Date 49) 


The following advertised-delivered prices 
are based on factory retail prices at the 
factories. They include federal excise 
taxes and factory handling charges, and 
dealer delivery and handling charges. 
They do NOT include transportation 

» State or local sales taxes or 
I equipment. 

AUSTIN—A40—4-dr. sed. (Devon), $1.- 
539: stat. wag. (Countryman), $1,649. 
A90—Atlantic conv. manual top, $2,460 
(hydraulic top, $2,634); sports sed., $2,865. 
(Delivered in New York.) 

BUICK—Special Series 40—4-dr. 
back sed., $1,941 (deluxe, $1,983); 
jJetback sed., $1,909 (deluxe, $1,952); sed. 
. $1,856 (deluxe, $1,899); bus. cpe., 
$1,803. Super Series 50—4-dr. tourback 
sed,, $2,139: 4-dr. Riviera sed., $2,212; 
sed. cpe., $2,041; conv., $2,476; Riviera, 
$2,139; stat. wag.. $2,844. Roadmaster 
Series 70—4-dr. tourback sed., $2,633: 4-dr. 
Riviera sed., $2,764; sed. cpe., $2.528; 
conv., $2,981; Riviera, $2.633 (deluxe, 
$2,854); stat. wag., $3,433. (Dynafiow 
standard on Roadmaster, optional on Spe- 
cial and Super models at $169.20.) 

OADILLAC—Series 61—4-dr. sed., $2,- 
866; club cpe., $2,761. Series 62—-4-dr. sed., 
$3,234; club cpe., $3,150; conv., $3,654; 
Coupe DeVille, $3,523. Series 60 Special— 
4-dr. sed.. $3,797. Series 75—4-dr. 7-pass. 
sed. $4,770: 4-dr. 7-pass. Imperial sed., 
$4,959. (Hydra-Matie standard on Series 
62 and 60 Special, optional on Series 61 
and 75 at $174.25.) 

CHEVROLET — Styleline Special—4-dr. 
sed.. $1,450; 2-dr. sed., $1.403; club cpe., 
$1.408; bus. cpe., $1,329. Styleline Deluxe 
—4-dr. sed., $1,529; 2-dr. sed., $1,482; 
club cpe., $1,493; conv., $1,847; Bel-Air, 
$1.741; stat. wag., $1,994. Fleetline Spe- 
elal—4-dr. sed., $1,450; sed. cpe., $1,403. 
Fleetline Deluxe—4-dr. sed., $1,529; sed. 
cpe., $1,482. (Powerglide optional on De- 


tour- 
4-dr. 


luxe models at $158.50.) 
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$1,507; Suburban, $1,855 (Special, §$1,- 
° e 960.75); bus. cpe., $1,385.75. Deluxe P20—- 
4-dr. sed., $1,566; club cpe., $1,534.25. 
Current Prices on New Automobiles _ [fies bats tea ta Bake 
club cpe., $1,617.50; conv., $1,997; stat. 
wag., $2,387. 

OHRYSLER — Royal — 4-dr. sed., $2,-| Deluxe Eight — 4-dr. sed., $1,545; 2-dr. ,cpe., $1,999. (Hydra-Matic optional! on all PONTIAC—Chieftain Six—4-dr. sed., $1,- 
153.75; 8-pass. 4-dr. sed., $2,875; club cpe., |sed., $1,497.50; bus. cpe., $1,419. Custom | models at $158.61.) 745 (deluxe, $1,840); 2-dr. sed., $1,694 
$2,133.75; stat. wag., $3,183.75. Windsor | Deluxe Six—4-dr. sed., $1,558; 2-dr. sed., LINCOLN — 4-dr. sed., $2,575.50; club! (geluxe, $1,789); club cpe. $1,694 (deluxe, 
—4-dr. sed., $2,348.50; 8-pass, 4-dr. sed., | $1,511; club cpe., $1,511; stat. wag., $2,-|cpe., $2,528.50; Lido, $2,721. Cosmopolitan | ¢1 739): conv. deluxe, $2,122; Catalina de- 
$3,069.75; club cpe., $2,327.50: conv., $2,-| 027.50. Custom Deluxe Eight—4-dr, sed.,|—4-dr. sed., $3,239.50; club cpe., $3,187; | luxe $2,000 (super deluxe, $2,058); stat. 
761; Newport, $2,656.50; Traveler. $2,-|$1,637; 2-dr. sed., $1,589.50; club cpe.,|conv., $3,949.50; Capri, $3,405. (Hydra- wag. $2,264 (deluxe, $2 343); bus. cpe. 
579.75; lim., $3,196. Saratoga—4-dr. sed., | $1,595; conv., $1,948; Crestliner, $1,710.50; | Matic optional on all models at $174.25.) | $1571. Chieftain Fight—4-dr. "sed., $1,813 
$2,667.25; club cpe., $2,641. New Yorker/| stat. wag., $2,106.50. MERCURY—4-dr. sed., $2,032; Model 72] (deluxe, $1,908); 2-dr. sed., $1,763 (de- 
—4-dr. sed., $2,783; club cpe., $2,756.75; FORD OF BRITAIN—4-dr. sed. (Prefect, | club cpe., $1,979.50; Model 72-A club cpe.,| luxe, $1,858); club cpe., $1,763 (deluxe, 
conv., $3,263; Newport, $3,157.75. Town | cioth), $1,040; 4-dr. sed. (Prefect, leather), | $1.875; conv., $2,411.50; Monterey, $2,146; | $1,858); conv. deluxe, $2,190; Catalina de- 
& Country—Newport, $4,027.75. Imperial— | 1 977: 2-dr. sed. (Anglia), $947. (Deliv-| stat. wag., $2,560.50. luxe, $2,069 (super deluxe, $2,127); stat. 
4-dr. sed., $3,080 (deluxe, $3,201). Crown | ereq in New York.) , NASH—Rambler Custom—conv., $1,808;|wag., $2,332 (deluxe, $2,411); bus. cpe., 
Imperial—4-dr. sed., $5,278.75; lim., $5,- FRAZER—4-d d., $2,359: Vagabona, | Stat. wag., $1,808. Statesman Super—4-dr. | $1,640. Streamliner Six—4-dr. sed., $1,724 
383.75. (Prestomatic optional on Royal at | .,, 399. (Hed M on a ees <r mod. | £¢d-, $1,738; 2-dr. sed., $1,713; club cpe., | (deluxe, $1,819); sed. cpe., $1,673 (deluxe, 
$120.90, standard on other series.) or aan ae Spice oS $1,735; bus. cpe., $1,633. Statesman Cus-| $1,768). Streamliner Fight — 4-dr. sed.. 

CROSLEY—2-dr. sed., $882; r, 82: . setae tom—4-dr. sed., $1,897; 2-dr. sed., $1,872; | $1,792 (deluxe, $1,887); sed. cpe., $1,742 
stat, wag., $915.50; Sekine gaan HILLMAN MINX — 4-dr. sed., $1,495; | club cpe., $1,894. Ambassador Super—4-dr. | (deluxe, $1,837). (Hydra-Matic optional on 
$872. Super — 2-dr. sed., $951; conv,, |COMV., $1,745; stat. wag., $1,797. (Deliv-|sed., $2,064; 2-dr. sed., $2,039; club cpe.,|all models at $158.50.) 
$93.00 Sal wae. Gost ron Sura! HABSREY TOE uae —— ate oot, [S298 faba NL ia OE, | {RENAULT tr et, 6.098, «De 
Sports), $925. . = ee ne . . , . ’ . ~ | ere ew York.) 

Ss —Deluxe—4- 2 .75; | $1,933; 2-dr. sed., $1,912; club cpe., $1,-|219. (Hydra-Matic optional on Ambassa- 
g-pass, fdr. sed, $2698 7S; club. eps |933; conv., $2,428; bus. cpe., $1,806.50. | dor models at $158.50.) STUDEBAKER Champion Custom—4-<:. 
$1,998.75; Carry-All, §2:213. Custom—4-ar | Pacemaker’ Deluxe—4-dr. sed., $1,959.25;| OLDSMOBILE — Series 88 — 4-dr. sed., | S¢d., $1,519.25; 2-dr. sed., $1,487.50; club 
sed. $2,196.25; 8-pass. 4-dr. sed., $2,-|2-dr. sed., $1,927.75; club cpe., $1,959.25; | $1,978 (deluxe, $2,056); 2-dr. sed., $1,920] CPe-, $1,513.75; bus. cpe., $1,419. Cham- 
885.25: club cpe., $2,178.25; conv., §2.-|COMV., $2,443.75. Super Six—4-dr. sed., $2,-| (deluxe, $1,998); sed. cpe., $1,904 (deluxe, | Pilon Deluxe—4-dr. sed., $1,597.25; 2-dr. 
600.50: Sportsman, $2,511.25: stat. wag., | 105; 2-dr. sed., $2,068; club cpe., $2,101.75; | $1,982); club cpe., $1,878 (deluxe, $1,956); | 8¢d., $1,565.50; club cpe., $1,591.75; bus. 
$3,115.25; Suburban, $3,201.25. (Tip-Toe |COnV., $2,628.50, Super Eight—4-dr. sed., | conv., $2,294; Holiday, $2,162 (deluxe, $2,-|CPe., $1,497. Champion Regal Deluxe — 
Hydraulic Shift standard on Custom, op- | $2,189; 2-dr. sed., $2,152; club cpe., $2,- 267); stat. wag., Son om, os. om. ~ ¥ a *gi'ehn Te: — wet eet to tue 
. 185.75. Custom Commodore Six—4-dr. sed., | Series 98—4-dr. sed., . (deluxe, 7 951.20; ° 
oo See oe Cee) $2,281.50; club cpe., $2,257.25; conv., $2,-|393); 4-dr, town sed., $2,267 (deluxe, |Pe., $1,576. Commander ‘Deluxe —’ 4-cr. 
DODGE—Waytfarer—2-dr. sed.. $1,755; a ae ° 2, 22: 1 2,319); | 8ed., $1,902.50; 2-dr. sed., $1,871; club 
809.25. Custom Commodore Eight 4-dr. | $2,361); sed. cpe., $2,225 (deluxe, $2,319); 

roadster, $1,744.50; bus. cpe., $1,628.75. | «, : 25: conv. Vv 2772: Holida 2.383 (deluxe cpe., $1,897.25. Commander Regal Deluxe 
atradouhecas 4.4 1 865.7 sed., $2,365.50; club cpe., $2,341.25; c ,|conv., $2,772; y, $2, ( a : 
eadowbrook—4-dr. sed., $1,865.75. Coro- | $9 393.95. ( Super-matic optional ‘on all | $2,641). (Hydra-Matic optional on all mod-|—‘4-4r. sed., $2,023.75; 2-dr sed., $1,992; 
net—4-dr. sed., $1,944.75; 8-pass. 4-dr. | models at $199.31.) els at $158.50.) club cpe., $2,018.25; conv., $2,328.50. Land 
sed., $2,634.25; club cpe., $1,931; conv.,| KAISER — Special — 4-dr. sed., $1,989;| PACKARD—200—4-dr. sed., $2,355; 2-dr. | Crulser—4-dr. sed., $2,186.75. | (Automatic 

$2,346; Diplomat. $2,240.75; stat. wag..loar sed.. $1,939: club cpe., $1.959; 4-dr. | sed., $2,305; bus. cpe., $2,195. 200 Deluxe | OPtional on all models at $201.25.) 
$2,882.50. (Gyro-Matie optional on Coronet | utility, $2,089; 2-dr. utility, $2,039: bus. |—4-dr. sed., $2,495; 2-dr. sed., $2,445. 300| WILLYS-OVERLAND—Four — Jeepster, 
models at $94.60.) cpe., $1,889. Deluxe—4-dr. sed., $2,099;|—4-dr. sed., $2,795. Patrician 400—4-dr. | $1,492.82; stat. wag., $1,604.27 (four- 

FORD—Deluxe Six—4-dr. sed., $1,471.50; | 2-dr. sed., $2,049; club cpe., $2,069; 4-dr. | sed., $3,385. wheel-drive, $2,010.22). Pp esneten, $1,- 
2-dr. sed., $1,424; bus. cpe., $1,332.50. |utility, $2,199: 2-dr, utility, $2,149; bus. PLYMOUTH — Deluxe P19 — 2-dr. sed., | 597.75; stat. wag., $1,688 
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Derby, Osborne Chartered 

AUSTIN, Tex.—Derby and Os- 
borne, an Austin used-car firm, has 
been incorporated, records in the 
secretary of state’s office show. 
Capital stock of the company was 
listed as $21,000. Incorporators 
were G. W. Derby, John S. Os- 
borne and C. F. Osborne. 

+ * * 


Woman U. C. Dealer 
A business name has been filed 
in the county clerk’s office for 
Lamphier’s Used Cars, 202 Curtis 
St., Elmira, N. Y., by Ella Marie 
Lamphier. 


Monkeyshines 
Used-Car Dealers Given 


The Business 


WOODLAND, Calif. — The auto- 
motive business really can be a 
monkey business. 

Take Melvin Kramer and Wayne 
Oliver, used-car dealers here. They 
have a monkey which was given 
as a down payment on a used car. 

The Rhesus monkey was a pay- 
ment from a traveling couple who 


became stranded in Woodland re- | 


cently. 


* a * 


Finnigan Incorporates 


GRANDVILLE, Mich. — Gregory | 


J. Finnigan has announced incor- 


Oldsmobile Marks 
3rd Best Sales 


Month in History 


LANSING.—Climaxed by the de- 
livery of 13,338 new cars in the 
final 10 days of the month, Olds- 
mobile dealers sold 35,474 new auto- 
mobiles during August for the third 
highest month in its history, it is! 
announced by General Manager S. 
E. Skinner. 

August sales were exceeded only 
by March and June of this year, 
peak sales of 36,109 cars being 
reached in March. 

August retail deliveries marked | 
a gain of 20 percent over the 29,476 
new cars sold in August, 1949. Olds- 
mobile sales in August brought the | 
total for the first eight months of 
1950 to 265,773 new cars delivered. 
This is an increase of 43 percent | 
over the 185,666 new cars sold in| 
the first eight months of 1949. 

The sale of 13,338 new cars in| 
the final 10 days of August was 
the third largest sales for any 10- | 
day period in Oldsmobile’s his- | 
tory. It also marks a gain of 28 
percent over the last 10 days of 
August, 1949, when 10,397 new cars 
were delivered. 








Mich. Redamuce 
Group Elects 


DETROIT.—New officers and di- 
rectors of the Michigan post of the 
American Ordnance Assn. are head- | 
ed by Edward T. Gushee, who was 
elected president, succeeding 
Charles T. Fisher jr. First vice- 
president of the group is Kenneth 
B. Coates, while Robert P. Briggs 
is second vice-president. | 

The group also announced that 
Walter O. Briggs jr.. a Michigan 
post director, will handle liaison | 
work with national committees and 
divisions of the AOA in their tech- 
nical and scientific fields. The 
Michigan group is also attempting 
to line up at least one carload of 
members for the 32nd annual meet- 
ing of the AOA at the Aberdeen 
(Md.) Proving Grounds, Oct. 5. 
R. Valpey, 316 Fisher Bldg., De- 
troit 2, is in charge of arrange- 
ments. 

In addition to the officers, mem- 
bers of the board of directors for 
the Michigan post for 1950 are: 
Robert L. Biggers, W. O. Briggs 
jr, M. E, Coyle, Joseph M. Dodge, 
C. T, Fisher jr., Benson M. Ford, 
Harvey C. Fruehauf, George W. | 
Kennedy, George W. Mason, George | 
H. Roderick, S. E. Skinner and 
Herbert J. Woodall. 

Retiring directors are George T. 
Christopher, Oscar Webber, K. T. 
Keller and Col, H. W. Alden. 


Used-Car Notes 
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try for three years and was in- 
|jured, had a right to the car.” 

| Mr. and Mrs. Titus bought the 
|car second-hand in 1920. For over 
‘ ; la year they drove in it together. 
poration of Grandville Motor Sales | one day Titus had a minor acci- 


here. The Michigan corporations |aent and drove the car into the 


and securities commission author- | : , 
; ‘ : arage. That was in 1921. It hasn’t 
ized him to capitalize the firm at | S2rae : 


|been out since. ; = : nares 
0.0 co - = : Sere 
$50,000, Finnigan said. Titus became ill and had the car . 





: 4 . . jacked up on blocks awaiting the 
Happy Memories day he could have it repaired. That | 
day never came. 


Disabled Vet Returns “Te was just 24 yeare ago that 
| cel en tiee. Kuhn's New Building— 


1913 Ford to Duty my husband died,” says Mrs. Titus. ' ; 
BUFFALO.—Mrs. James Titus of | “Lots of people have tried to buy Bill Kuhn, president of North Side Chevrolet, Indianapolis, has opened his new $500,000 
* _ . a : : building. Over 50,000 people attended the two-day opening. At I! o'clock on Saturday 

Patchin, N. Y., has parted with her that car because it was an antique. : costae ; Thi : in thet 60 elect? : 

y BN. Buy : But I didn’t want to sell it. My morning the ribbon cutting ceremony was held. This was unique in tha plastic scissors 
most cherished keepsake. It is a h lh f h had been obtained, with a little tag attached stating, "| was an official ribbon cutter at 
1913 Ford touring car that has usband and ad somn @ the North Side Chevrolet's opening.’ A red ribbon was placed across the 195 feet of frontage 
rested on blocks for the past 29 happiest times of our lives in that | and 500 of North Side’s oldest customers stood side by side and at a given signal cut the 
|little old car.” | ribbon. Tommy Bartlett and radio network show, ‘Welcome Travelers,'' made five broad- 
The new owner is Garold Seifert | : - - a | casts from the location. A ae ie = of sand a a 
of Buffalo, who already owns a|Car Without Check Sticker ao ees "5 Gintae eae le, ws eta al ha . ee 

ram w - . 

1900 Brennan. Traps Miami Salesman Doe nai aepcaaia ae —— 

After ——e wenese Saye MIAMI. — Miami has scored its|ty,yman, salesman for Waco Mo- let in July for not having an up-to- 
for years, Mrs. Titus sold Seifert} first victory in enforcing the new 1779 W. Flagler. He was given |date inspection sticker the old- 
the antique because, “He just loved| ordinance requiring used-car deal- | TS, oe - a in 2 "hs a ee ae 
it. He kept coming back time and|ers to have current inspection |# $10 fine, whic was suspended. /| model car he was driving. It was 
again just to look at the car. He|stickers on used automobiles be- Police attention focused on Hay-|then discovered that the youth 
is a disabled veteran and I figured | fore selling them. | man after Thomas Cherry, 16, 9521 bought the car from Hayman for 
that any man who served his coun-| Offender in the case was Warren|N. W. Fifth ave., was issued a tick-|$75 and without a sticker. 





years. 











Kit includes Calrod immersion-type heater, two cord sets, 





installation instructions, and attractive display carton 





AVAILABLE FOR FIRST TIME engine wear, less starting drain on the battery, and 
IN UNITED STATES! rapid warm-up of the car heater. 
Over 100,000 sold in Canada last year against a pro- 


duction figure of only 195,471 new passenger cars... 


A WINTERIZATION “NATURAL” 


; ° “6 cats - ee ! 
proved salability, and every anti-freeze customer is a prospect! Heated-garage protection’’ for a few cents a day! 


Your customers will snap it up. Order your stock of this 
EASILY INSTALLED fast-selling profit builder from your jobber today -it’s 
IN ANY MAKE CAR a winterization ‘‘nacural.’’ 


A knife and a screwdriver are the only tools needed! 


Fits in the lower radiator hose. Plugs into 115-volt FREE DESCRIPTIVE SHEET 


outlet. Rated 400 watts, it provides ainple warmth Write for GEA-5370 to Sect. 720-32, Apparatus Dept., 


(even in sub-zero weather) for quick starting, reduced General Electric Co., Schenectady, 5, N. Y. 


GENERAL @@ ELECTRIC 


*Reg. U.S. Pat. Off. 
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A: The world’s largest magazine pS 
audience, plus the highest 
ty readership of ads. 


The figures speak for themselves. 


METRO ............... Over 14,000,000 
AMERICAN WEEKLY .. over 10,000,000 


@ Some 1500 men in this country decide where billions 
of dollars worth of advertising shall run. 


They are bombarded with claims and counterclaims, 
bored with adiectives. 


And “mighty” is a mighty big word. Wouldn’t we be 


stupid to go out to the end of a limb by using it lightly? 
Your skepticism, gentlemen, is a sharp-toothed saw that 
could send us tumbling... bard. 


So here are the simple, inescapable, unarguable facts 
of the case: You deciders know the sales-producing might 
of Sunday-magazine sections. The biggest and most 
experienced of you are in them, pounding with your 
heaviest artillery. 


THIS WEEK ........... Over 10,000,000 


Figures based on latest A.8.C. 


Compare the readership of a// 1949 campaigns which ran 
in Metro and other leading publications. What do you 
find? Up to three times the readership in Metro! Yes, 
higher average readership per dollar among both men 
and women! Readership like that, coupled with the 
world’s largest magazine audience, deserves the word 





Now comes the sixty-four dollar question! Which of “mighty!” 


these mighty Sunday publications is mightiest? Ask your Metro man for new, eye-opening data! 








Individually edited by these leading Sunday Newspapers: 


MINNEAPOLIS Tribune 

NEW ORLEANS Times-Picayune & States 
NEW YORK News 

PHILADELPHIA Inquirer 


ATLANTA Journal-Constitution 
BALTIMORE Sun 

BOSTON Globe and/or Herald 
BUFFALO Courier-Express 


CHICAGO Tribune 
CINCINNATI Enquirer 
CLEVELAND Plain-Dealer 
DES MOINES Register 


DETROIT News and/or Free Press 
INDIANAPOLIS Star 

LOS ANGELES Times 

MILWAUKEE Journal 


Sales Offices for Metro Magazines and Metro Comics ... NEW YORK - CHICAGO ° | DET 
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One secret of Metro’s 
sensational readership: 


UNMATCHED 
LOCAL INTEREST 


What in the world interests people? Are farm-conscious 
Iowans more interested in stories about deep-sea fishing or 
hybrid corn? Which will interest Georgians most — pictures of 


Harvard or Georgia U.? He's a Boston broker. 


Sure, he knows there are 
47 other states ... but what 
of it? His real interests are 
local. New England indus- 
try, doings in society, Colo- 
nial history. He gets it in 
his independently - edited 


issue of Metro! 


That's the problem of every national publication... except 
Metro / Because Metro is independently edited by every one of 
its twenty-seven member papers! Thus, Metro becomes an in- 
tegral part of the paper on a local basis ! Your ads rub shoulders 
with pictures and stories of consuming /ocal interest to readers 
...and get read! Yes, readership up to three times as much as 
in other leading publications. 



















He’s a Hoosier. As Indi- 
ana as the poems of James 
Whitcomb Riley. His land 
is rich and black...and so’s 


&- the ink on his bank state- 
= =| —séament. Corn... hogs...local 
Se politics... he knows plenty 
> about them. He doesn’t 
a3 know... or care a hoot 


about Seattle lumber or the 
New Orleans Mardi Gras. 
He gets what he is inter- 
ested in in his independ- 
ently edited issue of Metro. 







Southern California‘’s his 
home. Born and raised 
there. Boston’s as far away 
as his interest in it. Beef is 
something he barbecues in 
his patio. He likes news 
about frozen orange juice, 
the real estate boom in 
L.A., new ways to combat 
smog. He gets it in his in- 
dependently-edited issue of 
Metro! 








PITTSBURGH Press SEATTLE Times 
PROVIDENCE Journal SPRINGFIELD Republican 
ST. LOUIS Globe-Democrat SYRACUSE Post-Standard 
and/or Post Dispatch WASHINGTON Star 
" ST. PAUL Pioneer Press 


METROPOLITAN SUNDAY NEWSPAPERS, INC. 


* | DETROIT - SAN FRANCISCO - LOS ANGELES 











Used-Car Auction Prices 


Market Trend 


The average price of used cars dropped again last week as the 
overall average fell $14 to $1,006. In the preceding week, the overall 
average slipped $43 to $1,020. 


The largest declines were for '47 and 49 models, the former slip- 
ping $35 to an average of $920, and the latter off $34 to $1,466. The 
price of ’50s dropped $20 to $1,980, while ’48s lost only $5 to $1,120. 


The current overall average of $1,006 is $5 under the average for 
the week of June 19. Average prices paid for postwar models have 
dropped about $105 from the peak reached after the start of the 
Korean war. 


Current prices show the following declines from the level at- 
tained in early August: ’50s, down $146; ’49s, off $92; '48s, off $131; 
47s, down $106, and ’46s, off $49. 


At nine auctions last week, there were 654 units sold out of 1,185 
offerings for a mark of 55 percent. In the previous week at the 
same auctions, 60 percent, or 873 of the 1,455 offerings were sold. 


Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 


AMARILLO, TEX. ‘46 half-ton pickup, $350. ‘39 business 


coupe, $275. 
(Amarillo Auto Auction. Sale every | FORD—'50 Crestliner, $2,160; Deluxe (8) 
Friday. Prices are for sale of Sept. 1.) sedan, $1,810. ‘48 Deluxe (8) sedan, 
(Market has been steady for past $850. ‘47 SD_ (8) convertible, $1,100, 
two or three weeks with demand great- $805; sedan, $900; Deluxe (6) sedan 
er. Sold 201 units out of 300 offerings.) $710; Deluxe (8) sedan, $960; SD club 
BUICK—'50 RM 4-dr., $2,650%. '49 Su- | ppoquhes, $900, $825. '41 sedan, $665. 


’ ’46 Super (6) business coupe 

r 4-dr., $1,750, $1,720. ‘48 Super 4-dr., P rt pe, 
$1,180; RM conv., $1,150. ‘47 Super umount. i eodan, Gl a7" ai 

4-dr., $860; RM 2-dr., $1,050. ‘40 RM $700. w , 475°. 7 sedan, 





4-dr., $195. LDS! ae . - 
oti, TF. (61) club coupe, $3,950*. ar 40, ae sso". sedan, $1,075* 
"49 (61) 4-dr., $3,170°; (62) 4-dr., $2,- PACKARD—'49 Custom (8) conv.. §$1.- 
995, $2,900. °46 (61) 4-dr., $1,430. 275*. '38 (8) conv., $100. 
CHEVROLET—'50 SL Special 2-dr., $1,795, | PLYMOUTH—'49 SD Sedan, $1,435, $1,490. 
$1,710, $2,195, $1,890; SL Deluxe 4- .., '48 SD sedan, $1,075. '41 business coupe 
$1,900, $1,990, $1,850, $2,040, $1,750 $275; sedan, $515, $300. ; 


club coupe, $1,690; conv., $2,055. 49 PONTIAC—'46 SL (8) sedanet, $825. '41 
SL Deluxe 2-dr., $1,205, $1,450, $1,275, (6) sedan, $345. 

$1,300, $1,325. ‘48 FM club coupe. |STUDEBAKER -—— ‘49 Champion sedan, 
$1,010, $985, $1,045, $1,125, $1.070. ‘47 $1,025. 

FM 2-dr., 2 at $900, $975, $865, $965, | WILLYS—'48 Jeepster, $840, 

$755, $930 '46 2-dr.. 3 at $770, $545, | MISCELLANEOUS—'30 Pierce-Arrow tow 


$695. car, $130. 
CHRYSLER—’50 a <.. 6 tek 

NY 4-dr., $2,605, $ 525, ‘4 . 

Windsor club coupe, $1,710, $1,685, 2 at VALDOSTA, GA. 

$1,755. °42 Windsor 4-dr., $240. (Tom Hewitt Auto Auction. Sale every 
DeSOTO—'48 Custom 4-dr., $1,160. ‘47|Friday. Prices are for sale of Sept. 1.) 

Custom club coupe, $985. (Prices were about the same as six 
DODGE — '49 Wayfarer business coupe.| weeks ago with buyers more willing to 


$1,295. °47 4-dr., $835. ‘42 oa. as eas -| buy. Sold 134 units out of 257 offerings.) 

FORD—’50 CD (8) 2-dr., $1.795. 25. | BUICK—'50 Special 4-dr., $1,600. °4 
$1,775, $1,580, $1.690; CD (6) 2-dr., 2-dr., $1,600. ‘48 ‘RM’ dae ‘ssi0, or 
$1.660, $1.650: Crestliner, $2,150, $1.980. RM 2-dr., $960. ‘8 ! 
49 Custom (8) 2-dr., $1,360, $1,000. | CADILLAC—'46 (62) 4-dr., $1,150 
$1,190, $1,285; conv., $1,400. ‘48 SD | CHEVROLET—'50 Bel-Air $2,150*; FL 


2-dr,, $855, $880, $1.010. 46 4-dr., $900, Deluxe 4-dr., $1,825, $1,740: 

$670. $635. $690, $700 $670. 2-dr., $1,710; SL Sane 4-dr. FI, Special 
FRAZER—’'48 4-dr., $880. $750. ss , at $1,675; 4 Ro pickup, $1,340; half- 
KAISER—’51 Deluxe 2-dr., $2,050. 48] ton pickup, $1,325. "49 SL Deluxe club 

4-dr., $700. coupe, $1,410; FL, Deluxe 2-dr., $1,500 


LINCOLN—'50 club coupe, $2.465. '49| $1 400; FL Special 2-dr. $1,350. ° i 
4-dr., $1,390, $1,375, $1,500; Cosmopol-| 9-dr. ‘$1,080: SM club cae yh 
{tan 2-dr., $1,635. sli ton panel, $610. ‘40 SD 4-dr., $490. 

MERCURY—'50 4-dr.. $2.010, $1,955, $1.-| CHRYSLER—'48 conv., $710. 

875, $2,250; Monterey, $2.475. ‘47 4-dr., | DeSOTO—'40 Deluxe sedan, $180. 


$715. ‘46 club coune, $775. DODGE—'50 Meadowbrook 4-dr., $1,650. 
NARH80 Suner Stateiman, t-dr.. $1,662. | "49 Coronet Mut.» $1,300; half-ton ple 
OLDSMOBILE—'50 (88) Deluxe 4-dr.. $2.- nae $625. "48 Custom’ club coupe, $1,150. 
> cae Coronet 2-dr., $882. 


250; (98) 2-dr., $2,310. ‘49 (98) 4-dr..| FORD—'50 Crestliner. $2,075: 
$1.805, $1.840, $1.760. $1,765. "48 (98) | Custom 2-dr., mer, 8 ag 7- a 
4-dr., $1.300. ‘47 (78) 2-dr.. $1,060. Deluxe 2-dr.,’ $1,470;  half-ton pickup. 
"41 (90) 4-dr., $155. $1,275. ‘49 ‘Custom (8) conv, euak 


PLYMOUTH—’50 SD 4-dr., 81.769, 81,445. $1.365, $1,275. °47 SD : 
$1,805, $1.895. ‘49 conv.. $1.560: Deluxe| Deluxe Sub sours, shoot any $900." "46 
4-dr., $1,310, $1,315, $1,210. $1415. $1.-| ar. $475, '40 Standard 2-dr, $500: 4¢diz 
R50. "48 SD 4-dr.. $965. $790 $770 $875. | $475, +39 Deluxe 4-dr., $400. '37 4-dr.” 
$885, '47 SD 4-dr.. $725, $850, $625. an oo th oe dr.., 


PONTIAC—'50 SL (4) 2-dr., $1,660; Chief- | pRAZER—'49 4-dr.. $900. 
tain (8) 4-dr., $2.315%, 49 (8) 4-dr. | KAISER 47 special *t- oe 





$1.780, $1.750. °48 (8) 2-dr.. $1,210. MERCURY—'50 4-dr., $1. chee i annie 
"41 (6) 2-dr.. $400. - 4-dr., $1,400; sedan, $1,575. '48 conv. 
STUDEBAKER —'50 Champion 4-dr. - $1, 000. ‘47 4-dr., $925, $840. °39 Dy’ 
650, $1,690: 2-dr., $1,805, $1.730 $1.749. $270. , $925, b -dr., 
'48 Commander conv., $1,300. '47 Cham- NASH—'49 Ambassador 2-dr. pa 
pion 2-dr., $950. OLDSMOBILE—’ 50 (88) oa. $2 275 
ARD—'48 4-dr., $775*. are. 
EBENSBURG, PA. PLY! MOUTH "50 SD ‘4-dr., $1,795; (P-19) 
’ = anew 2-¢ é sD 24 ; 
(Ebensburg Auto Auction - ba ree Deluxe sedan, essa 2- ‘ar., $1,330. '42 
Thursday. Prices are for sale of Sent. ¢ PONTIAC_’50. Catali, i : 
(Prices held firm, although a slicht SL (8) Sen dene. ee eal? 
increase was noted on good clean nost- Chieftain (8) 4-dr.! $1 "10 ‘ie = ~ 
war units. Sold 56 out of 109 offerings.) dan coupe, $1, 210. , #10, SL se- 
BUICK—'50 Snecial 4-dr.. $1,760*. '48 | STUDEBAKER—"49 Champion club 
RM 4-dr.. $1,325*%. ‘41 Special 4-dr. $1,370; %-ton pickup, $850. ‘47 some. 
$500, $185. ‘38 Special 4-dr., $100. pion 2-dr., $810. 
CADTLLAC—'49 (62) conv., $3,200*, ‘48 | WELLYS- '50 station wagon, °$1,650. '49 
(62) 4-dr.. $2,275. station wagon, $950 
CHEVROLET—’50 FL Special 2-dr.. uit re 
"49 FL Deluxe 4-dr.. $1.540 $1.530; SL ~ : 
Deluxe 4-dr., $1,425. °48 FM 4-dr. $1.-| | HOUSTON 
260, $1.155, $1.150; SM 2-dr., $1.100 (Gulf Auction Co. Sale every Tuesday. 
47° FM 4-dr.. $950. '46 FM 4-dr.. $870,| Prices are for sale of Sept, 5. 
$980. ‘41 2-dr., $150. ‘40 club coupe (Market was strong to higher on new 


$290. cars; steady to stronger on older models. 
CHRYSLER—’48 Wirdsor 4-dr $1 350. | Sold 52 units out of 100 offerings.) 
41 Roval 4-dr.. $240. $230. ‘49 Royal | BUICK—'50 Special 4-dr., $1,960. *40 Su- 
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‘40 Limited sedan, $237. | 








‘i 


$1,750; SL Deluxe 2-dr., $1,775, $1,885; lj 
SL Special 4-dr., $1,665. ‘49 FL 2-dr., 





290. ° SM 2-dr., $995, $1,120. ‘47! e 
Sieur ves, et, wo ts'ween| ~~ Average Used-Car Prices 








delivery, 

$430, $530. { 
CHRYSLER—'49 conv., $1,695 (Compiled by Automotive News) i 
DeSOTO — ‘49 4-dr., $1,755. ‘47 conv., 

$1,085. Sept. 1950 Aug July 
FORD—’'50 (8) 2-dr., $1,715, $1,660, $1,- Model (to date) 1950 1950 

800; 4-dr., $1,745*%; (6) 2-dr., $1,585, 

$1,625. °49 (8) 2-dr,, $1,085, $1,285; $1,006 $1,020 $1,063 1950 $1,980 $2,000 $2,098 

conv., $1,250%. ‘48 Deluxe (8) 2-dr., 1949. 1,466 1,500 1,554 

$1,000. ‘47 Deluxe (8) 2-dr., wee’ tat 1948 1,120 1,125 1,205 
HUDSON—’'48 (6) 2-dr., $900. ’ ( 

4-dr., $425°*. 1947, 920 955 988 
KAISER—’51 Deluxe 4-dr., $2,025*. 1946 810 826 348 
MERCURY—'50 2-dr., $2,225*. ‘49 2-dr., 1942 371 338 353 

$1,580; 4-dr., $1,365, $1,470. 
OLDSMOBILE_-’50. (98) ‘4-dr., $2.400*; 1941 378 391 396 


(88) 2-dr., $2,270*, $2,050%, $1,980*. "49 








Overall 














(98 -dr. 1,905*. ‘48 (76) 2-dr., $1,- Sept. Au July 

5 91.160... om i" Average... $1,006 $1,020 $1,063 
PLYMOUTH—’50 SD 4-dr., $1,775. "49 

oO ae, See San ae doar” $808. (The above figures are averages of used-car auction prices, all 
PONTIAC—'48 (6) 4-dr., $1,160. '47 4-dr., makes and models, carried regularly in Automotive News.) 

$1,000. | 
STUDEBAKER—’50 Land Cruiser 4-dr., 

$2,010". '47 Champion 2-dr., $1,010, 875, $2,050%; SL Deluxe sedan, $1,960*; $1,535. ‘41 club coupe, $270. 

$1,030*. conv., $1,865. ‘49 SL Deluxe sedan. | OLDSMOBILE—’'50 (76) 2-dr., $1,845*. ‘47 
MISCELLANEOUS ‘50 GMC half-ton $1,260, $1,330, $1,335, $1,370, $1,455; (66) club coupe, $960. ‘39 4-dr., $400 

pickup, $1,210. | conv., $1,300. ‘48 sedan delivery, $815. | PACKARD—'49 Super (8) 2-dr., $1,500. 


"47 SM sedan, $820. ‘46 SM _ sedan, 


QUINCY, ILL. 760, $775, $810, $850. ‘41 sedan, $420, 


| $465. °39 sedan, $250. 


(Charlie Thale’s Quincy Auto Auction. | -aRySLER ‘49 Windsor sedan, $1,850. 


Sale every Friday. Prices are for sale of 47 Windsor sedan, $1,000. 46° ~NY 
Sept. 8.) . ' — ie sedan, $810. 
BUICK—’'50 Super sedan, , 885, ,910. 1“. «© . 35 
'47 Super sedan, $1,050, $1,075, $1,090; | DeSOTO—'47 Custom sedan, $965 
Special sedan, $955. ‘41 Special sedan, DODGE—'41 sedan, $240. 
$305, $370. | FORD—’50 Deluxe (8) sedan, $1,690, $1,- 
CHEVROLET—’50 SL Special sedan, $1,- 695; CD (6) sedan, $1,580. ‘49 Custom 
575, $1,620. °49 FL Special sedan, §$1,- (8) sedan, $1,260*. ‘47 (8) sedan, $865 


305, $1,280, $1,320, $1,325; SL Deluxe '46 (6) 2-dr., $420, $670. ‘41 1%%-ton 


stan SB Ard. H00 tha | dum, it 
sedan, ,130, 000, 090; . aero- ar 5 
sedan, $1,250, $1,080, $1,150, $1,230, | FRAZER—'ss sedan, $805. 


$1,160, $1,175; SM sedan, $980, $690, HUDSON ‘48 Commodore (8) sedan, 


$1,010, $1,160. ‘47 FM sedan, $1,070, $1,155. 


$1,040, $960. '46 SM sedan, $630, $700, LINCOLN —'49 Cosmopolitan 4-dr., $1,815. 
$775. °42 sedan, $565. ‘41 sedan, $355, MERCURY—'50 sedan, $2,035, $2,100*; 


$470, $305, $530, $435, $500. ‘40 sedan, 
$280, $320, $300,. $430. ‘39 sedan, $185, sedan, $200. 


$320, $260, aoe. 5 NASH—’41 Ambassador sedan, $215. 
ER ont. t1 915) 29 sedan, $1,-| OLDSMOBILE — ‘50 (98) Deluxe, se 

230, $1,275, $1,250, $1,350, $1,305, $1,-| $2,835. gas (66) sedan, $960. ‘4 

345. °48 sedan, $960, $905. ‘47 sedan, . . we . . 

$860, $810, $845, $3895, "46 sedan, $675,|PACKARD—’'50 sedan, $1,890". 

$635, $640. ‘42 sedan, $310. ‘41 sedan, 

$325, $305, $220; half-ton pickup, $310. | 
FRAZER—’47 sedan, $515, $730. | 


conv., $2,085*. ‘49 sedan, $1,375. 





$1,090; SD sedan, $905, $955. ‘47 sec 
$820, $835, $905, $985. 


"39 


lan, 
(6) 


PLYMOUTH—'48 Deluxe sedan, $1,020, 


jan, 


T , 3 oy 1“. -« | PONTIAC—’'50 Chieftain (8) sedan, §2,- 
ee, = 305*; conv., $2,180. ‘48 (8) sedan, $1,- 
sateen 46 sedan, $725 | 505%; (6) sedan, $1,300. ‘47 (6) sedan, 
MERC SG 4 ; 5. _| 77s. 

OLDSMOBILE.—'49 sedan, $1,690. °s STUDEBAKER—'50 Champion 2-dr., $1.- 


aon me” a 705*, $1,610*. ‘47 Commander co 

( _ ‘ ey: a 810*. 
PLYMOUTH—'49 sedan, $1,315, $1,180. 48] $810". ‘i — 
sedan, $1,060, $1,075. °42 sedan, $370. WILLYS—'48 panel, $650* 47 
PONTIAC—’49 sedan, $1,575, $1,645. ‘48 


515. 
MISCELLA NEOUS—'47 
sedan, $1,305. ‘46 sedan, $960, $870, | MISCELLANEOUS —'47, International 


nv., 


Jeep, 


International half- 


'40 sedan, $220, $110, $100. — = oes. sta- 
STUDEBAKER—'47 half-ton pickup, $445 . gon, . 
Champion sedan, $950. ‘40 sedan, $205. DANVILLE VA 
J 9 A. 
TOLEDO (Danville Auto Auction. Sale every 


(Doc Greiner Auction. Sale every Thurs- 


day. Prices are for sale of Sept. 7.) 30-Sept. 6.) 


Wednesday. Prices are for sales of Aug. 


(Prices held steady for the first time | BUICK—’50 Special 4-dr., $1,900. ‘49 Su- 
in seven weeks. Sold 62 units out of 95 per conv., $1,700. '48 Super 2-dr., $1,290. 
offerings.) ‘47 Super 2-dr.. $800; conv., $1,120. 
BUICK—'49 Super conv., $1,825*; 4-dr., 41 Super 4-dr., $400; Special 2-dr., $350. 


ate” fuera : 1—'47 (61) 4-dr., $1,090. 
$1,770*. '48 RM 4-dr., $1,260*. °47 Spe- | CADILLAC—'47 , 
cial sedanet, $810. ‘46 Special 4-dr., CHEVRULET—’'50 half-ton pickup, $1, 


$735. °42 Super 4-dr., $500. 


275; 
Bel-Air, 2 at $2,000, $1,980; FL Deluxe 


CADILLAC—’48 (62) 4-dr., $2,130*. 46 2-dr., 31.670; SL Deluxe 4-dr., $1,580; 


36 Pe ci 31,785. °49 SL Deluxe club coupe, 
(62) 4-dr., $1,360". conv., 31,785 4 » 
CHEVROLET—'50 SL Special club coupe, $1.42, =. S200, 51.408, . 
$1,480; SL Deluxe club coupe, $1,900*. 2-dr., $1,220; SI a ental 1.000. °47 
"49 SL Deluxe club coupe, $1,380; conv., (taxi) $805; FM club coupe, $1,000. a 
$1,425 '48 FL aerosedan, $1,140, $1,- FM 4-dr., $700. 46 SM 4-dr., $910; 
125: SM club coupe, $1,040, ‘41 SD| 2-dr., $740. ‘42 SD 2-dr., $490. "41 MD 
2-dr.. $740: conv., $200. ‘40 SD 2-dr.,| 2-dr., $660; SD club coupe, $475. ‘40 
$295. ; MD 2-dr., $410; SD 2-dr., $500. 39 MD 
DeSOTO—’47 Custom 4-dr., $1,025. 4-dr., $325. a 
DODGE—’47 Deluxe 4-dr., $920. ‘46 Cus- CHRYSLER 49 Royal 4-dr., $1,350. i 
tom 4-dr., $735. —" 50 conv., $2,150. 41 2-dr., 
—’§ ) 8 Crestliner, 2,060* ; . ‘ - ’ 
“Ta. $1685: cb 6) — eee. De. | DODGN—’50 Coronet 4-dr., $1,850. 49 


luxe (8) 2-dr., $1,510. '49 Custom (8) Coronet conv., $1,615; business coupe, 


2-dr., $1,305; conv., $1,350; Custom (6) $1,190. ‘47 panel delivery, $410. 


100; 2-dr. 1,110, '48| FORD—'50 Deluxe (8) 2-dr., $1,635, $1,630; 
SD (8) Sar #5040; (san $885. '47| CD (8) 2-dr., $1,660, $1,690. "49 Custom 





SD (6) 2-dr.. $790. °46 SD (8) 2-dr., (6) 2-dr., $1,100; club coupe, $1,200; 
ores. Deluxe’ a 2-dr., $630. °42 SD Custom (8) 2-dr., $1,140; 4-dr., $1,470. 
(8) 2-dr $440. 7 '48 weluxe (8) 2-dr., $1,110, $835. 47 
HUDSON—"49 Super (6) 4-dr., $1,150. dump truck, $410. '46 Deluxe (8) 2-dr., 
MERCURY—'50 4-dr., $1,950. ‘49 4-dr., $780, $760. '41 SD (8) 2-dr., $505. ‘40 
$1,535 : Deluxe (8) 2-dr., $605, $635. 
NASH—'48 (600) 4-dr., $990*. FRAZER—'49 Manhattan 4-dr., $1,110. 
OLDSMOBILE — ‘49 (98) Deluxe 4-dr., | LINCOLN—'46 4-dr., $570. nk aa 
$1,815*. ‘'48 (78) 2-dr., $1,240*. ‘47 MERCURY 49 conv., $1,500. 46 2- r.. 
(76) 4-dr., $930". ee _ _ - — 
PACKARD—’50 club coupe, $1,710. se - ” 
PLYMOUTH—'41 2-dr., $135, $100. Wis. Vehicle Chief Fined 


PONTIAC — ‘49 SL (8) 2-dr., $1,785", 


$1,725*. °48 SL (8) 4-dr., $1,335; Tor- ; 1 
pedo (8) 4-dr., $1215. "47 SL (8) se- For Disobeying Judge 


danet, $900. °46 (8) 4-dr., $830, $780; CHIPPEWA FALLS, Wis.—Ben 


(6) sedanet, $690. ‘40 (6) 2-dr., $175. Racal 
naan, 9 7 $ |L. Marcus, commissioner of 


the 


DENVER | Wisconsin motor vehicle depart- 


ment, was fined $100 for having 


(Denver Auto Auction, Inc, Sale every : ° 
| Tuesday at Englewood, Colo. Prices are disobeyed County Judge Orrin H. 
for sale of Sept. 5.) Larrabee’s order to permit a driv- 
(Prices generaliy a little higher than |o, to retain his driver’s license 


| 





2-dr.. $225. °39 Royal 4-dr., $295 per 2-dr., $145. 
DeSOTO—'49 Custom cinb couve, $1,650. | CADILLAC—'49 (62) 4-dr., $2,750* "48 
DODGE — '41 2-dr., $430, "39 half-ton| (62) 4-dr., $2,375°. ~~ oe : 
panel, $195. ; ; CHEVROLET—’50 FL Delux 8 
FORD—'50 CD (8) conv... $1.875*. "49| half-ton pickup, $1,350: on” $2 030. 
Custom (8) club coupe, $1.295, $1 290. 49 SL Deluxe club coupe, $1,350, $1,405: 
'47 (6) 2-dr., $900; half-ton nickun 2-dr., $1,465. °48 FM club coupe, $930: 
$600. ‘46 (8) 2-dr., $600, $780 41 FL aerosedan, $1,030. ‘47 FL 4-dr.’ 
2-dr.. $420, $350. $925. '46 2-dr., $735. ‘41 2-dr., $120. 
KAISER—'49 4-dr.. $1.490*. 40 2-dr., $205. '37 coupe, $95." 
MERCURY—’41 4-dr.. $410. : DeSOTO—'50 4-dr., $2,100. ' : 
OLDSMOBILE—’48 (98) conv., $1,225. '37 | FORD—'50 Crestliner, $2,065: CD () 
(6) 4-dr.. $95. : dr., $1,925, $1,860; club coupe, $1,975 
PLYMOUTH — '50 Suburban $1,690; SD $1,825; 2-dr., $1,840, $1,845 $1,875. '49 
4-dr., $1,855, $1,850. '49 SD 4-dr_ §$1.- Custom (8) 4-dr., $1,410, $1,150; 2-ar. 
405. '48 SD 4-dr.. $1,100: 2-dr.. $1.140. | $1,395: SD 2-dr., $1,285; club coupe. 
‘47 SD conv.. $1.000; 4-dr.. $995, $975: $1,365, $1,410. '48 club coupe, $1,000. 
taxi, $670; Deluxe (taxi), $565. ‘46 De- ‘47 (8) 4-dr., $890. $700. 46 2-dr_ 
luxe 2-dr., $800. °'41 2-dr., $340; coupe $650. ‘42 (6) 4-ar.’ $20. iene anes 
$200. Sis t-dr., $290: 2-dr., $100. ; 
STUDEBAKER—’46 half-ton pickup, $575. | on DSMOBILE ‘50 conv., $2,650: (98) | 
4-dr., $2,605. ‘48 club coupe, $875. °40 
CONCORD, MASS. } club coune, $210. 
| PLYMOU "0 § . 7 
(Concord Auto Auction. Inc. Sales every “ite ta aoe a a $1, vy 
Monday and Friday. Prices are for sales|  §)'345" pe —— » 3 o°GFs 
of Sept. 1-5.) | PONTIAC—'48 SL (8) 4-dr., $1,345. 


(Sold 82 units out of 187 offerings.) STUDE oe 

BUICK—’48 Special sedan, $1,200: RM UDEBAKER 
sedanet, $1,300. °39 Special sedan, $290: 
RM sedan, $210 


°47 Champion 2-dr., $795; 
club coupe, $765 


CADILLAC—’'50 (62) conv., $4,600* MASON CITY, IA. 
7 fae - cea a en . 
ee WS, -Rootel See 1 (Lapiner’s Used Car Auction. Sale every 


w 
Special sedan, $1.175, $1.425; FL Special | ednesday. Prices are for sale of Sept. 6.) 


( 
sedan, $1,325, $1.360; SL Deluxe sedan, Sold 132 unite —, on cooeus ae 
$1,550, $1,450; FL Deluxe sedan, $1,475 BUI er ~~ : 
$1,465: station wagon. $1,575. ‘48 FI CK—’49 Super 4-dr., $1,800*. '48 Super 
aerosedan, $1,210, 2 at $1,155: SM se- | coont = . “ Super 2-dr., $910. '46 


dan, $1,150. ‘42 SD club coupe. $400. | , Bt ; 
'40 ‘Master (85) sedan. $375; MD sedan | CABLAC- 40 (68) 3-66. $2,700°; 4-ar.. 


$200; SD sedan, $405. * 
DODGE-’49 Coronet club coupe, $1,700° | CHEVROLET. 50 FL Deluxe 2-dr., $1,765, 


previous week. Number of cars offered 


reduced by holiday. Demand still very | after committing a state offense. 


strong.) ij =i j i 
BUICK—’'50 Super Riviera sedan, $2,500*; | In Wisconsin, a convicted dr 


ver 


conv., $2,355; RM sedan, $2,465". ‘49; may use his car for work or busi- 
Super sedan, $1,665, $1,740*. iness, but not for other driving 


CADILLAC—’50 (61) sedan, $4,020*, $4,- 
035*. °48 (61) sedan, $2,210. 





Marcus is to appeal the case 


CHEVROLET—'50 FL Deluxe sedan, $1,- | the Wisconsin supreme court. 








Sequoia in Oakland, Calif.— 


Nash models are set off to good advantage in this night view of Sequoia Motor Co., 


to 


in 





PLYMOUTH—'49 Deluxe 4-dr., $1,200. '4% 
Deluxe 4-dr.. $975; SD 4-dr., $1,120 
2-dr., $1,065: club coupe. $940. °46 SD 
4-dr., $860, $500. 

PONTIAC—'50 (8) Catalina, $2,630. ‘49 
(8) conv., $1,830. °48 (8) conv., $1,295: 
station wagon, $800. ‘47 (8) 4-dr 
$1,100. 


STUDEBAKER ‘48 Commander 4-dr.. 
$1,250. 
WILLYS—'48 Jeep, $560. 


‘Aptco Auto Auction. Sale every Wednes 
day, Prices are for sale of Sept. 6.) 


(Plenty of buyers but they all claimed 
they didn’t know what prices were 
wees * Sold 28 units out of 83 offer- 
ings. 


BUICK—'49 Special 2-dr.. $1,200. "46 
Super 4-dr., $735. 


CADILLAC—'46 4-dr., $1,360. 


CHEVROLET—'50 FL Deluxe 2-dr. $1 
900*. °49 SL Deluxe 2-dr.. $1,380. ‘48 
FL aerosedan, $1,040. 

CROSLEY—'48 2-dr., $155. 


DeSOTO—'41 club coupe, $200. ‘40 4- 
$100. a 


DODGE—'46 4-dr., $760. 

FORD—'50 CD (6) 4-dr., $1,760: 2-dr 
$1,730. ‘49 Custom (8) 2-dr., $1,200 
$1,235, $1,210, $1,200. 

KAISER—'47 4-dr., $600. 

MERCURY—'49 4-dr., $1,475. 

NASH—'48 (600) 4-dr., $990. 

OLDSMOBILE "49 (98) 4-dr.. $1,815 


PLYMOUTH—'41 4-dr.. $135, $100. 
PONTIAC—'49 (8) 2-dr.. $1,.725*. $1,645 
48 4-dr.. $1,215. '46 4-dr.. $785. 


LEBANON, N. J. 


‘Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept. 6.) 
(Dealers buying again at the new, 
lower prices. Retail still slow. Sold 57 

units out of 89 offerings.) 

BUICK—'50 Special sedan. $2,100*. ‘49 
Suver sedan, $1,910". ‘47 Super conv. 
goal "46 Buper . sedan, $900. ‘41 Spe- 
cial sedan 470. '40 Super sedan, $400 

CHEVROLET —'50 SL Deluxe a a. 
100*, $1.910. $1.870; SIL Special’ busi- 
ness coupe. $1,500. ‘49 SI. Deluxe sedan 
$1,480, $1,450, $1,430 $1.410. ‘48 FL 
aerosedan, $1,235: FM sedan, $1,110 
‘47 FM sedan, $950. $910. '46 SM sedan 
$860, $820. ‘41 SD sedan $470, $440 
$410. "40 SD sedan, $370, $335 *39 
MD sedan, $260. ; 

CHRYSLER—'47 NY sedan, $1,200*%. °46 
Windsor sedan, $960*. 

DeSOTO—'50 Deluxe sedan, $2,220* 46 
Custom sedan, $940*. 

DODGE—'49 Meadowbrook 4-dr., $1,670 
‘46 Custom sedan, $900. '40 sedan. $380 

FORD—'50 CD (8) sedan, $1,770: Deluxe 
(8) sedan, $1,510. '49 Custom (8) sedan. 
$1,300, $1,270, $1.240. '48 Deluxe sedan. 
$890. ‘47 SD sedan. $860. '46 SD club 
coupe, $800. ‘41 SD sedan, $430. °40 
SD sedan, $340. '36 sedan, $170. 

KAISER—'48 sedan 4- dr., $810°. '47 4-dr 

ieee $740. 

MERCURY—’50 sedan, $2,115*. ’ ” 
aes 47 sedar 

OLDSMOBILE—'48 (68) club coupe, §$1.- 
310*; (76) sedan, $1,200*, °'40 sedan 
$265, $235. 

PLYMOUTH—’50 SD sedan, $1,865. ‘49 
SD sedan, $1,400. ‘46 SD conv., $850 
’41 SD sedan, $385. 

PONTIAC—'49 conv.. $1,765*. ‘48 station 
wagon, $1,240*. ‘46 SI sedan. $890 
"40 sedan, $300. 


ALBANY, N. Y. 


(Tim Anspach’s Dealers Auto Auction 
Sale every Monday. Prices are for sale of 
Sept. 5.) 

(Prices were about steady with those 
of three months ago. Little question. 
however, that the main direction was 
upward. Receipts not so high due to 
holiday. Sold 51 units out of 72 offer- 
ings.) 

BUICK—'49 RM 4-dr., $1.710*; Super 2 
dr., $1.510: conv., $1,950. ’'47 Super 
4-dr., $1,200. ‘41 Super 2-dr., $245 
club coupe, $270. 

CADILLAC—'50 (61) 4-dr., $3,700. "49 
(60) Special 4-dr., $3,050*; (62) 4-dr.. 
$?.800*: (61) 4-dr., $2,550. 

CHEVROLET—'50 FL Deluxe 2-dr., 2 at 
$1,810, $1,800, $1.900*: 4-dr., $1,840 
SL Special 4-dr., $1,750; SL Deluxe 4- 
dr.. $1,870, $1,850, $1.775, $1,975*; 2-dr 
$1.725: Suburban carryall, $1,520. ‘48 
SM 4-dr., $800. ‘41 2-dr., $150. 

DeSOTO—-'48 Custom 4-dr., $1,300. 

DODGE—'47 Custom club coupe, $910. 

FORD—’'50 CD (8) 2-dr., $1,620; con\ 
$2.200. ‘49 conv.. $1,290. °48 (8) sta- 
tion wagon, $1,150. ‘47 SD (8) 4-dr 
$950; 2-dr., $750. ‘46 Deluxe (8) 2-dr 
$650. 

HUDSON—’'46 Super (8) 4-dr., $610. 


KAISER—’51 Special 4-dr., $1,875. "48 
Special 4-dr., $670. 
LINCOLN. —'49 club coupe, $1,470. °39 


Zephyr 4-dr.. $260. 

MERCURY—'49 2-dr., $1,510; 4-dr., $1,45¢ 

NASH—'49 Super Ambassador 4-dr., $1 
300, $1,200*. 

OLDSMOBILE—-'48 (98) conv., $1,400° 
(68) station wagon, $1,325. ‘42 (76 
4-dr., $460*. 


| PONTIAC—'40 (6) 2-dr., $300 


oe — '48 Commander 4-dr 


$1, 
Oakland, Calif. The building has 18,55! square feet, with 13,370 devoted to service, Pro- wnltet..as Jeepster, $850*. ’'47 Jeep, 


prietor of the dealership is Melville McLaren. 


$500°. 
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On the Financial Front... 
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Oil Dividends Gain 
11.8% in First Half 


By George Deery 
Associate Editor 
( ‘HASE NATIONAL BANK’S con- 
4 tinuing study of 30 oil com- 
panies brings good news to holders | 


of petroleum securities in regard | 


to earnings, outlook and profits. 


“Because of the improvement 
for earnings for the second quar- 
ter, the net results for the year 
1950, based on present income tax 
rates, should be greater than 
those reported for 1949,” the re- 
port prepared by the  bank’s 
petroleum department points out. 
Net earnings in the second quar- 

ter were 15.3 percent higher than 
the corresponding period a year 
ago. This boost is in sharp con- 
trast to the first three months of 
this year when profits were down 
16.4 percent from the same period 
a year earlier. 

Dollarwise, the 30 firms netted 
$385,000,000 in the quarter ended 
June 30. 

* x + 
1 pwnage are likely to move 
upward, too, it is indicated. In 
the first six months of this year, 
stockholders received $273,000,000, a | 
hike of 11.8 percent, compared with | 
the corresponding period in 1949. 


The only “down” aspect in the 
oil picture is the prediction that 
capital expenditures of the oil 
industry will be off in an esti- 
mated range of 10-15 percent 
from the $2,284,000,000 spent for 
improvements and expansions 
last year. 

Dividends accounted for 38.8 per- 
cent of available earnings and this, 
coupled with reduced new plant 
sums, meant that only $110, 000,000 


I-H Truck Sales | 
Hit $2'2 Million; 
Profit Declines 


The importance of truck sales to 
International Harvester is indicated 
in their total of $209,549,000 in the 
first nine months of the fiscal year 
ended July 31. Showing the great- 
est gain for any of International’s 
products, the latest available total 
compares with $196,957,000 in the 
corresponding 1949 period. 

Sales for all products reached 
$772,860,000, against $704,644,000 in 
the preceding nine months, but 

profits declined to $45,534,000 
from $48,910,000 in 1949. 

For the six months ended Apr. 30, 
net income was $23,403,000. In the 
like period of 1949, profit was re- 
ported at $37,479,000. 


H iia in Omaha 


Rosen-Novak Co., 21st and Far- | 
nam Sts., Omaha, has been ap- 





pointed a Hudson dealer. 


;}marked for pipeline 
| and debt retirement. 


ers. 


was obtained in outside financing. 
A major part of this sum was ear- 
construction 


+ * * 


ARNINGS of finance companies 
this year will 


and the subsequent decline will be 
gradual, since receivables on hand 
will 
least two years. 

Some increase in used-car busi- 
ness may help, and earnings from 
insurance interests and other oper- 





Auto Stocks 
Sept. 11 Sept. 1 


Chrysler 6834 72 
Crosley .... 2% 3% 
General Motors 90% 90% 
Hudson : 15% 15% 
Kaiser-Frazer 7 1% 
Nash-Kelvinator 18% 19% 
Packard 4% 4% 
Studebaker . 30% 31% 
Tucker .... 10 10 
Willys-Overland 8% 9 
Average for — — 
10 Stocks . 24.63 25.29 





ations will provide a good measure 
of earnings support. Resumption of 
credit regulations is generally ex- 
pected, but this may not have 
any serious effect on the business 
of the major units, it adds. 

They have been requiring ade- 
quate downpayments all along, 
and their standard limitations on 
repayment periods have been 
such that their earnings poten- 
tials would be only slightly re- 
duced by a reduction in the 
repayment period from, for ex- 


| ample, 24 months to 18 months. 


Increased taxes and higher ex- 
pense ratios will have a heavier 
impact on earnings. While some 
decline from this year’s record level 
is to be expected, it should not be 
precipitous, the service concludes. 

* 


GM Split Vote 
Set for Sept. 27 


General Motors’ special meeting 
of stockholders to endorse the two- 
for-one split in the corporation’s 
common stock will be held in Wil- 
mington, Del., Sept. 27. 

The session will also be asked 
to consider the GM _ hourly-rated 
employe pension plan and the re- 
vised program for salaried work- 
Approval of the stock plan 
will give the firm 150,000,000 shares 
|}of common aoe ees. 


Sp lits Stock 


—. Products 
Divides 2-for-l 
No date has yet been set for the 
special meeting of stockholders of 


Thompson Products, when they will 
vote on approval of the directors’ 


decision to split the common stock | 


two-for-one. The expected ap- | 
proval would give the firm 1,049, 514 | 


outstanding shares. 


The usual reasons for multiplying | 
a corporation’s shares—a broader 
market and to make the price more 
appealing to the average investor 
were noted by president F. C. Craw- 
ford in commenting on the move. 

e + 4 


Standard Products Ups 


Sales 22% in Year 


Net profit of Standard Products 
in- 


| establish new} 
records, Standard & Poor’s reports, 


carry the companies for at | 








Co. totaled $385,837 and sales 
creased 22 percent during the year 
ended June 30, President Harry D. 
Myers said. Standard is a major | 
manufacturer of automotive locks 
and hardware, molded rubber and 
plastic products, as well as pro- 
ducer of automotive window chan- 
nel. Sales for the 1949-50 fiscal | 
year totaled $16,264,035, nearly $3,- | 
000,000 above the previous peace- | 
time record of $13,302,367 set in the | 
preceding year, but net profit after | 
taxes was down $20,000 from the| 





Centennial Time— 

Although these men resemble the Stude- 
baker brothers, their relationship with the 
transportation pioneers is only as close as 
their Studebaker dealership in Harrison, O. 
The whiskers are worn in commemoration of 
the town's centennial. Left to right: Carl 
Hetterson, mechanic; Frank Roudebush and 
Melvin Souders, partners in the dealership. 


LOWER PRICES 
_ove rte 1951 FRALER 
WER ARICES 
1951 KAISER 


oe 
HENRY J. 


eee 


é — 
aa 
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Richardson in Fort Worth— 





Floyd Richardson, former field sales executive with Ford, Chevrolet and Chrysler, signs a 
Ft. Worth (Tex.) franchise with Kaiser-Frazer. Until recently, Richardson operated a Dodge- 
Plymouth firm in Galveston. Standing, left to right, are his brother, E. L. Richardson, part- 
ner and office manager; Jim Landers, president of Skyline K-F Co., Dallas distributorship, 
and A. W. Wesler, K-F = manager. 





)sons are available. 








$405,570 return for the 1948-49 ban teen at a rate which would 
ness year. |exceed $20,000,000 if continued dur- 

Myers pointed out that $356,000|ing the remainder of the year,’ 
of the year’s total net profit of | he said. 


$385,837 were earned in the last ee 
| quarter. Earnings 
“We are now doing 2% times as| Hupp Corp. 


Net loss $212,610. 
Net loss $113,536. No compari- 


much business as we did four years | 30: 
ago, and during July and August | ter: 


is eee 











LADY VOYAGER 


Ladies’ 3-pc. Set consists of Weekender, Wardrobe 
and Pullman in TOP-GRAIN ANILINE COWHIDE. 
Matching cowhide binding gives bumper protection 
the long way around each case... not just the ends. 
Lined with Coronation Satin. 


Dealer's Cost: $116.00 per set 
Also shown: Victoria Train Case. 


Dealer's Cost: $31.00 
WARDROBE p 


Scientifically designed lightweight hanging fixture car- 
ries eight dresses without wrinkling. Protected by a 
pleated curtain. Tie-tapes and four full-shirred pockets 
care for a large quantity of addi- 
tional clothing and accessories. 
Three shirred pockets keep numer- 
ous small items securely in place. 
(21''x18"'x8'/2""). 














<q PULLMAN 


Ideal for packing bulk wear- 
ing apparel for long trips. 
Five full-shirred pockets, one 
of which is removable, zip- 
pered and waterproof, hold 
accessories. Tie-tapes prevent 
shifting. (26''x16''x8"'). 


a WEEKENDER bods ample 
clothing for a weekend trip. Smaller 
version of Pullman case (see above) 

(21° x13'/2''x6/2"') 


G TRAIN CASE An ideal case for the 


overnight visit, with ample space for per- 
sonal clothing. Removable eoseled mirror 
in lid. Sliding jewel tray. Shirred pockets 
Lifetime wear elastic loops hold your 
cosmetic botties and jars. (14°'x!0''x8"') 


@ Hand-polished solid 
brass hardware 






FIELD EXECUTIVE P» 


Men's 2-pc. set consist- 
ing of Convertible 2- 
Suiter and Companion 
in Imported Pigskin 
(hazel) or Top-Grain Aniline Cow- 
hide. Simply snap Maximillian's Ex- 
clusive SUIT-PAC (shown at right) 
out of Convertible 2-Suiter (shown at 
left) and you have an ultra-lightweight all-purpose 
bag. SUIT-PAC permits easier and rapid wrinkle- 
free packing and unpacking. Contains: built-in 
soiled laundry compartment; tie rack; 2 light- 
weight hangers; zipper closed curtain; and stiff 


divider. Dealer's Cost: $89.00 





YOUR CUSTOMER'S INSURANCE POLICY 
for lasting satisfaction. Only Maximillian Luggage is 
BONDED by a National Bonding Company fer five years 
against all defects in workmanship and materials 


31 


It was also 
announced that the company has 
entered into an agreement covering 
the sale of its non-operating De- 
troit plant, which together with the 
sale of certain surplus equipment 
will add approximately $1,300,000 to 
the cash working capital of the 
company. This plant has been par- 
tially leased and has not been used 
in operations for some time. 
Sterling Motor Truck — Nine 
months to July 31: Net loss after 
an $18,000 tax credit was $33,935. 
contrasted with a loss of $36,600 
last year after a $20,000 tax credit. 


Standard-Thomson Sets Net 
At $521,831 for Year 


Standard-Thomson Corp. reports 
for the fiscal year ended May 31 a 
net profit, after all charges and 
taxes, of $521,831, equal to $1.04 per 
share on the 499,687 shares of 
capital stock outstanding. This 
compares with a net profit of $510,- 
309 or $1.02 a share in the preced- 
ing fiscal year. 

Net sales amounted to $7,093,622 
as compared with $7,690,288 in the 
previous year. Net working capital 





—Six months to June|as of May 31 amounted to $2,168,- 
June quar- | 314, as compared with $2,065,650 a 


|year previous. 


$159.50 
EXTRA ON 


EVERY CAR 
YOU SELL! 





NOW IS THE TIME! 


With cars in short supply and becoming 
harder to deliver every day—here's your 
opportunity to increase substantially your 
earnings per car. Car buyers are travel- 
minded and, therefore, excellent luggage 
prospects. Your customers will be quick to 
accept a handsome set of luggage which 
can be paid conveniently as part of their 


regular monthly payments on the car. 


Make $159.50 when you sell the 4-piece 
LADY VOYAGER set and the 2-piece men's 
FIELD EXECUTIVE set. 


LOW PRICED SPECIAL—make $84.60 when 
you the 
6-piece WAYFARER set. 


sell low priced Leather-Hyde* 





ORDER 
DIRECT 
FROM 

THE 
MANUFAC- 
TURER 


TODAY! 








FIRMAN LEATHER GOODS CORP. 
137 E. 25th St., NEW YORK 10, N. Y. 


COLORS: Cherrywood (deep cherry-brown), GINGER 
(rich medium tan), SADDLE el natural tan). VOYAGER 
also in eggshell-white RA 


Please ship following: 


Matching Victoria Train Case 





Firm Name____ 42—2 pe. FIELD EXECUTIVE Set 


a 


 caaagiaeGinncan State 


Travel Master in Top Grain Cowhide 


Travel Master in Deep Buff ( Cowhide 


&pe. Leather- --Hyde* 


Buyer's Signature. 


BONDED LUGGAGE — THE IDEAL GIFT 


* Thoughtful 
oie aa Tait oe) 











* Lasting 
Suitable 


* Appreciated Includes Men's 2-Suiter and Com- 


anion, Ladies’ 14" Train Case; 
1"' Weekender; 21" Wardrobe; 
26"' Pullman 


* Original 


* for the person ‘who has everything 





#1—3-pe. LADY VOYAGER Basic Set | | | 


TRAVEL MASTER 2-pc. Matched Men's Sets (Not Illustrated) 


nena npnenenaccncnenncacssssssssessncsssnennensocasnennsesseee 


Advertised § 
Consumer Price® 
Incl. Fed. Tax ' 


Your 
Color Dealer's Cost 


Quantit 





S1t6.ce =| gaaz.ee 
—s 
$ 31.00 $ 63.00 
$89.00 | $178. a 


a 72.50 
$ 54.00 
WAYFARER Set (Not Illustrated) 


$147. 00 
$107. 90 


$127.00 $253 


: 
| 
2 














Schwartzburg in Milwaukee— 

The Schwartzburg Chevrolet Co. staged a ‘'Schwartzburg Swingover'’ celebration Aug. 
11-12. William Schwartzburg (left), president of the dealership, has been a dealer for more 
than 25 years in Milwaukee and suburbs. In recent years he has been joined by his three sons 
(left to right): Byron, Robert and Elmer. In 1948 the Schwartzburgs completed an extensive 


LA 
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Lawsuits Affecting Dealers ... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 
RECENT higher court held 
that the purpose of the cer- 
tificate of title act is to prevent 
theft of motor vehicles, importation 
of and traffic in stolen vehicles and 
sale of encumbered vehicles with- 


out disclosure to the purchaser of | 


all liens on the car. Also, such 


laws are strictly construed. 


For illustration, in Harris Coun- 
ty Tax v. Reed Auto Co., 225 S. W. 
(2d) 586, it was shown that a state 
law makes it unlawful for any 
person to sell, trade or transfer 
any used motor vehicle required to 
be registered under the laws of 
this state unless, at the time of 
delivery “such vehicle has been 
registered in this state.” 


license receipt and assigned cer- 
tificate of title with tax assessor- 
collector of county of his resi- 
dence and pay the prescribed 
fees for such transfers. 
| However, this court held that 
|this law is not applicable to deal- 
ers in new automobiles. The court 
| said: 
| “Fherefore, such (new) vehicles 
| were not required to be registered 
| before their sale to an owner, but, 
after the purchase and delivery of 
|the vehicles, the owner would pro- 
|}cure a certificate of title.” 
* * * 


| 
| 


Must Prove Negligence 
ODERN higher courts consist- 
ently hold that a garage own- 

jer is a legal bailee who is not 

|liable for theft or destruction of 


| . : : 
jautomobile owner delivered his au 


| tomobile to a garage and that th 
| garage owner returned it in a dam 
|aged condition on account of ; 
|fire which destroyed the building 
In subsequent litigation the 
higher court held that the auto- 
mobile owner could not recover 
damages from the garage owner 
| unless he proved that the fire 
was started or caused by negli- 
| gence of the garage owner or his 
| employes. The court said: 
| “It may be stated at the outse 
that a bailee (garage owner) i 
}/not the insurer of the bailed prop 
erty. He owes the duty to exercis: 
due care only.” 
| For comparison, see Corrao \ 
| Dewey Garage Corp., Sup., 24 N. Y 





S. 592. Here an automobile was 
istolen while it was stored in 
|garage. The court said: 


| “Any exercise of dominion ove: 
another’s goods, to his loss, is 

conversion, and a bailee is liable 
to the owner for their value if he 
negligently delivers the goods to 


: |the wrong person.” 
jan automobile left in his care, un- . == 
|less the testimony proves that the 
| garage was negligent. 

For illustration, in Strange v. 


Price Auto & Service Co., 218 Pac. | 


building program resulting in one of the largest and most modern dealerships in Wisconsin. | 


The Reed Auto Co. is a dealer 
in used motor vehicles. The court 
held that where the dealer pur- 
chases a used automobile he be- | 
comes the “transferee” thereof 





Drive-In Loses Fight 
To Darken Auto Lot 


received a Kaiser-Frazer franchise. 
The firm is headed by Joe J. Mek- | 
Rainbow K-F Sales, Inc., 2626 S./nes, president, and Earl I. Cashar, | ; . 2 |. WEST SPRINGFIELD, Mass. 
Tacoma Way, Tacoma, Wash., has | vice-president. ‘ and he must file a registration |‘ (2d) 208, it was shown that an | Leader Chevrolet Co., Inc., can turn 

; Oe \sitasts . a cao 5 — a ———|}on its eight clusters of 1,000-watt 
lamps which generate 72,000 watts 
of light to light up its auto sales 
lot at Memorial Ave. and Union 
St., because Judge Good in the 
superior court in Boston has dis- 
solved a temporary restraining 
order previously issued at the re- 
quest of the American Amusement 
Centers, Inc, 

The amusement centers operated 
jan outdoor motion picture theater 
jon land adjoining the auto sales 
jlot, and alleged it was threatened 
|with the loss of one-third of its 
patronage because the large clus- 
|ters of lights entered the windows 
|of the cars and prevented patrons 
|from seeing the pictures. 


AAA Membership 
Tops 3 Million 


WASHINGTON. — More than 3,- 
000,000 of the nation’s car owners 
|are now members of the American 
Automobile Assn., President Lou E 
Holland announced last week. 

As of July 31, the AAA reached 
a total membership of 3,005,607, rep- 
|resenting a more than 10 percent 
increase over the membership of a 
| year ago. 


K-F in Tacoma 














IN CLEVELAND EVERY DAY 


salt 











Smith to Van Valkenberg 


| E, B. Van Valkenberg, owner of 
|Kansas Electric and Auto Supply, 

220 N. Third, Manhattan, Kans., 
|has acquired the Hudson dealership 
jin the Manhattan territory. The 
| Hudson franchise was formerly 
| held by Smith Motors. 








avon oil of Ton read The Tress 


Cleveland has more than fifty suburbs — some large and some small. TTT 


. ; ‘ ‘iL 
All contribute to the importance of this great metropolitan market. ois 


Some are strictly residential, having neither business nor industry. 
Others are so much like the central city that even established natives 


cannot point out the boundaries. Wherever you find people — in Cleveland 





| LAS-STIK’S THE LEADER in the 
| polishing cloth field—a better prod- 
| uct than ever now with SILICONE 
added to the impregnation. There's 
EXTRA VALUE in this big, heavy- 
nap flannel cloth with stitched edge, 
in serviceable metal container. Actu- 
ally gives 5O DRY WASHES FOR 
50c. Fine for furniture, too. If job- 
ber can't supply, order direct from: 
Las-Stik Mfg. Co., Hamilton, Ohio 


or any of its suburbs—you will find that seven out of ten are every-day 


Press readers. That means sales results for you on any day of the week. 





THE ORIGINAL 
WAX-TREATED 


POLISHING CLOTK 


FOR AUTOMOBILES AND FURNITURI 
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Among the features that sell cars, quiet travel is important. 


ot / And among the many goals at GM it ranks high. 


é 
So the world gets told about GM quiet in ads like the one 


shown here. Like all the ads in the GM key campaign— 


d of - 
0 Us V7 i making a big noise in magazines each month—this runs in 
full color, usually as a two-page spread. 


Result? One more GM value-fact made clear in the minds of 
millions. And your prospects are among them. 
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ne 
As cars ride over every kind of road, engineers 
with super-sensitive instruments keep probing for 


p 





vibration points that build up noise, figuring out 
ways to eliminate it. 


6. Package in ap 
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Congress Blamed for Leaving Inflation Gap Open <* 


Higher Prices Seen Certain 


CHARLOTTESVILLE, Va.—Price 
increases may be expected to result 
from congressional failure to close 
the new inflation gap which will be 
created by increased defense ex- 
penditures and the treasury’s in- 
sistence on cheap money rates, Dr. 
E. A. Kincaid, finance professor at 
the University of Virginia, 


pre- | 


dicted in addressing an economic | 


session of the Virginia Bankers 
Assn.’s trust and banking schools 
here. 

Noting that, politically, infla- 
tion seems more preferred by the 
people than imposition of taxes 
and allout controls aimed to pre- 
vent rising prices and wages, Dr. 
Kincaid warned that we should 
all be on guard that the inflation 
be a moderate one, at most. 

He declared that inflation should 
be regarded as a method of taxa- 
tion, a concealed tax, and a method 


of paying for the excess expenses | 


of defense. In theory, he said, a 
modest inflation taking place slow- 
ly may not be greatly felt. 

Dr. Kincaid pointed out, however, 
that since the start of World 


CU 


these are Spicer talents that have made Auburn 
and Brown-Lipe Clutches so outstanding 


Spicer has been a “natural” in the automotive industry since 1904. 
From the very first days of the automobile, Spicer has orginated, 
developed and improved power transmission equipment of major 


War II, prices have moved up 70 | 
percent, most of which took place | 
after controls were removed fol- | 
lowing V-J day. 

The result, he said, is that any-| 
one who bought a savings bond in | 
1940 for $750, had only $590 in| 


| purchasing power when he cashed | 


it in for $1,000 this summer. If} 
prices continue to advance in the} 
present wage-price spiral, purchas- | 
ing power of a person’s savings | 
will be additionally taxed, he em-| 
phasized. | 

Dr. Kincaid predicted that the 
current fiscal year would show fed- 
eral expenditures increased by an 
added $19,000,000,000 for defense 
purposes, so that federal spending 
will be $59,400,000,000, while added 
taxes thus far promise to take 
only $42,300,000,000, leaving a deficit 
of $16,700,000,000. 

He noted that against this 
deficit, an additional $5,000,000,000 
or possibly $10,000,000,000 may be 
voted in taxes next January, and 
consumer credit and real estate 
mortgage credit controls to be 
instituted might cut down public 
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las a concealed tax upon everyone, |and bills, 


Mont 


naturally creative, naturally progressive, 


demand for goods, so that the 
inflationary pressure of the large 

federal deficit will be lessened. 

Some question exists, he said, as 
to whether the full amount of the 
deficit will be spent in the fiscal 
year. 

Dr. Kincaid further stated that 
Congress might cut as much as 
$5,000,000,000 off such spending as 
the Federal National Mortgage 
Corp., Commodity Credit Corp., 
agricultural price supports, public 
works and foreign aid, but thus far 
has shown no substantial evidence 
of courage to cut this deep. 

He assailed as “pure hypocrisy” 
the treasury’s avowed objective of 
“saving money” by keeping interest | - 
rates down on the federal debt, if | the money supply and keep it from 

: S ‘ Seca | 
es ated taiwan ani canon further, and the result 
prices are forced to higher levels.|4@5 been higher interest rates on 
This constitutes a huge hidden cost | Short-term funds, including out- 
of the federal debt financing as well | standing treasury notes, certificates 


| Arndt-Palmer Expands— 


| mately three times the manufacturing space 


purpose to refund 
Reserve | maturities at 1% percent. Pointing 


he maintained. 


He said the Federal 


Board’s current controversy with|out that treasury heads have al-| 


the treasury is an effort to control|ways sought the objective of 








importance. Typical of Spicer advancements in the automobile, 
truck, bus and tractor fields are the Auburn and Brown-Lipe 
Clutches, performance- proved in many millions of installations. 


There is an AUBURN CLUTCH for every Passenger Car, Truck, Bus and Wheel Tractor Need 





Auburn Clutch pressure springs run cool— 
retain their full functional action for a 
long time—because they are mounted on 
the cover instead of the pressure plate. 


612 Inch 





9% Inch 





10 Inch 






812 Inch 


Auburn Clutches have been 
approved and accepted as 
original equipment since 1937. 
They are manufactured in a 
new, modern plant, fully staffed 
and equipped with the most 
modern tools and systems for 
an annual capacity of over a 
million complete clutch assem- 
blies. Major features include: 
25% Less Weight 30% Fewer Parts 
Runs Cooler 
Longer Spring Life 
Torsional Vibration Damper 
Patented Flexible Center 
Patented Cushion Eliminates Chatter 


New Positive Pull-Back 
Complete Range of Sizes 


10 and 11 Inch 





SS 
102 + 10% + 11 Inch 


The BROWN-LIPE CLUTCH offers Outstanding Performance for Heavy-Duty Trucks and Buses 


Operators experienced with Brown-Lipe Clutches readily accept 
the small initial higher cost in exchange for the exceptional 
performance and long life of these units. . . Features include: 


UNIFORM OVERALL PRESSURE. Through 360° of pressure plate. 

SIMPLE SCREW THREAD ADJUSTMENT. Permits quick, easy adjustment. 

LONGER BEARING LIFE. Completely shielded release bearing. 

NON-WARPING PRESSURE PLATE. Made of heat treated alloy. 

SMOOTH. Flexibility of levers results in smooth pick-up. 

NO CHATTER. Assures longer life. 

LOW PEDAL PRESSURE. Remains essentially constant throughout clutch life. 

FEWER PARTS. Greater efficiency with less upkeep. 

INSULATED SPINGS. Not in contact with pressure plate; heat from plate 
cannot destroy their temper. 

ECONOMICAL. Delivered completely engineered, not necessary to design 
or purchase special transmission front bearing caps, clutch release 


bearing or housings. 


46 YEARS OF 


Spicer 


SERVICE 





PASSENGER CAR AXLES ° 





SPICER MANUFACTURING Division of Dana Corporation, TOLEDO 1, OHIO 


CLUTCHES * TORQUE CONVERTERS © PARISH FRAMES 


TRANSMISSIONS © SPICER “BROWN-LIPE” GEAR BOXES © PROPELLER SHAFTS 
UNIVERSAL JOINTS © FORGINGS ¢ STAMPINGS « RAILWAY GENERATOR DRIVES 


Arndt-Palmer Laboratories, manufacturers of used-car interior reconditioning materials, 
| completed an addition to its plant in Melvindale, Mich., that will not only give it approxi- 


despite the treasury’s | 
its September | 





18s 


formerly used but a new modern laboratory 





financing their debts at cheapest 
|possible rates, Dr. Kincaid said 
this is the reason why the treasury 
should not be given central bank 
| powers. 

The FRB, he explained, in its 
efforts to exercise its powers as 
a central bank to limit the money 
supply and counteract inflation, 
has for its objective an orderly 
market for government securities 
| in which the interest rates will 
| ultimately be set by the inter- 

play of free market forces, and 

thus the inflationary effect of 
financing federal deficits through 
purchase of treasury securities by 

banks could be reduced to a 

minimum. 

Although some increase in pro- 
duction can be expected to offset 
ithe increase in the money supply 
due to federal deficit financing over 
the next fiscal year, Dr. Kincaid 
said it did not appear that this 
would be enough to prevent the rise 
of prices. 


He said the result of rising prices 
is that a “purchasing power risk” 
has been added to the risk of loss 
due to other causes which an in- 
vestor must always consider. 

Observing that perhaps Prof. 
Sumner Slichter of Harvard uni- 
versity “had something” in his pro- 
posal that the treasury be required 
to pay off its savings bonds in a 
sufficiently large number of dollars 
to make up for purchasing power 
lost in higher prices, Dr. Kincaid 
‘asked why only labor should be 
protected against rising prices by 
such contracts as that with Gen- 
eral Motors which provides that 
wage rates shall be lifted every 
time prices go up. 

Terming this a “lopsided econo- 
my,” Dr. Kincaid asked: “Why 
should not rates of interest on 
securities and profits and return on 
capital be guaranteed on a similar 
increase to protect owners from 
loss of purchasing power?” 

* * * 


Heavier Taxation Urged 


'By Bank in Boston 

BOSTON. — A warning against 
the dangers of unsound plans aimed 
at avoiding federal taxes and the 
necessity of sharply curbing federal 
expenditures has been sounded by 
the First National Bank of Boston 
in its current New England Letter. 

The bank holds that in both 
ancient and modern times, the con- 
sequences of unsound monetary 
policies have followed the same 
general pattern whether the expan- 
sion in the money supply has 
stemmed from the printing press 
or has been provided by the cen- 
tral bank as fiscal agent of the 
| government. 

“At the very time that this coun- 
|try is fighting for its life,” declared 
| the bank, “we are expanding social 
|security and making promises of 
more pleasant living. But we are 
pitted against a nation whose peo- 
ple are inured to hardships, whose 
living standards are not far above 
a subsistence basis, and whose 
|satellite soldiers are given a few 
handfuls of rice and required to 
live off the land of their enemies. 

“To meet this challenge the 
American people will be forced to 
tighten their belts and pay more 
}in taxes despite the high level that 
now prevails. Because of the grow- 
ing burdens, attempts will be made 
to find an easy way out, as has 
been true in this country and in 
other countries during many trying 
| periods.” 


AUTOMOTIVE NEWS WANT ADS hav: 
| been proven the quickest, least expensiv> 
|method of reaching the men who wart 
what you have or have what you want! 
See the back pages of this issue 
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= | HE new car market really moved in 1950. In New 

th | York City, 95,490 registrations were racked up in the Here’s What The Survey Reveals: 
ry | first six months, a gain of nearly 50 per cent over ‘the ; ; 
me | ; . @ Sales rank of new private and busi- 
n- same period in 1949. This represented more than nese-owned cats, Reled sencrciely. in 
ss $200,000,000 in new car sales. a borough-by-borough analysis. 
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n- Py : ca : of 115 New York Sales Districts. 
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HEARST ADVERTISING SERVICE 








Long Beach Ford Sales Champ— 
Long Beach (Calif.) Ford district sales manager (left), 
Hatch, western regional sales manager (right), congratulate Douglas Cowan, salesman for | 
Studio City Ford dealership, who was declared the top Ford salesman for cars and trucks 
for all 163 Ford dealerships in the Long Beach district in connection with first announced 
members of newly organized national Ford salesman's club. 


Jim Roberts, 


Bernard Courteol Named 


Ford Field Supervisor 
Bernard Courteol has been 

named field supervisor of Ford’s 

dealer development office. 
Formerly head of the analytical 
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subsection of the Ford business 
management department, Cour- 
teol joined the company in 1946 
at Kansas City. He was business 
manager of the Lincoln-Mercury 
district sales office there until his 
transfer to Ford at Dearborn last 





director of 
accounting and assistant treasurer 
of Four Wheel Drive Auto Co., has 
been elected a director of each of 


Donald M. Russell, 


the company’s two 
Eagle Mfg. Co. of Appleton, Wis., 
and Four Wheel Drive Auto Co., 
Ltd., Kitchener, Ont. 


* * * 
Francis Named Manager 


Of CIT El Paso Office 


Lew E. Francis has been pro- 
moted to branch manager of Uni- 
versal CIT Credit Corp. at El Paso, 
Tex. Before his recent appoint- 


|ment, Francis was employed by his 
and Arthur | 


company as a credit man at the El 
Paso branch office. 


* * - 


| Transport Assn. Names 


Norton for Dallas Office 


A southwest regional office of the 
Transportation Assn. of America 
has been established in the Mer- 
cantile Securities building in Dallas. 

The Dallas office is in charge of 
Frank Norton and will cover Tex- 





subsidiaries, | 


| 


| 
| 


| 
and Louisiana. It will further the | 
association’s efforts toward keep- 
ing public ownership out of the 
transportation field. 

* o * 


Reynolds Metals Elects 
Ingram to Vice-President 


Adm, Jonas H. Ingram, U. S. 
Navy (retired), of Coronado, 
Calif., has been elected vice- 
president of executive sales of 
Reynolds Metals Co. by the board 
of directors. 

Ingram has been associated 
with Reynolds Metals Co, since 
Dec. 1, 1949. He served as com- 
mander-in-chief of the U. S, At- 
lantic fleet in World War II. 
Prior to retirement, he served 45 
years in the Navy. 

* ” ~ 


Ford Transfers Jeter 


Appointment of E. Claude Jeter 
as manager of Ford Motor Co.'s 
new production foundry under con- 
struction at Cleveland is announced 
by Del S. Harder, manufacturing 
vice-president. Harry G. McMurry 








Dearborn Iron Foundry, succec |- 
ing Jeter. 


* + * 


La Fleur Is Named 

Albert A. La Fleur has been 
elected vice-president and_  sal:s 
manager of the newly organiz:d 
Truk-O-Weigh Corp. in Omaha. t., 
B. Fixley, Omaha truck dealer, is a 
director. The firm will manufac- 
ture the Eckman-Orr patent for 
a vehicle content weighing devi: e 

* * * 


Creative Names Bradley 


The appointment of Arthur L, 
Bradley as sales manager of Cre- 
ative Industries of Detroit has been 
announced. Bradley is a veteran of T 
25 years in the automobile body 
industry and is past president of 
the American Society of Body En- 
gineers. 


+ . * 
Utermohlen with Brakeblok 
American’ Brakeblok division, 
American Brake Shoe Co., an- 


nounces the appointment of Ru- 
dolph F. Utermohlen as _ district 


representative for replacement 
sales in Ohio and West Virginia. 
* + * 


Fruehauf Names Gregg 


April. 


as, Oklahoma, Arkansas, Tennessee 


has been appointed manager of the 











PIM AML RT 


AMERIGAS FASTEST SELLING UNDERBODY COATING 





WRITE, wire or phone 
Lion Oil Company 
today for Lion’s com- 
plete, backed-by- 
advertising plan. It 
can bring you extra 
profits...in a hurry. 





Nokorode sprays on thinner and dries faster 
because it is made in concentrated form. 
Actually, Nokorode forms a much tougher, 
more adhesive coating than other products 
which are applied two or three times thicker 
...80, with Nokorode, you save up to 4% 
your material cost per job! You profit more 
... because you use less material, yet get 
the job done faster, better and at lower cost. 
(Nokorode can be applied as thick as is 
recommended for competitive products, but 


LION OIL COMPANY, El Dorado, Arkansas 


IN THE 


SATURDAY EVENING 


Post 


and 


TIME 


Full page advertise- 
ments like these in The 
Saturday Evening 
Post and Time pre- 
sell Nokorode to your 
customers...help you 
sell more Nokorode... 
\ make extra profits 
\ ... faster! 


ITS GUARANTEED! 


it’s not at all necessary.) 


Why is Nokorode superior? Lion’s patented 
process makes Nokorode more adhesive, 
more cohesive, more dense, and a better 
sound insulator. 


Made from the finest selected asphalts 
by Lion Oil Company, one of the 
world’s leading manufacturers of 
asphalts. Nokorode is naturally black 
—no useless coloring matter added. 





~~ | Fruehauf 






Fred E. Burnham, controller of 
Trailer Co. has an- 
nounced the appointment of Robert 
A. Gregg jr. as assistant controller 
in charge of factory and general 
accounting. 

* * o 


|General Tire Assigns 

| Taylor to Capital 

Appointment of J. G. Taylor as 
| director of government opera- 
tions for General Tire & Rubber 
Co. is announced by Vice-Presi- 
| dent L. A, McQueen. 

The Washington assignment is 
a homecoming for Taylor. He 
joined General Tire 12 years ago 
as a sales territory representa- 
tive in Washington. 


* + * 


CLT. Promotes Anstaett 

Clarence R. Anstaett, of Cincin- 
nati, has been promoted to branch 
|manager of the Universal C. I, T. 
|Credit Corp. office in Cincinnati. 
* * + 


| Roth-Kelley Blue Book 


| ©. E. Roth of Sacramento, Calif., 
has been named by Kelley Blue 
Book to cover northern California, 


northern Nevada and Utah. 
* +. ” 


Purolator Names Rieth 
Herbert J. Rieth has been ap- 
pointed assistant purchasing agent 
of Purolator Products, Inc., of Rah- 
way, N. J., manufacturer of Mi- 
cronic automotive oil filters and 
| other types of filtration equipment. 
* . + 











| 























| Tuthill Spring Names Nelson 
| Head of Replacement Sales 


Don Nelson has been appointed 
sales manager of Tuthill Spring Co., 
Chicago, to supervise the replace- 
ment spring division. For the past 
several years he was in charge of 
sales for Burton Auto Spring Co. 












LICENSE PLATE 
FASTENERS 





On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each..... $ .20 
Packed 12 to Box- 


Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish 
Order Direct from... 






















HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 


Photog 





100 Service Items 
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Velon fabrics woven 
by Hafner Associates, 
Empire State Building, 
New York 1, N.Y. 
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” The Bertley Company lets Velon seat covers literally sell 


themselves. Mr. Bert Levy, president of Bertley Seat Covers, 
has achieved nation-wide distribution on a manufacturer to 
dealer mail order business. His strongest selling points 

are the Firestone name—and the amazing product-features of 


smart, colorful seat cover fabrics woven of Firestone Velon. 


With seat covers to fit every car model—even as far back 
as ‘35—and Velon patterns to fit every taste, Bertley products sell 


themselves to customers as well as new car dealers: 


@ Beauty of color and pattern. Gleaming, lustrous colors... 
smart pastel shades...are ever-practical in Firestone Velon. 


@ Complete washability. Resistant to stains from grease, 
fruit, candy. Dirt and grime can’t work their way into 
Velon’s non-porous threads. Velon fabric needs only a wipe 
of a damp cloth to remove ordinary soil. Soap and water 


takes care of ordinary stains. 


@ Resistance to weather, water and scuffing. Velon fabric 
seat covers are ideal over convertibles; for family cars. 
Velon resists weather and sun damage, is unaffected 
by water soaking. Those tough Velon plastic threads 
shrug off the abuse of scuffing feet, of luggage, toys, tools. 
See how Velon fabric can make sales for you. For a complete 


list of weavers and resources write Firestone Plastics Company, 


Yarn Division, Pottstown, Pa. 






Photograph courtesy Bertley Seat Cover Co., Inc., 540 East Fordham Road, Bronx, N. Y. 
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Merchandising 


Memos to Dealers 





| ICK MONROE, sales manager 
” for Mike Persia Chevrolet Co., 
New Orleans, is trying out a new 
idea to promote truck sales by his 
salesmen. 

Only those salesmen who sell 
three or more Chevrolet trucks in 
August will receive “floor days” in 
September 


House of Goodwill 


N IMPORTANT piece of insti- 

tutional advertising was em- 
ployed by Henry Carroll, Inc., Lin- 
voln-Mercury dealer, Binghamton, 
N. Y., through a full-page news- 
paper ad built around the theme: 
“It’s a Safe Buy ... Whenever You 
Buy from the House of Goodwill.” 

The ad carried photos of all 
agency executives, members of 















his advertis 
yousellyour leat 
appears in full c 


Harper's Bazaa 


“Upholstered in Genuine Leather” is the finishing 


ement, designed to help 
her-upholstered models, 
olor in House Beautiful, 


r, House & Garden, and 


Vogue. 


Beenuine leather 
| | 


By Bob Finlay 


the sales staff and service force, 
as well as pictures of the service 
shop and office. 

Said ad copy: “From the begin- 
ning of this business we established 
a policy of fair, sincere and honest 
dealing that through the years has 


met the approval of the public in| 


a very successful manner.” 

The ad listed a six-point policy 
followed by the firm since it was 
opened in 1946: 

“1. We have not and will not 
make it necessary for any new-car 
buyer to be loaded with a lot of 
unwanted accessories. 

“2. It has never been our policy 
to force any new-car buyer to 
trade in their car to get a new 
one. 









that confers distinction on a fine automobile 


piece of furniture. And the durability that Genuine Leather 
affords, appeals to all with a sound sense of value, for 


while leather costs more it is more than worth its extra cost. ) 


THE UPHOLSTERY LEATHER GROUP 


Tanners’ Council of America « 100 Gold Street, New eS ae 


we can give a definite delivery date. 

“4. We accept deposits only on 
special car orders that ask for 
specific changes from established 
factory production. 

“5. It is our policy to deliver new 
cars to local buyers wherever pos- 
sible. 

“6. We still continue to offer the | 
lowest bank rates available and up 
to 36 months payment plan.” 

* + * 


Thorough 
N HATTIESBURG, Miss., Farrior | 


“Your Buick will be a snappy 
|starter, a peppy stepper, a miser 
|for mileage—if you let us tune up 
your engine now for peak Fireball 
efficiency! 

“Here’s why: We're thorough) 
and conscientious—we know your 
car as only Buick-trained special- 
ists can know it—and we follow 
factory methods, factory specifica- 
tions throughout. Phone us quick— 
made a date to come in soon.” 

+ * * 
Stitch in Time 
“MAKE Your Stitch in Time” was 
the theme of a newspaper ad 
;}used by Community Motors, Ltd., 
| Hamilton, Ont., to attract service | 
business. | 








“3. We have not and never will| The ad featured a cartoon of a| them is here 










touch 


a fine 


| 
take an order for a new car unless | %, 


Motor advertises: | 


it was running, sometimes two or 


(nah 


McDaniel's Display at Florida Exhibit— 


During the annual Florida citrus exposition, 





McDaniel Motor Co. 


(Chrysler), in Winter 
Haven, had a display featured by a demonstration of the Chrysler waterproof ignition 
system. A drum of water was suspended above a car to pour a stream on the engine while 


three hours at a stretch, as shown at the right of the 


above picture. The dealership also had 4,000 persons register for a chance to receive $500 


credit on the purchase of a Chrysler. 





man threading a needle as 
stands nearby. 
Said copy: 


American Leather Manufacturing Company, Newark, N.J. + The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, N.J. * Delaware Tanning, Inc., New York, N.Y. 
Eagle-Ottawa Leather Company, Grand Haven, Michigan + The Lackawanna Leather Company, Hackettstown, N. J. * Radel Leather Manufacturing Company, Newark, N. J. 


Nation-wide survey shows Genuine Leather Upholstery is 5 to 1 choice for open cars 


his car | 


“The right time to 
stop accidents is before they get 
started. The right place to stop 
in our efficient 
~ |give it a careful checkup. 


Studebaker service shop where 
skilled mechanics, modern equip- 
| ment and Studebaker factory- 
devised methods will help you. 
“You’re on the safe side when 
| your car’s in tip-top shape. Let us 
It’s the 


|right way to check accidents.” 
| * * * 


| Pedigreed Cars 


| FN BROOKHAVEN, Miss., 
| Motor used this approach: 
| “We DO HAVE Pedigreed Oaks 
Also We Have Pedigreed Pecan 
| Trees, BUT above all WE HAVE 
| PEDIGREED USED CARS. Every 
jone excelling in quality and de 
| pendability.” 


Kees 


* * * 

| Eve-Catching 

'T EINZ MOTORS, Emsworth, Pa. 
received “an awful lot” of vol- 
untary comment by running the 
name PACKARD in wood block 
letters one-third the size of the 
black-and-white ad itself. 

“Ad is an eye-catcher,” says 
William E. Haggerty, manager 
|“Response is away over our ex- 
pectations.” President is Joseph M 
| Heinz, sr. 

* oa > 


| Shortest Year 


AGGART-SCHUTZ PONTIAC. 
Buffalo, marked its first anniver- 
|Sary with an effective institutional 
|newspaper ad built around the 
jtheme: “It’s The Shortest Year 
| We've Ever Enjoyed... .” 

| The ad carried photos of John D 
|Taggart and George Schutz and 
| copy read: 

| “It’s anniversary time — just a 
year since we succeeded the old 
Echo Motor Sales. But what action 

“Every minute has been a busy 

one, and growing one. Our expan- 

sion has been evident, even to 
passersby. New buildings, remod- 
eling, new equipment, But to our 
customers it’s more than that. . 
it’s a new kind of service that 
could only be offered by having 
these new facilities. 

“Pontiac has brought us many 
new friends and we are just the 
ones to hold these friends and add 
many more through what we think 
is the finest staff of automobile men 
lin Western New York. If you 
|have been in, we feel you will be 
making Taggart-Schutz your mo- 
{toring headquarters and will be 
| back soon. The welcome mat is out 
—come in anytime.” 


N. Mexico Roadeo 
Won by Wallace 


ALBUQUERQUE, N. M.—George 
E. Wallace, driver for the Harris 
Truck Line, Raton, won first place 
in New Mexico's Motor Carriers 
Assn. Truck Roadeo, with 352.7 
points out of a possible 400 

Rex Green and E. T. Chacon 
both Santa Fe Transportation Co 
(Albuquerque) drivers, scored 344.5 
and 312.9 points respectively 


Oil-Cue Is New Name 


For Dash Indicator 

CLEVELAND. — Oil-Cue is the 
name chosen to describe the auto- 
matic dashboard oil-level indicator 
announced by Parkwood Mfg. Co. 
earlier this year. 

It measures the amount of oil by 
weight and when the level is one 
| quart low, an amber light appears 
jon the dash. If level drops two 
|quarts, a red caution glows a final 
warning, says the company. Oil-Cue 
| Was originally known as oil-spy. 
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"Sure seemed like a short trip!" 


with Restfoam. That’s because 
Restfoam puts any car in the 
luxury class for comfort. 


Yes, miles do seem shorter when 
you’re riding on seats cushioned 
with Restfoam. 


More motorists every day are 
discovering the luxurious com- 
fort that Restfoam provides. They 
like the way this pure latex foam 
yields to every body contour .. . 
yet affords firm, natural support. 


Reason enough why Restfoam is 
going into many of the nation’s lead- 
ing automobiles! 


Restfoam is produced by the 


most modern and efficient mass- 
production techniques known. 
That means you can always be 
sure of uniform quality. 


Remember, you profit from last- 
ing customer satisfaction when 
you sell cars with seats cushioned 


Ww 


For further information about Restfoam 
call George P. Hooper, Manager Auto- 
motive Restfoam Sales, 1914 Fisher 
Bidg., Detroit 2. Phone TRinity 3-6970. 


wt. 


RESTE@A 


HEWITT RESTFOAM DIVISION 


HEWITT-ROBINS 





INCORPORATED 
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Marcus Motors in Denver— 

This unit was recently opened by Marcus Motors (Studebaker) in Denver. Two years were 
required for its construction and the entire facilities now cover more than 100,000 square 
feet, according to S. M. Marcus. 


AUTOMOTIVE NEWS WANT ADS have been proven the quickest, least expensive 
method of reaching the men who want what you have or have what you want! See 
the back pages of this issue. 
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16.3 Billion Miles Tops ’48 by 7% ... 





Vehicle Travel at New High 


WASHINGTON.—Travel by mo-,way use in 1949 exceeded 1948 by|combinations decreased slightly in 


tor vehicle last year 
records, the U. S. Bureau of Public 
Roads announced last week. High- 


Kentucky Picks 
Top Truckers 


LOUISVILLE.—Kentucky’s truck- 
driving champions were chosen 
here last week at the state’s an- 
nual truck roadeo sponsored by the 
Kentucky Motor Transport Assn. 
Martin Skaggs, driver for Silver 
Motor Express, won the 
straight truck class. Winner of the 
tractor semi-trailer class was F. 
Marion Hettinger, driver for Kro- 
ger Co. 

Skaggs and Hettinger will rep- 
resent Kentucky in the national 
roadeo finals to be conducted by 
the American Trucking Assn. in 
conjunction with its annual con- 
vention at New York City. Guth- 
rie F. Crowe, commissioner of Ken- 
tucky’s state police presented tro- 
phies to the winners. 


 Here’s the low-cost way to cut down service kick-backs. 
Lisle Magnetic Drain Plugs trap and hold abrasive metal 
particles that flake off moving parts. Lisle plugs PULL this 
“wild metal” out of the lubricant before it can circulate and 


and bearings. 


Specify Lisle Magnetic Plugs as original equipment and 
solve costly service problems before they begin. 


AUTOMOTIVE ENGINEERS ... A sample Lisle Magnetic 
Plug for testing and complete catalog will be mailed with- 
out obligation. Write on your letterhead advising the size 


and type of Lisle Plug you want. 


LISLE Coy0udan 


IOWA 


CLARINDA, 





peak by 27 percent. The BPR data, 

| supplied by state highway depart- 
|ments, showed a total of 216.3 bil- 
| lion vehicle miles of travel on roads 
|in rural areas. 

Computing all travel on rural 
roads, 74 percent occurred on the 
345,000 miles of main state high- 

way, while the remaining 26 per- 
cent was spread over the 2,670,- 

000 miles of secondary and local 

roads. 

Of the 159 billion vehicle-miles 
of travel on main state highways, 
78 percent was by cars, 1 percent 
by buses and 21 percent by trucks. 

Ton-mileage hauled by trucks and 
truck-combinations increased 7 per- 
cent over 1948 and 52 percent over 
1941, the prewar high. The average 
load carried increased 2 percent to 
approximately 10,250 pounds, 40 per- 
cent heavier than in 1941, and 76 
percent heavier than in 1936. Travel 
by truck-combinations is increasing 
much more rapidly than travel by 
|Single-unit trucks. 

Truck-combination vehicle mile- 
age was 10 percent higher last 
year than in 1948 and 244 percent 
higher than in 1936. In compari- 
son, travel by single-unit trucks 
| was 5 percent higher than in 1948 
| and 92 percent greater than in 
| 1936. 

Loads imposed on highways in 
excess of state limits by trucks and 


Hard-Tops Boost 
Buick’s Output 
Of Convertibles 


FLINT.—Addition of “hard-top” 
|models to its convertible line has 
more than doubled production of 
convertibles at Buick, General Man- 
ager Ivan L. Wiles reported last 
week. 

Buick will make about 75,500 
convertibles in both the hard and 
soft-top design this year compared 
to 33,835 in 1949, Wiles said, and 
more than 21 percent of all un- 
filled orders is for convertible mod- 
els. 

Wiles noted that when the 
“hard-top” first was introduced in 
1949 one writer described it as “a 
car designed for an old man with 
young ideas.” 

“But the great demand for this 
model has shown that it is equally 
popular with young and old alike,” 
Wiles said. “Nearly 14 percent of 
our total production this year will 
be devoted to convertibles and the 
vast majority of them will be 













hard-top models.” 


Mass. Dealership Clerks 


Get Minimum Pay Hike 


BOSTON. — Minimum fair wage 
standards have been increased 
Massachusetts with the amendment 
of mandatory order No, 24-A, and 
its replacement by mandatory or- 
der No. 24-B, covering all employes 
of automobile dealers who are en- 
gaged in the following occupations: 
office boys or girls, file clerks, gen- 
eral office clerks, stenographers, 
typists, bookkeepers, cashiers, va- 
rious office machine operators, 
telephone and switchboard opera- 
tors and receptionists. 


New wage scale is: Experienced | 


employes, 65 cents per hour; in- 
experienced employes, 60 cents per 
hour. The old wage scale was 60 
cents per hour for experienced em- 
ployes and 55 cents per hour for 
inexperienced employes. 

Dealers are obliged to post man- 
datory order No. 24-B in a con- 


in | 


broke all|7 percent and topped the prewar | all except the Pacific and Mountain 


regions. 

In 1949, slightly more than 5 per- 
cent of all trucks and combinations 
exceeded some state legal-weight 
limit. However, 16 percent of the 
truck -combinations alone were 
overweight. 


: ruchaut Claims 
Record Backlog 


DETROIT.—Incoming orders for 
July, totaling $16,919,283 set a 
monthly peacetime record for Frue- 
hauf Trailer Co., President Roy 
Fruehauf reports. 

In a special statement to stock- 
holders, Fruehauf pointed out that 
“business has been improving with 
each month since 1950 began. This 
improved showing,” he said, “is the 
joint result of a general increase 
in the use of motor transport by all 
types of business and intensified 
selling efforts by our organization.” 


Dont Walk. 








EXECUTONE 


THE 
INTERCOM 


Saves steps, increases 
output, cuts costs! 


Compute the cost of time wasted by 
executives and employees running 
back and forth. That’s how much the 
NEW Executone Intercom can save 
you! Your voice—with lightning 
speed — gets information, gives in- 
| structions. Your employees accom- 
plish more, too, with inter-depart 
mental communication. “Inside 
calls” no longer tie up telephone 
lines. Office and plant operate at a 
new peak of efficiency! 


Years ahead of its time 
in operation and design! 


“CHIME-MATIC’ Signalling an- 
nounces calls with a soft chime and 
signal light, saves time on every call 
New switching circuits for every 
need make new savings possible 
Voices are clearer, distinct, instantly 
recognizable. Inexpensive 2-station 
system easily expanded. Get the 
whole story—no obligation. 





- Becilone 


COMMUNICATION AND 


spicuous place or face a fine of | SOUND SYSTEMS 


not less than $25 and not more| 
than $100. The order was made by | 
the state minimum fair wage di-| 


— 


vision. 


Sponge Prices Drop 

NEW YORK.—One of the largest 
importers of sponges and chamois 
in North America reports that 
prices of sponges are cheaper now 
than they have been since the be- 
ginning of World War II, Custom- 
ers now get just about twice as 
much sponge as they received a 
year ago for the same amount of 
money. 





EXECUTONE, INC., Dept. J-12 
| 415 Lexington Ave., 


|| New York 17, N. Y. 


Without obligation, | would like: 


| 

| 

| 

| 

| () A demonstration in my office | 
O | 
| 

| 

1 

| 
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Literature on “The NEW 
| Executone” 
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More new 
MERCURY buyers 


read LIFE than any other magazine!* 


% Watch for results on other 
makes in succeeding ads. 





By far, LIFE leads all other magazines in coverage of 
new Mercury buyers! 


in the fall of 1949, Statistical Analysts surveyed _ tion: ‘‘What magazine or magazines do you read 

the magazine reading habits of 10,000 most recent _regularly?’’ Here are the figures proving LIFE is 

new Mercury buyers selected on a geographical first with Mercury buyers... just as LIFE is first 
basis by R. L. Polk. Over 3000 answered the ques- _— with all new car buyers! 


PER CENT 
MAGAZINE READING | 

nm 
| 


LIFE 46.0% 


7 - : ‘ 
soc secre Em SR A A NR NR IFT RET SS 


Saturday Evening Post 31.0% 


| Time 19.0% 
ND | 
Collier's 17.0% 


Look 14.0% 





First in magazine circulation ... First in advertising ... First in audience 
FIRST WITH NEW CAR BUYERS! 





9 Rockefeller Plaza, New York 20, N.Y. 





as ania inne «dane antsy 
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A building with 40,000 square feet 
of floor space and 25,000 square 
feet of paved parking area is be- 
ing constructed in Houston by 
Raymond Pearson Co. (Ford). The 
building will include a giant show- 
room, with service center, two- 
story parts department and a 
three-story employes wing with 
lunchroom, locker rooms and 


shower rooms. 
* * * 
Dodge Names White 
Central Motors, 5129 S. 24th St., 
Omaha, has been appointed a 
Dodge-Plymouth dealer. Lewis A. 
White heads the firm. 


. * * 


Wentz Opens 


Cc. J. Wentz Sales Co., dealer | 


in Studebaker cars and trucks, 
Dearborn farm equipment and 
Ford tractors, has held a formal 
opening of its new business in 
Wamego, Kans. C. J. Wentz, own- 
er of the new firm, was formerly 
« Ford dealer. 


* * * 


Carpenter Promoted 

Floyd Carpenter, for the past six 
years parts manager for Remmer 
& Jordan (Pontiac), Oakland, Calif., 
has been promoted to general serv- 
ice manager of the dealership’s 
block-long service department. Be- 
fore joming Remmer & Jordan, 


Dealer Doings 





Carpenter was a field superinten- | 


dent for Lincoln. 
+ * 


* 
Cooper Firm Adds Lot 
George Cooper & Son Motor Sales, 
Inc. (Packard), Columbus, O., has 
opened a used-car department ad- 
joining its new-car building at 2800 
E. Main St. 


* * + 


Swafford Deal Opened 


Formal opening of Swafford Mo- 
tors, Inc. (Lincoln-Mercury), 201 
Commercial, Atchison, Kans., has 
been held. W. H. Wolters is man- 
ager of the new firm. On opening 
day 20 prizes, including a televi- 
sion set, were given away. Orchids 
were given to the ladies. George 
A. Swafford, owner, also has a 
L-M dealership in St. Joseph, Mo. 


Cedarvale Ups 2 

Cedarvale Motors, Ltd. (British 
Ford), 979 W. Eglinton Ave., To- 
ronto, has promoted James L, Cam- 
merer, formerly service manager, 
to service vice-president, and 
Thomas W. Maxwell, formerly sales 
manager, to secretary-treasurer in 
charge of sales. 

* * . 


Scott-McGaw 

Scott-McGaw Motors Co., Hen- 
derson, Ky., has been given Pon- 
tiac’s better dealer award. It was 
presented to J. W. McGaw, N. S. 
McGaw and Harry Scott by Harold 
E. Millikin, Cincinnati zone man- 
ager. 


. * . 


Two Looted of $900 


Nitroglycerin-using safecrackers | 


looted Tichener’s Brothers Stude- 
baker Co. and James Service Sta- 
tion in Hartford, Ky. Ticheners 
lost $300 and James $600. 


* * . 


Madisonville Mercury 
Madisonville Motors (Mercury), 
has been opened in Madisonville, 
Ky. It will be operated by A, E. 
Stevenson and Ned Trent, 
> + > 


Helff Joins Goodfellow 


Norman E. Helff, former pres- 








ident of Helff-Naill Motors, Inc. | 


(Oldsmobile), Hanover, Pa., has 
joined the staff of Goodfellow 
Chevrolet, Inc., also of Hanover. 
He headed the Oldsmobile dealer- 
ship in Hanover until 1942 when 


he entered the Army. 
* * * 


Palermo to Open ‘OK’ Lot 


Frank M. Palermo, president of 
Altamont Chevrolet, Inc., Shenan- 
doah, Pa. announced that the 
dealership expects to open a new 
“OK” used-car lot along the Gold 
Star highway by fall. The new lot 
will measure 400 by 150 feet. 

* + * 

Clifford Moves to Ft. Wayne 

Harper Clifford has opened Har- 
per Clifford Lincoln-Mercury Co. 
at 217 W. Wayne St., Fort Wayne, 
Ind. He has also leased the prem- 
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ises at 215 W. Wayne St. and will 
start remodeling the room into a 
new-car showroom. Dave Wilkin- 
son has been named sales manager 
of the new firm. Marion Beau- 
champ, who was service manager 
for Clifford at his Ford dealership 
in Mount Pleasant, Mich., will hold 
the same post again. 


* * * 


Belcher Suffers Fire 
Fire of undetermined origin gut- 
ted the showroom and garage of 
Belcher Motor Co. in Williamson, 
W. Va., causing a loss estimated 





at $60,000. The owner is 0. P.| Jacobs Opens in Bryn Mawr— 


Belcher. 


* * * 


Studebaker Names Barron | 


More than 6,000 persons attended the opening ceremonies of Harry S. Jacobs, new Kaiser- 
| Frazer dealer in Bryn Mawr, Pa. Jacobs also has a dealership in Jenkinton, Pa. Left to 
right: James P. Bagley jr., vice-president and general manager in Bryn Mawr; James Tooey, 
Chick Barron, automobile dealer | suburban manager, Kaiser-Frazer; Jacobs, president; Orville Pease, K-F regional manager, 


in Atlanta, has announced his ap- and E. Nathan Jacobs, vice-president and general manager in Jenkinton. 


pointment as a Studebaker dealer | 
at 121 Central Ave., S. W. 
* * + 
Cumberland-Nash, Inc. 


Articles have been filed with the} 
secretary of state at Albany for 


|changing its name to Cumberland- 
| Nash, Inc. 


Denver Buick Builds 
Construction has started on a 
Volpe Sales, Inc., Rochester, N. Y.,| $250,000 service building which 





Daniel G. Minto, President 
Minte Motor Co 
Burlingome, Colifornia 





Paul R. Lauritzen, President 
Louritzen Motors, Inc. 
Richmond Virginia 






Leon €E. Titus, President 
Titus Motor Co. 
Tocoma Washington 





J. L. Boggus, President wd 


Boggus Motor Co George Fortner, President 


Harlingen Texos 








Bryan Packard, President 
Bryan Packard Motor Co 
Wellington Konsos 


| will adjoin Denver Buick’s pres- 
| ent site in Denver. When the 
addition is completed the com- 
pany area will cover over 110,000 
square feet. 
The new building includes a 





Fortmer Motor Co 
los Angeles, California 





| coffee shop, observation balcon., 
control tower, parts departmen:. 
locker and shower facilities an: 
radio dispatching room for ser\ 
ice vehicles. 
* * ° 
Packard Port Arthur 

Packard Port Arthur, Port Ar- 
thur, Tex., has been incorporated 
with capital stock of $20.000, rec- 
ords in the secretary of state's 
office show. Incorporators were 
John H. Owens, Harley Eddington 
and Jack F. Owens. 


* * + 


Smith Named Fund Aide 

Hal Smith, president of Down- 
town Chevrolet Co., Atlanta, has 
been named one of the department 
leaders in the commerce, industry 
and finance division of the 1950 
Greater Atlanta Community Chest 
campaign. 

* * 

Sausman Chevrolet Opens 


New Site in Honesdale, Pa. 


Sausman Chevrolet Co. (Chevro- 
let-Cadillac), of which David §S. 
Sausman is president, and Jack F. 
Riefler is secretary-treasurer, had 
|its grand opening recently in its 
(Continued on Page 43, Col. 3) 








P. D. Inabnit, President 
Hyman’s, Inc. 


Conway, South Caroling A. C. Hall, Preside 
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new building at 1801 N. Main St., 
Honesdale, Pa. 

The building contains approxi-| 
mately 8,500 square feet of floor) 
space, is constructed of steel and | 
cinder block with a front of brick 
veneering. An open truss steel 
panel roof has been used. 

+ * « | 


Union Motor Outing 
James Jackson and Fay Brann, 
owners of Union Motor Co., Monti- 
cello, Ark., entertained their em- 
ployes and their families with a 
barbecue recently. 
* * * 


Holton Starts 2nd Decade 


Holton Motor Co. (Pontiac-Inter- | 
national), Poteau, Okla., celebrated 
its 10th anniversary. 

* * * 
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Angle Bros. in Chambersburg, Pa.— Saporito Quits Zweifel 


Lit up like an octogenarian's birthday cake is the Pontiac dealership of Angle Brothers, | Phillip Saporito has resigned as 
in Chambersburg, Pa. The lighting system was recently instalied. | vice-president, treasurer and gen- 
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}eral manager of Tom Zweifel Mo- 
tors, Inc., Milwaukee. He announced 
plans to go into business for him- 


‘AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts 
in America’s No. 1 Industry, offers to advertisers a weekly audience of an estimated 
more than 100,000 cover-to-cover readers! 


hur G. Miller, ) (> 


and M Motor Co. 
glesburg, Illinois 





Marshall F. French, Owner 
French Motor Co. 
Valparaiso, Indiana 





Ray Brandenburg, President 
Ray Brandenburg Motor Sales 
Washington Court House, Ohio 


WS Cus 
4 
ES ... Exclusively Yours! Designed for your 


\ needs with coverages and policies written for 
dealerships — that’s the Universal Underwriters 
Selective Plan! 





g 


H. Deets Warfield, President 
Warfield Chevrolet Soles, Inc 
Mt. Airy, Maryland 

Cavalier Motor Co., Inc. 


Norfolk, Virginia 
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Universal Underwriters is the only nationwide fire 
surance organization in the world founded for 
the protection of the authorized automobile dealer. 


Backstrom Motor Co. 
Arlington, Washington 


Friendly dealings with thousands of authorized 
dealers in 4] states and the District of Columbia 
have created a vast fund of experience — experi- 
ence that pays dividends in down-to-earth knowledge 
of your problems and how they may be solved most 
effectively and economically. 

Remember! Authorized automobile dealers only. 
We will survey your property and make specific 
recommendations to improve your protection. Say 
the word — a letter or postcard will do! Naturally, 


there’s no obligation. 


$8,467 ,254.77 


Inderwrtters 


1000 R. A. LONG BUILDING, KANSAS CITY 6, MISSOURI 


8943 Wilshire Blvd. 
Beverly Hills, Cal 


HOME OFFICE: 


509 Terminal Sales Bidg. 
Portland 5, Ore. 


616 Royster Bldg. 
Norfolk, Va. 


William F. Duckworth, President 





. W. Smith, 


Smith Motor Co 
_. Newberry, South Caroline 


Henry Backstrom, President 
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| 
|training since the age of 16 to 
j}assume his present position. He 
credits his son with a satisfactory 
redesigning and decorating job of 
the dealership’s facilities after 
“architects failed.” 
Broad Street Pontiac has been 
operating in Newark since 1934. 
“In all ways,” says the elder Burns, 
“Robert is proving that the younger 
generation is really taking over and 
|doing a great job.” 
* + * 


Doings 





self. A. P. Stauffacher was named 
to succeed Saporito as general man- 
ager of the Zweifel dealership. 


* * * 


Community Plans OK’d 


Community Chevrolet has been 
granted a building permit to make 
alterations to its structure at 625 
Fillmore Ave., Buffalo. 

* * * 


Jarvis Erecting New Home 

Jarvis Chevrolet Co., Troup, Tex., 
has started work on a one-story 
building for a display sales room 


Ruaco to Build and service department, according 
to Max Jarvis, owner. 


Ruaco Motor Co., Waco, Tex., e s 
plans to build a one-story auto 
Sales and service building. 

* * | 


Youngest? 
Burns’ 21-Year-Old Son 
Heads Pontiac Deal 


William Burns, president of Broad 
Street Pontiac, Inc., Newark, N. J., 
says he thinks his 21-year-old son, 
Robert, may be the youngest vice- | 
president and general manager of 
a dealership in the Pontiac field. 


Burns says Robert has been 


Burke Joins Gordon 


William L. Burke, formerly Ford 
zone manager in Milwaukee, has 
been named manager of fleet and 
truck sales for Gordon Motor Co., 
Milwaukee, according to Phil Gor- 
don, head of the dealership. 


* * « 


Shaper Moves Up 

L. J. “Tige” Shaper has been 
named retail sales manager of 
the Winerich Motors (Studebak- 
er). Shaper has been with Wine- 
rich 25 years and has served as 
retail salesman, service manager 
and assistant sales manager, 

oa * * 


General Names White 


George H. White has been named 
service manager of General Pontiac 
Corp., 3200 Reisterstown Road, Bai- 


timore, according to Ralph B. 
Smith, general manager. 
+ + * 


| Chrysler Names Stewart 
Ray Stewart, manager of City 
Garage, Arlington, Ga., has been 
named a DeSoto-Plymouth dealer 
for that area. 
* * * 


Breech Names Davidson 


W. H. Breech, president of Great 
Lakes Tractor and Equipment Co., 
Michigan distributor of the Ford 
tractor and Dearborn farm equip- 
ment, has announced the appoint- 
ment of W. G. Davidson as sales 
vice-president. 

* * * 


Mercury to Nemith 
Nemith Auto Co., Route No. 3, 
Latham, N. Y., has been appointed 
a Mercury dealer. 
President > » ® 
Wedge Gets Willys 
Dyer Motors, Inc., St. Louis dis- 
tributor of Willys-Overland prod- 
ucts in Missouri and Illinois, re- 
ports the appointment of _ the 
Wedge Motors, Inc., 7300 Natural 
Bridge road, St. Louis county, as 
authorized sales and service dealer. 
The Wedge organization formerly 
held a Willys-Overland franchise 
under a dicerent management. Paul 
Noel now is head of Wedge Motors. 
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Auto Markets 





(Continued from Page 14) 


field in new cemmercial-vehicle 
sales with 26, followed by the 
International Harvester Co. with 
23 and Gillespie Motor Co. (Ford) 
with 22. 
International led 
sales with 20, while Milam was 
second with 12 and Mitchell Motor 
Co. (Dodge) and White Motor Co. 
tied for third with 9.—(J. H. Reed.) 
es 2- ® 


Philadelphia 


“The last rose of summer” is the 
way Edward J. Ronan, president of 
the Philadelphia Automobile Assn., 
summed up the market during the 
last few days of August and the 
first part of September. 


Ronan pointed out that the hys- 
terical buying wave subsided in the 
middle of August for about 10 days. 
This allowed dealers to start build- 
ing up their inventories again. 
However, at the end of August in- 


ventories were again being depleted | 


by customers. 


Ronan claims that business 
conditions have not been normal 


in new-truck 


since 1942. He thinks that what 

was once seasonal patterns will 

not return this year but that 

business will become more regu- 
| lar, permitting quicker deliveries 

throughout the balance of the 

year. 

The used-car market was off dur- 
ing August, below even 1949 totals 
for the month, according to Lou 
Green who, with Tom Hamilton, 
operates what is believed to be the 
only absolute auction in the coun- 
try. 

Green says: “We had a wave of 
war-scare buying in July with many 
people buying cars prematurely. 
Perhaps one reason why the used- 
car market slumped in August is 
that people who should have bought 
during that month purchased cars 
in July. 

“Of course, another reason is 
that a lot of people are holding 
| back. Also, the war news became 
| better in August, and many peo- 
ple began to believe that the in- 
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Illinois Roadeo Champs— 

Winning drivers in the Illinois truck roadeo, held under Central Motor Freight Assn. 
auspices at Aurora Downs, were rewarded for their achievements with trophies, engraved 
gold watches, gifts from manufacturers and a trip to the nationals Oct. 1-4 in New York. 
Left to right: Joe Provenzale, George H. Alger Co., Chicago, tractor with tandem axle 


semitrailer (International-Trailmobile); 


Barney Cushman, secretary of CMFA, who made 


presentations; Alvin W. (Al) Haase, The Willett Co., Chicago, tractor with single axle semi- 


trailer (Diamond T-Trailmobile), 


and Lester Wyatt, Dohrn Transfer Co., Peoria, straight 


truck (International). 





| 
ternational situation would quiet |Six weeks ago the price was $1,600. 


down and that there was no need 


to worry.” 


Green said that because of the 
tense international situation it is 


Green revealed that his firm is/| difficult to predict what the market 
now paying $1,400 for a 1950 Deluxe | will do in September. However, a 
Chevrolet with radio and heater.| basic pattern in the industry is to 








In Philadelphia nearly everybody reads The Bulletin 


Evening and Sunday 





ADVERTISING Orrices: Philadelphia, Filbert and Juniper Streets ¢ 
National Advertising Representatives: Sawyer-Ferguson-Walker Company ° 


Chicago * 


Detroit ° 


New York, 285 Madison Avenue 


Atlanta ° Los Angeles ¢ San Francisco 


|have a climbing market from S=p- 
tember to November with a level ng 


off then, he said.—(Norman §1i- 
gon.) 

* * * 

Chicago 


Ending of panic buying which set 
in here upon the outbreak of the 
Korean war has not only developed 
less fear over securing new-car de- 
liveries on the part of buyers but 
has also brought forth more used 
cars on the market here . 

This trend has been attended by 
a drop of $100 on the average in 
used-car prices. It has also made 
both new and used-car dealers 
more cautious in bidding on used 
automobiles. 

On behalf of the National Used 
Car Dealers Assn., Edward Adii- 

son, a vice-president, character- 
ized the used-car market as 
merely returning to “normalcy” 
after a “six weeks’ jag.” 

He said that smart dealers are 
now adopting a 1 percent monthly 
depreciation on used cars, particu- 
larly in view of the fact that the 
peak selling season is over this 
year. 

George A. Leukhart, general man- 
ager of the National Used Car 
Market Report, Inc., expressed the 
opinion that used cars were over- 
priced before Korea and will con- 
tinue to soften, although not dras- 


tically —(Mel Adams.) 
* * 7 


Columbus, O. 


| New-car deliveries in Franklin 
| county (Columbus), O., came within 
six units of setting a new postwar 
record in August. The month's 
total of 2,736 new-car sales was 
only half-a-dozen units under the 
record 2,742 new cars titled in June 
of this year. 

New-truck sales in August were 
also strong enough to make the 
month’s total the second best this 
year. Sales amounted to 308 units, 
against the year’s high of 349 sold 
in July. 

Used-car and truck sales were 
| steady in August. Used-car sales 
| during the month totaled 10,190, 
against 10,512 in the preceding 
month and the year’s high of 
11,324, set in March. 

| Used-truck sales in August were 
| 646, compared with 649 in June and 
the 1950 peak of 1,101, also set in 
| March. 

| New-car sales by make in August 
were: Austin, 1; Buick, 216; Cadil- 
lac, 41; Chevrolet, 527; Chrysler, 94; 
Crosley, 5; DeSoto, 88; Dodge, 201; 
Ford, 441; Frazer, 1; Hillman, 2; 
Hudson, 165; Jaguar, 2; Kaiser, 50; 
Lincoln, 8; MG, 9; Mercury, 89; 
Nash, 52; Oldsmobile, 131; Packard, 
4; Plymouth, 333; Pontiac, 162; 
Studebaker, 89; Willys, 23, and mis- 
cellaneous, 2. 

New-truck sales were: Autocar, 
3; Chevrolet, 107; Crosley, 1; Divco, 
7; Dodge, 21; Ford, 90; GMC, 17; 
International, 49; Reo, 3; Stude- 
baker, 6; White, 3, and miscellane- 
ous, 1.—(Bert Strang.) 











Michigan Study to Cover 


Vehicle Administration 


LANSING.—A study of motor 
vehicle law administration in 
Michigan has been ordered by the 
legislative “Hoover committee.” 
The check will cover processing of 
registrations, licenses, titles and 
accident reports. 

Joe O. Mattson, assistant to the 
president of the Automotive Safety 
Foundation, and former director of 
the California department of mo- 
tor vehicles, will conduct the study. 
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A reduction in Colorado state in-| 


yme taxes, expected to save tax- 
ayers an estimated total of $3,- 
00,000 on their 1950 returns filed 
ext spring, has been enacted by 

special session of the Colorado 
»gislature. 

Next year’s session of the Colo- 
rado legislature will have to go 
into the whole subject of income 


taxes again, however, because the | 


state’s current income tax law is 
scheduled to expire June 30, 1951. 


* * * 


Vass. Displays Urge Defeat 


Of Auto Insurance Law 


The western Massachusetts 
campaign to defeat the proposed 
automobile compulsory insurance 
flat-rate law, which will be sub- 
mitted to the voters at the state 
election, Nov. 7, has begun. 


Under the joint sponsorship of 
recently organized cooperating 
committees of Hampshire and 
Franklin counties and the state 
committee for community insur- 
ance rates, a photographic dis- 
play is being shown at the 
Cummington fair. The two-fold 
purpose is to urge a “no” vote on 
the question and to clarify con- 
fusion among both car owners 
and non-car owners about the 
method of determining insurance 
rates and the allocation of costs 
of accidents upon which rates are 
hased. 

Similar displays will be posted 
at the Middlefield, Blanford, 
Greenfield Northampton and 
Great Barrington fairs and the 
Eastern States exposition at 
Springfield. 


* * * 
Chattanooga Eyes Revenue 


To Offset Auto Use Tax 


Chattanoga’s (Tenn.) Mayor 
Wasson has started a search for a 
new source of revenue that will 
produce $155,000 a year and enable 
the city to eliminate “aggravating 
$5 automobile sticker.” 


“I am asking the Tennessee Mu- | 


nicipal League, the Tennessee Tax- 
payers Assn. and the Technical Ad- 
visory service,” the mayor 
clared, “to meet with me and any 
other members of the city commis- 


sion who can make it in Nashville | 


to discuss new sources of revenue.” 
os * * 


La. Governor Abandons 


Constitution Parley Plan 


Gov. Earl K. Long of Louisiana 
has announced abandonment of his 
plan for a state constitutional con- 
vention early next year. 

As reasons for abandoning the 
project, the governor cited the Ko- | 
rean war situation, hundreds of | 
letters and telegrams from friends | 
and citizens generally, and his own 
poor health. Civic and _ business | 
groups throughout the state had | 
been leading a campaign of oppo- 
sition against the convention pro- | 
posal. 

* + * 


Florida Retailers Advocate 
Vodified Sales Tax Law 


Modification rather than out- 
right repeal of Florida’s sales tax | 
by the 1951 state legislature is | 
being advocated by the Florida | 
State Retailers Assn. 

Lloyd F. Gahr, association pres- 
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ident, declared in a letter to Gov. 
Warren that the public and the 
merchants “are reconciled” to the 
sales tax. “It is highly desirable, 
therefore,” he added, “that Flor- 
ida have the very best sales tax 
law possible, from the standpoint 
of equality, revenue production, 
simplicity, administration and en- 


forcement.” 
. . * 


Wisconsin C of C Fights 


Compulsory Compensation 

The Wisconsin state chamber of 
commerce is expecting another po- 
litical drive by organized labor and 
its adherents to establish a com- 
pulsory cash _ sickness. disability 
law in Wisconsin. 

The chamber announced here 
that it has planned a _ statewide 
campaign on social security ques- 
tions that will emphasize the need 
for preserving Wisconsin’s inde- 
pendent unemployment compensa- 
tion system from the threat of 
those who would merge it with the 
funds of other states in the nation, 


SUPER SERIES™ 
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and to show the advantages of the 
|voluntary cash sickness benefit 
plans now widely used in Wiscon- 
| sin business and industry over com- 
| pulsory plans imposed by the 
state. 
+ * * 
Two Initiative Measures 
Kept Off Arizona Ballot 


An injunction to keep off the 
November election ballot in Ari- 
zona two initiative measures, which 
sought to place a $300 monthly 
minimum on the payment of work- 
men’s compensation and to amend 
the state occupational disease law, 
was issued by Maricopa county 


| Judge Francis J. Donofrio. 


The injunction was issued fol- 
lowing a brief hearing on a peti- 
tion alleging “false and fraudulent” 
signatures on the initiative peti- 
tions. 


DuPont Buys Plant Site 
KINSTON, N. C.—E. I. du Pont 
de Nemours & Co, has taken an 
option on a tract of approximately 
635 acres on the Neuse river be- 
tween Kinston and Graingers, N. C., 
for the site of a new nylon yarn 





plant, it was announced here last 
week. 


18, 1950 
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Safety Signals— 


The Sigflare directional switch for passenger 


cars flares all four signal lights when used as 
a warning signal on disabled cars. It also 





converts parking and stop lights already on 
the car to directional signals, says Signal- 
Stat Corp., 1430 Herkimer St., Brooklyn, N. Y. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 


land sales every week. 


housands of dealers, right now, 


QualityMeans 


Buick 1950 Sales 
Soar Over Total 
For All of 1949 


FLINT.—Buick sold 53,383 cars 
in August, sending its total sales 
so far this year over the 377,115 
units sold in all of 1949, General 
Manager Ivan L, Wiles reported 
last week. 

The August total marked the 
fourth time this year that Buick’s 
monthly sales exceeded 50,000, and 


|| boosted total sales for 1950 to 383,- 


880, 46.6 percent above the 261,775 
cars sold up to Aug. 31 last year. 

Buick’s highest monthly sales 
record was 54,878 cars, established 
last March. 

Sales for the last 10 days of Aug- 
ust amounted to 20,752 cars, the 
second highest 10-day period in 
Buick history, Wiles said. Buick 
production for the eight-month 
period was 371,706 cars. 


Welborne Safe Cracked 
DALLAS.—Burglars who succeed- 
ed in cracking the safe of Wel- 
borne Auto and Home Appliance 
Co., 120 W. Jefferson St., escaped 
with $1,000 in cash and checks. 
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Western Dealers 
Preview 751 Line | 


Of Nash Autos 


COLORADO SPRINGS.—A pre-| 
view of the 1951 line of Nash Air- | 
flyte cars has been held here for 
the western region. Approximately 
200 dealers, sales Managers, sales- | 
men and parts and service manag- | 
ers were on hand. 








A feature of the preview was a} 9 


detailed presentation of the fea- 
tures of the Nash line through the 
medium of third-dimensional col- | 
ored slides. Special glasses to help 
create the third-dimensional illu- 
sion were passed out to all those 
in attendance. 


Restrictions in hotel facilities re- | 
quired ingenuity on the part of Al 
Clark, Denver zone manager, who 
arranged for a circus tent to be 
erected. The new models were 
placed on display in the tent. The 
tent added a festive touch to the 
occasion, which was characterized 
by gay and carnival spirit. 

The western region preview team, 
one of four in the nation, was 
headed by N. F. Lawler, Nash's di- 
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Nash Debut in West— 


Dealers from the western region saw the 1951 line of Airflytes at Colorado Springs. Re- 


strictions in hotel facilities required the circus motif for the presentation. 


rector of advertising. He was ac- 


companied from Detroit by Frank made 


presentation were 





| Arnold, assistant sales promotion | Manager Clark and George Fogg, 


manager. Arrangements for the assistant zone manager. 


'ivices reaching dealers. 









Clarifying 


Price Trend 


°51 Nash Is Due This Week, Henry J on Sept. 28; 
3 Other Makes Change in October 





‘Continued from Page 1) 


of the Korean war. Relatively 
high price hikes would doubtless 
invite the agency’s attention to 
any industry putting them into 
effect. 

New-model plans are proceeding 
forthwith, however, and the 1951 


tunity they will provide for re- 
adjusting price schedules. 

October is expected to bring the 
new models of Hudson, Mercury 
and Studebaker, according to ad- 
Ford and 
Lincoln are looked for in Novem- 
|ber, with Oldsmobile and Pontiac 
|launching the General Motors 
|changes during December. 

* * * 


HE FIRST month of next year 





meeting as well as the actual a is the likely debut period for 
by Zone/| Buick, Cadillac and Chevrolet— 


along with Chrysler and Dodge 
|\from the Chrysler Corp. family. 
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editions are awaited for the oppor- | 


The 1951 DeSoto and Plymouth 
models are on tap for February 
Deferred unt'] further into 1951 
are the Nash Rambler and Will:s- 
}Overland two-door sedans. Con- 
vertibles and station wagons in the 
Rambler and Willys lines are like- 
ly to undergo little more than seria] 
number changes for 1951, 
Revelation of prices on the 
| Henry J is being anticipated with 
great interest. K-F promised 
some time ago that the four- and 
six-cylinder models of the two- 
door sedan would challenge Chev- 
rolet, Ford, Plymouth and _ the 
Studebaker Champion Custom. 
Engineering-wise, it is known 
that the Henry J will have a 100- 
inch wheelbase—same as the Nash 
Rambler. Supplier of both the four- 
and six-cylinder power plants is 
Willys-Overland. The Henry J will 
be offered at first only as a flat- 
| back two-door sedan with a folding 
back seat. 
* * . 
UTOMATIC transmissions will 
headline the major improve- 
ments for ’51 cars due in the last 
|quarter and next January and Feb- 
jruary. New Borg-Warner § shifts 
|will be made available on the ’51 
| Studebaker Champion, Mercury and 
Ford, while the Nash Statesman 
will get Hydra-Matic. 
Higher-priced brothers of the 
Statesman and Champion—the Am- 
bassador and Commander, respec- 
tively—now offer automatic trans- 
missions as optional equipment. 
All Hudson has released about 
}its °51 line is that a new Hornet 
jcar will be introduced and that 
|the wraps will be taken off a high- 
'er-compression engine called the 
H-145. It has been reported that 
Hudson will offer Hydra-Matic on 
its 1951s. 
| Press announcements of all five 
GM models are slated to be made 
by the time the 1951 Waldorf-As- 
jtoria show opens in New York in 
mid-January. 
Spokesmen for Chrysler Corp. 
confirmed trade reports that all 
| four of the new models will be 
| on dealership floors “before the 
| end of February.” But they have 
| not revealed the order of ’51 in- 





troductions. 

The expectation is that Chrysler 
|divisions won’t close out their 1950 
| model runs much before the end 
of the year, seeking to recoup as 
much of the strike loss as possible. 

It was learned that Buick can- 
| celled plans for an earlier model 
| introduction in hopes it might re- 
jtain third place in national sales 
standings against the challenge of 
j}incumbent Plymouth. 

* * * 


| TH PLAN at Flint is reported 
to call for maximum produc- 
tion well into December in order 
to stock dealers through the year- 
end. 

Outcome of the third-place strug- 
\gle will probably not be decided 
‘until the last month of the year, 


'when Plymouth should draw 
jabreast of Buick in the registra- 
tions race, 


| Buick’s drive to oust Plymouth 
from third place was furthered by 
the 100-day Chrysler strike. The 
strike also denied Dodge its aim 
of advancing from sixth to fourth 
in 1950. 

| —Mac Gorpon 





‘Trainer Elected 
‘Brake Shoe Head 


NEW YORK.—Maurice N. Train- 
er, first vice-president of American 
| Biake Shoe Co., was elected presi- 
ident of the company at the board 
of directors meeting held here last 
week. William B. Given jr., presi- 
dent for 21 years, was elected chair 
man of the board. 

Trainer, a native of Pennsylvania 
and graduate of the University of 
Pennsylvania, joined Brake Shoe in 
1916 as a brake shoe inspector and 
moved up through the sales depart- 
ments of the company. He is also 
president of Dominion Brake Shoe 
Co., Ltd., a Canadian subsidiary 
He was elected president in 1929. 
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Cars for Diamond Stars 





No Heater for Hot Tiger— 

Walter (Hoot) Evers, Detroit Tiger outfielder, whose torrid batting pace in recent weeks 
has kept his team in close contention for top honors in the American League pennant race, 
specified "no heater’ when taking delivery of his new Ford Crestliner from Alfred F. 
Steiner Co., 16901 Mack Ave., Detroit. Baseball players, fortunately, spend most of their 
winters in Florida training for the next campaign. In the picture, Lew Novak, Steiner gen- 
eral manager, is shown handing Evers his car keys, while Al Steiner, owner (right), looks on. 


—® 


Under New Defense Act... 








AT 


Allocations in the Works 


«Continued from Page 1) | 


of the petroleum, power and min- 
ing industries; Agriculture will 
be “claimant for farm machinery 
and so On. 

5. A series of industry meetings 
will be held at which supply pros- 
pects will be studied. 

The question of whether volun- 
tary allocations will suffice 
whether mandatory controls must 
be imposed probably will be decid- 
ed at the industry meetings. 

In addition, each industry group 
will be encouraged to set up on in- 
dustry advisory committee to work 
with NPA officials. 

+ * * 
STABLISHMENT of the NPA 
and appointment of Harrison 

to head it completed one phase of 
the “austerity” program outlined by 
the President in his radio address 


or | 


Enough Lead 
Seen for Army, 


Civilian Fuel 


ATLANTIC CITY.—There will be 
enough tetraethyl lead, the anti- 
knock agent in gasoline, to meet 
any possible needs for military use, 
Dr. Graham Edgar, vice-president 
of Ethyl Corp., told the National 
Petroleum Assn. last week. 

There will also be ample supplies 
of antiknock compounds for use 
in gasoline for civilian autos under 
most probable conditions and, in 
any case, Edgar declared, the gaso- 
line available at the corner service 
stations will be “very much better 
than in World War II, and prob- 
ably quite adequate for the great 
majority of cars.” 

Edgar based his predictions upon 
greater production capacity of 
tetraethyl lead which has contin- 
ued to increase steadily ever since 
the end of the last war. Manufac- 
turing capacity, he reported, has 
increased this year by nearly 20 
percent over what it was in 1945, 
and by 1952 it will be more than 
50 percent greater than at the end 
of World War II. 


He reported also that in case of | 


total war, producers of tetraethyl 


lead expect no shortage of raw| 


materials with the possible excep- 
tion of pig lead. However, he added, 
the pig lead supply situation is fa- 
vorable since the U. S. government, 
which had no stockpile of metallic 
lead during the last war, now has 
a stockpile of 200,000 to 300,000 
tons. 

“Furthermore,” he said, “the larg- 
est producing countries, the U. S., 
Canada, Mexico and Australia, be- 
long fortunately to the group of 
democracies, Tetraethyl lead pro- 
duction was never curtailed during 
World War II by failure of lead 
supplies.” 


Court Pens Order 
For Payment in 


K-F Stock Suits 


DETROIT.—An order calling for 
Henry J. Kaiser’s interests to pay 
$1,379,000 to Kaiser-Frazer Corp. to 
settle suits brought by K-F stock- 
holders was issued here last week 
by Federal Judge Frank A. Picard. 


from the White House and pro- 
vided an equivalent of the power- 
ful War Production Board of World 
War II. 


Another phase of the control pic- 
ture was filled in when he named 
W. Stuart Symington, chairman of 
the Security Resources Board, as 
“coordinator” to head up the 
whole program. 

Left still to be instituted was the 
important economic _ stabilization 
agency to control prices and wages, 
which also was authorized under 
the new law. 


Although the President said he 
was not prepared to impose these 
restrictions at this time, he set 
up the agency to keep an eye on 
the situation and determine when 
and where they might be needed. 
It cannot begin functioning until 
the President names the price 
stabilizer and the nine-man board 
which will serve under him. 

Assisting Harrison will be an ad- 
visory committee on priorities ad- 
ministration, consisting of 10 mem- 
|bers. It will include members from 
the Defense, Interior, State, Labor, | 
Agriculture and Treasury depart- 





Rizzuto Given Austin— 


Phil Rizzuto (left), shortstop of the New 
York Yankees, and winner of a Yankee popu- 
| larity contest, receives congratulations from 
Joseph Dudley, vice-president of Austin Mo- 


tor (England), at home plate ceremonies at : 
Yankee Stadium. First prize for Rizzuto was) ments; the Commerce department’s 


a new Austin Devon sedan. Baseball fans|Office of International Trade; the 
| voted at Austin dealer showrooms in the New| Economic Cooperation Administra- | 
York metropolitan area. The ceremonies were tion, Atomic Energy Commission 
presided over by Bronx Borough President | and Home Finance Agency 

James J. Lyons. - - = 





\' WHE President’s order gave the 
‘ " Interior and Agriculture de-| 
Obituaries partments and the Interstate Com- 
ee |merce Commission a share in the 
George R. Gibbons allocation job. Interior will handle 

PITTSBURGH.—George R. Gibbons, 71,|fuel, power, gas and petroleum; 
a pioneer in the development of the alumi- | Agriculture will apportion food if 
num industry and a director of Aluminum | hi z 
Co, of America, died here Sept. 3. Mr. | Necessary, and farm machinery and 
Gibbons retired as senior vice-president of |fertilizer; ICC will take care of 
Alcoa on Jan, 1, 1949. rail, highway and inland water 

Bo, 0 le transportation, as well as port and 

M uomataa ee pe H jsteenme Saeeies. 

MANCHES , N. H. — (UTPS) Ca rf — 
Frank Rogers, local automobile dealer and Each agency not only will dis 
a director of the New Hampshire Auto-|pense materials and services but 
mobile Dealers Assn., died at his home| will act as a “claimant” for other 
here Sept. 2. Mr. Rogers had been a resi- nail aici : . 
dent of Manchester for 35 years materials. Commerce, for instance, 

~ 2s | will apply to Interior for power to 
{run a defense plant; Interior will 
apply to Commerce for steel to 











Bedford Estes Armstrong 





MEMPHIS. — Bedford Estes Armstrong, t 
57, vice-president of Union Chevrolet Co.,| build a power plant. 
died Sept. 6 after suffering a stroke while * : i 
on vacation at Point Clear, Ala. Mr. Arm- Zoe curbs on steel sup 
strong helped organize the dealership after| Piles under the government’s 





new power to control and allo- 
cate scarce materials will be rel- 
atively light, according to Com- 
ied | merce Secretary Sawyer. 
William Isaac Denton | ; : ‘. ee 
| BLYTHEVILLE, Ark, — William Isaac|,, Ships, airfields, factories and 
| Denton, retired automobile dealer, died re-| Many other facilities” which made | 
| cently at Booneville. Mr. Denton moved to heavy demands on steel in the} 
Blytheville 25 years ago when he purchased r r 
the Chevrolet dealership here. early months of World War II are | 
* 6 @ |}now “available,” he declared. 
“For this reason, he added, “the 


World War I. 
jhe was in partnership with W. A 
| naughton 

| * * * 


At the time of his death 
Con- 





Charles R. Harlan 


Of the total, $879,000 has already |problems will be less difficult and, 


GARFIELD, Wash.—Charles R. Harlan, 





been paid K-F by Kaiser Metal 
Products, Inc., for the purchase of 
certain tools and equipment. In 
addition, the settlement, as ap- 
proved recently by Judge Picard 
also considers the Kaiser interests’ 
guarantee of a $44,500,000 loan to 
K-F from the Reconstruction Fi- 
nance Corp. as having great value. 

Judge Picard ordered that the 
eash consideration be paid K-F 


within 10 days after alt rights of | 


appeal may expire. However, one 
group of stockholders has already 


announced plans to appeal in Cin- | 


cinnati. 

The settlement which Judge Pic- 
ard approved dismissed suits in- 
volving claims for $50,000,000. Stock- 
holders opposing the settlement had 
termed it “grossly inadequate.” 

In his opinion, Judge Picard said 
that these opposition stockholders 
were apparently trying to bring 
about “Henry J. Kaiser’s financial 
collapse.” 


53, owner of Garfield Auto Co., died Sept.|we hope, easier to solve.” Sawyer | 


11 at a Moscow, Ida., hospital following 
a stroke 


* * * 


| Clarence W, Russell 
MANHATTAN, Kans,.—Clarence W 
}sell, 50, automobilme dealer here, 


Rus- | 
died | 


|} Sept. 5. Mr. Russell's body was found in 
}a local hotel room where he apparently | 
|}succumbed to a heart attack, a coroner's 
}report said 
] * * * 
Bert F. Fowler 
VERO BEACH, Fla.—Bert F. Fowler, | 


| 68, former production executive for Stude- | 


baker and Dodge, died Aug. 29 here. He 
retired three years ago 
* * * 





Turner E. Howard 

WATERTOWN, N. Y.—Turner E, How- 
ard, 73, one-time automobile dealer, died 
Sept. 5. He was one of the oldest dealers 
in this section, having retired in 1929, In 
more recent years he was in the investment 
business. 

* + * 


William F. Wolfrom 
HANNIBAL, Mo.—William F,. Wolfrom 
jr., 48, general manager of Joe Simpkins 
Motor Co. here, died recently at Deaconess 
hospital, Webster Groves 


| made the statement after a meeting | 
with 21 steel company executives. | 
He was assured the government | 
would be given “specific figures” | 





New ‘Alphabet Agencies’ 
dre Now in Operation 


WASHINGTON. — Because of 
the war mobilization program, a 
new set of “alphabet agencies” 
is now in use. 

Among the major ones are: 
ESA, for Economic Stabilization | 
Agency, similar to the OPA of 
World War II; NPA, for Na- 
tional Production Agency, suc- 
cessor to the War Production 
Board, and NSRB, for National 
Security Resources Board, which 
works on manpower and other 
problems. | 





soon on their plans for stepping up 
|production to meet defense needs. 

In connection with allocations, 
|Senator Lucas, Illinois Democrat, 
isaid that the President may have 
{to limit the amount of steel going 
|into automobiles, but that there 
would be no shutdown in car man- 
ufacturing. 

Lucas said that it would still be 
possible to manufacture several mil- 
jlion cars a year. 
| . * * 
wmAWYER disclosed that he has 
“’ transferred to NPA _ various 
|divisions of his department’s Of- 
\fice of Industry and Commerce. 
|These include units dealing with 
small business, marketing, iron and 
steel, metals and minerals, rubber, 
textiles and leather, chemicals, for- 
est products, construction, machin- 
ery and equipment, general prod- 
ucts, motion pictures, foods, petro- 
leum and fuels. 

The President’s principal exec- 
utive order—two were issued— 
handed the bulk of powers that 
will be used at once to Secretary 
of Commerce Sawyer. 

These include the authority to 
allocate scarce materials needed in 
the defense efforts, establish prior- 
ities for military orders, and to set 
up inventory controls to prevent 
hoarding. 

Other powers were delegated as 
follows: 

Secretary of the Interior Chap- 
man — petroleum, gas, solid fuels 
}and electric power. 
| Secretary of Agriculture Brannan 
|—food and domestic distribution of 
|farm equipment and fertilizer. 

Interstate Commerce Commission 
-domestic transportation, storage 





jand port facilities, but not control 
| over air transport, or coastal and 


placed under Mr. Sawyer’s direc- 


tion. 
* * * 
‘ b- Reconstruction Finance 

Corp., was directed to make 

loans for plant expansion and for 
boosting production of needed met- 
als and minerals. 

The General Services Administra- 
tion, headed by Jesse Larson, was 
authorized to purchase needed ma- 
terials. 

The Federal Reserve Board 
was given authority for estab- 
lishing, with the concurrence of 
the Housing and Home Finance 
administrator, credit limitations 
on new houses and major repairs 
started after Aug. 3. However, 
the Home and Finance agency 
was given authority relating to 
government loans on real estate 
involving home construction. 
Secretary of Labor Tobin was 

directed to use his office for meet- 
ing labor needs in the defense in- 
dustries and determine, with the 
secretary of defense and director 
of the Selective Service policies of 
deferment from military service. 


The Economic Cooperation Ad- 
ministration, which has a share in 
the program of acquiring strategic 
materials, made known last week 
that it is stepping up its buying. 
An ECA spokesman said the agen- 
cy will double its purchases abroad 
of rubber, tungsten, lead, industrial 
diamonds and other items for the 
defense stockpile. 





Growing Pains 


DETROIT.—Nash dealers here 
complained last week over the 
advertising of the newest Nash 
dealer in town. They say he sold 
his first Nash last week and is 
now calling himself “Michigan’s 
Largest Nash Dealer.” 











|}Overseas shipping. Those were 


Slo-mo-shun IV... 














World’s Speed 
Record Holder! 


@ 1950 Gold Cup 
Champion! 


© 1950 Harmsworth 
Trophy Winner! 





..uses AMALIE OIL!” 


— says Stanley Sayres, Seattle (Wash.) Chrysler-Plymouth 


Distributor, whose SLO-MO-SHUN IV 


lubricated by Amalie 


100% Pennsylvania Motor Oil, recently set the world’s straight- 
away speedboat record (160.3235), later annexed the 1950 Gold 
Cup Crown, then took the Harmsworth Trophy! 


“Today, just as 30 years ago, when I handled air-cooled Frank- 
lins,” continued Mr, Sayres,“I am 100% ‘sold’ on AMALIE.” 


AMALIE HELPS DEALERS SET SALES RECORDS 
WITH 30,000 MILE GUARANTEE! 


Amalie 30,000 mile guarantee on lubricated parts of your new 
cars means a big, three-way sales pay-off! 


1. Amalie covers you with a Master Guarantee! 


2. Customer must use only Amalie Pennsylvania Motor Oil and 


Amalie Lubes to keep the guarantee in effect. That means he 


must come back to you! 


3. You maintain important sales building contact with each new 
car customer for the full 30,000 miles! 


AMALIE 


PENNSYLVANIA 


MOTOR OIL 





Start Amalie working for you today! 
Call Your Amalie Distributor NOW! 


AMALIE DIVISION 


L. SONNEBORN SONS, INC., NEW YORK 10, N.Y. 


Refineries: Petrolia and Franklin, Pa. 








48 
Cattle Hustlers 
Little Pigs to Reach 


Market Safely 


CHICAGO.—A safety contest for 
livestock truckers hauling to the 
Chicago market got under way last 
week and will continue through 
next Feb. 28. 

Its purpose is to bring about re- 
duction of injury to cattle, hogs 
and sheep brought hére by motor 
trucks, which now handle an over- 


|'whelming preponderance of live- 
stock. 

Merchandise and cash prizes will 
be distributed to truckers turning 
in the best safety records. 

Cooperating with the Union 
Stockyards and Transit Co. in stag- 
ing the safety contest are meat 
packers, commission firms, pro- 
ducer organizations and other 
groups. 

It is estimated that 50,000,000 
pounds of meat valued at $30,000,000 
are lost annually through careless 
handling and hauling of livestock. 








Do you know how much 





SAN DIEGO 





spends for “general merchandise”? 


Syracuse, N. Y. 
$44,500,000 


Des Moines, lowa 
53,312,000 
Hartford, Conn. 
57,733,000 
Louisville, Ky. 
64,002,000 
Dayton, Ohio 
55,119,000 


Omaha, Nebr. 
48,893,000 







Stores and General 


a a 


in California's N 


Just one newspaper buy... the 


REPRESENTED NATIONALLY BY WEST-HOLLIDAY CO., Inc. 




























San Diego County, located at 
the Southwestern tip of the 
United States, is the MOST 
IMPORTANT CORNER in 
the U.S.A. You can judge the 
SIZE of the San Diego market 
by comparing general merch- 
andise sales with other cities. 


San Diego is an isolated mar- 
ket, 125 miles south of Los 
Angeles, 33 miles greater than 
the distance from New York 
to Philadel phia. San Diego has 
itsown wholesaleand jobbing 
channels. It takes /oca/ selling 
to sell San Diegans. 


San Diego Union and the Eve- 
ning Tribune... concentrates 
your advertising dollars...and 
covers this busy MAJOR mar- 
ket thoroughly...at low cost. 


Ask the West-Holliday man. 


SAN DIEGO, California 
$53,776,000 


Above figures from S.M. 1950 Survey of Buying Power represent 
the combined data on Dept. Stores, Dry Goods Stores, Variety 


Merchandise Stores with and without food. 


Temas Cm LU | 


ng and Sunday 
ew Major Market 


New York « Detroit + Chicago*+ Denvers Seattle» Portlands San Francisco*Los Angeles 


IT'S SENSATIONAL 


! FOR 


TIGHTENING and LOOSENING 


NUTS, BOLTS 


KP) 


and SCREWS 


When problem nuts, bolts or screws must 
be turned, why waste time with screw- 


driver, wrench, cold chisel or 


hacksaw? 


Use a Porter IMPAKDRIVER and say 
GOODBYE to ‘‘ornery”’ screws, bolts or 
nuts that won't start... GOODBYE to 


hours spent trying to loosen or tighten 
fasteners in hard-to-get-at places. 


Complete Sets 


with specially designed 
attachments includin 


HEX sockets up to 


We 


and two sizes of Phillips 


and 


plain 


screwdriver 


bits. Ask your jobber (or 
mill supply house, for 
complete information. 


H. K. PORTER, INC. 
r GU 


SOMERVILLE 43, MASS. 


PORTER CUTTERS and PORTER PRUNERS 
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U.S. Oil Output 
Climbs Sharply 
In July, August 


FRENCH LICK, Ind.—Crude oil 
production in the U. S. has been 
stepped up almost 450,000 barrels 
daily since the beginning of the 
Korean war, according to an esti- 
mate made by H. B. Fell, in a re- 
port to the Interstate Oil Compact 
Commission here. 

The executive vice-president of 
the Independent Petroleum Assn. of 
America said daily production may 
average 5,600,000 barrels during 
August. 

Imports of 800,000 barrels per 
day and natural gasoline output 
of 500,000 barrels daily, added to the 
anticipated domestic supply, would 
raise the total oil supply in August 
— barrels a day, Fell 
said. 


Earlier in the year, the IPAA 
economics committee forecast a 
total consumption demand for all 
oils in the second quarter of 1950 
at an average of 6,105,000 barrels 
daily. Third quarter estimates were 
slightly higher. 

But U. S. Bureau of Mines data 
for April and May and preliminary 
June figures showed actual con- 
sumption exceeded the committee’s 
forecast by about 200,000 barrels 
daily. 

A continuation of estimated Au- 
gust supply levels through Decem- 
ber would bring total stocks of 
crude oil and produets to levels 
estimated by the committee and 
provide for a 3 to 4 percent increase 
in total consumption demand above 
the estimate, according to Fell. 








Public Service 
Oil Industry Builds 


Goodwill at Fair 


CHICAGO.—A _ central service 
center, where over 2,000,000 visi- 
tors to the Chicago Fair of 1950 
rested and spruced up, was main- 
tained by the Midwest Petroleum 
Marketers Assn. 


The association, composed of 23 
oil companies and industry groups, 
is headed by Ray Shaw, president 
of Chek-Chart Corp. Shaw was also 
chairman of the service center com- 
mittee. 


I-H to Build 
Army Vehicles 


tional Harvester has been asked by 
the department of defense to un- 
dertake production of an Army 
ordnance armored utility vehicle of 
the track-laying type, to be used 
as a personnel carrier. 

This is announced by H. T. Rei- 
shus, general manager of the com- 
pany’s industrial power division, 
whose Melrose Park works will 
build the vehicles. Reishus said it 
would be necessary to erect a new 
building on the Melrose Park works 
property to be used in connection 
with the new production order. 
Construction will proceed as soon 
as materials can be brought to the 
site. 


Special Lubricant Maker 
Denies FTC Charges 

WASHINGTON. —In an answer 
filed with the Federal Trade Com- 
mission last week, the Radiator 
|Specialty Co., Charlotte, N. C,, 
denied having misrepresented the 
| value and effectiveness of products 
|designated “Nu-Power Upper Cyl- 
inder Lubricant” and “Nu-Power 
| Tune-Up Solvent.” 

Admitting the dissemination of 
the representations challenged by 
|the complaint, the answer denies 
the charge that these claims are 
false, misleading and deceptive. It 
alleges that tests made by the com- 
|pany, by other concerns and by 
“independent consumers” have 
|demonstrated the truth of adver- 
|tising claims to the effect that the 
lubricant, when added to gasoline, 
|increases gasoline and oil mileage 
jand otherwise improves the per- 
| formance of automobile motors and 
|that the tune-up solvent will in- 
|crease compression and _ insure 
| quicker starting. These representa- 
tions, the answer says, are “reason- 
able,” have been made “in good 
faith” and are not in violation of 
any law. 











Playing for French Pontiac — 








For the past several years George A. French, head of the New Orleans dealership, has 
been sponsoring baseball, basketball, bowling and softball teams in various amateur leagues 
Above is the baseball team that is presently leading the Audubon league. French has a 
case in his showroom displaying the many trophies his teams have won. 


JEFFERSON CITY, Mo.—Some 
dealers here say the personal col- 
umns of local newspapers are more 
than ever agony columns these days 
since a lot of the members of the 
“quick and easy buck” clan have 
been caught with an extra car on 
their hands. 

Those blind ads in the for-sale 
columns, and personal columns, 
are, say the dealers, mostly peo- 
ple who rushed in and clubbed 
their favorite automobile dealer 
out of a quick-delivered car when 
the Korean fracas broke out, 

Most of them failed to connect 

with frenzied buyers they expected 
to be camping on the front porch. 
Prices didn’t take a sky ride. Now 
with 1951 models on the immediate 
bill of fare, they’re scared stiff, 
dealers believe. 

Just one sample: “Call .. . for 
the best 1950 ... you’ve ever seen. 
Loaded with extras. Has never 
been driven except from the deal- 
er’s floor to my garage. Now I 
have to let somebody have this 
beautiful automobile because cir- 
cumstances over which I have 
no control prohibit keeping it. 
Tee sss 

Most of these advertisers are pri- 
vate citizens who remembered how 
Old Joe made 20,000 bucks out of 
nothing during the last war and 
they weren’t going to be caught 
napping again when the easy 
profits were dished up. 

Some of those stuck with new 
automobiles they don’t want are 


employes of firms either in or 
MELROSE PARK, IIl.—Interna- | 


War Car Buyers Stuck 


Those Who Grabbed Autos Disturbed Now 
Over Failure of Prices to Soar 








connected with the automotive 
industry—dealers, jobbers, inde- 
pendent repair shops—but most 
of them are influential citizens 
who can call a dealer on the 
phone and say: 

“Joe, I’ve just got to have an- 
other car today. Big deal coming 
up and I’ve got to drive to Texas 
—can’t leave that wife of mine 
without transportation, ha ha. Yeh, 
well, I'd rather have one of them 
late numbers, lots of chrome, over- 
drive, automatic, fog lights, radio, 
white sidewalls, turn signals. No, 
I didn’t want all that stuff on my 
own car—that’s my home car, Joe, 
gotta be more conservative. But 
this new one’s got to have every- 
thing. 

“Gotta impress these Texas cus- 
tomers and besides that it’ll bring 
more—what’s zat—what’s zat? No, 
I didn’t say ‘bring more’. You're 
goin’ batty, Joe, I said is ‘it gonna 
rain any more.’ O. K., Joe, thanks 
a lot. Yeh, title, license and every- 
thing.” 

Now there’s more than one 
dealer chuckling to himself about 
some private individual that he 


| knows who is frying in his own 


grease. 

One dealer did say: “Not for pub- 
lication, you understand, but I’m 
damned glad some of them got 
caught with pendant pants. If they 
want to go into the automobile 


| business let them go into business, 


buy a front and pay the taxes and 
assume the responsibilities.” 
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AUTOMOTIVE 


$12,500 for ’50 Buick 


That’s Typical of Auto Prices Asked in Brazil; 
°41 Chevrolets Sell for Over $3,000 


] y° YOUR used-car customers 
complain that prices are too 
high? 

Tell them to consider the plight 
of the would-be used-car buyer in 
Brazil, where, for instance, the price 
of a “new-used” 1950 Buick is 
$12,500. 

A recent popular song was en- 
titled “They’ve Got an Awful Lot 
of Coffee in Brazil,” and a glance 
at the used-car ads in a Sao 
Paulo (Brazil) newspaper indi- 
cates that you’d have to sell “an 
awful lot of coffee” to pay for 
any automobile. 

The newspaper ads were sent to 
AvutTomotivE News by M. Palhinha, 
who is the automobile business in 
Sao Paulo. Palhinha, who signed 
his letter “Automotive News sub- 
scriber, of course,” was moved to 
send his letter when he saw a list 
of used-car prices from a Fair- 
banks (Alaska) paper, printed in 
the July issue of Automotive News. 

* 


* * 
ALHINHA’S comment was 

“those Alaskan prices are ‘pea- 
nuts’ when compared with Brazil- 
ian prices on ‘unused’ and used 
cars. If you can beat the prices 
asked for in these ads from Bra- 
zilian newspapers, I'll buy you a 
hat.” 

The prices look mighty hard to 
“beat.” The highest prices asked 
in the ads for two 1950 models, 
both Buicks. 

One described the car as “new, 
zero kilometers” and set a price 
of 250,000 cruzeiros on it. (The 
Brazilian cruzeiro is equal to one 
U. S. nickel, so the asking price 
was $12,500.) 

The other ‘50 Buick was de- 
scribed as a “Fleetline four-door, 
with Dynafiow and complete equip- 


ment.” Also marked as a “zero 
kilometer” car, it was offered for 
$11,350. 

* * + 


T= oldest cars listed in the ads 
were two 1937 models. One, a 
Chevrolet four-door with a new 
motor, had a price of $1,900, while 
the other, a Mercedes-Benz four- 
door, was offered for $1,750. 

The lowest price tag on any of 
the cars advertised was $1,300 for 
a 1947 Anglia two-door, The price 
asked for a 1949 Ford coupe with 


Canada Reports 


. 

Finance Sales 
° 9 
Up 36% in 49 

OTTAWA, — Retail installment 
sales reported by 104 Canadian fi- 
nance companies in 1949 amounted 
to $284,730,000, the government re- 
ported here. This was 36.8 percent 
above a 1948 total of $208,166,000, 
reported by 94 companies. 

New-car paper accounted for 
$71,602,000—or 25.1 percent—of the 
1949 total. In 1948, new-car paper 
accounted for $28,027,000—or 18.3 
percent of the year’s total install- 
ment sales. 

Amounts and percentages fer 
other motor vehicle installment 
sales were (1948 figures in paren- 
theses): New trucks, $44,601,000, 15.7 
percent ($36,173,000, 17.4 percent); 
used cars, $83,001,000, 29.2 percent 
($56,572,000, 27.2 percent, and used 
trucks, $21,822,000, 7.7 percent ($18,- 
350,000, 8.8 percent). 

Balances outstanding at the end 
of 1949 amounted to $184,063,000, a 
415 percent increase over the $130,- 
120,000 outstanding at the end of 
1948. Automotive paper balances 
ineluded (’48 figures in parenthe- 
ses): New cars, $46,970,000 
627,000); used cars, $46,342,000 ($30,- 
599,000); new trucks, $31,965,000 
($24,734,000), and used trucks, $14,- 
401,000 ($11,135,000). 

Ontario led the provinces in the 
volume of new and used-car paper 
purchased in 1949 with $70,585,000. 


Goodrich Adds Section 


To Los Angeles Plant 


AKRON.—Construction of a new 
$300,000 addition to present ware- 
house facilities at its Los Angeles 
tire and tube manufacturing plant 
is slated to begin this month, it is 
announced by B. F. Goodrich. 

The building centract calls for a 
120-day construction schedule which 
will put the new unit into opera- 
tion the middle of December. 


($23,- | 





18,000 kilometers on its speed- 
ometer, was $5,250. 

Some of the other prices were: 
‘46 Nash (600) four-door, $2,900; 
’47 Cadillac four-door with Hydra- 
Matic, $6,500; '47 Cadillac (62) four- 
door with air conditioning and all 
accessories, $9,500; °47 Packard 
four-door, 13,000 miles, $4,350. 

* * +. 


— were many others, all 
with corresponding prices. Two 
1941 Chevrolets, for instance, had 
price tags of $3,100 for a two-door 
and $3,900 for a club coupe. 

In his letter, Palhinha pointed 
out that prices such as the fore- 
going are “one of the reasons 
why there are only about 400,000 
automobiles in Brazil, which has 
a population of about 50,000,000 
people.” 

“There are about 125 persons for 
every automobile in Brazil, while 
the ratio in Sao Paulo, which has 
a population of about 2,000,000, is 
about 30 persons for every one car,” 
Palhinha said. 


BW 


[ONG torque convertors 


For your automatic transmission. High performance— 
with torque multiplication of better than 2 to 1. 
Low manufacturing cost—fabricated almost entirely 


from stampings. 
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Automoveis — Vendem-se 


FORD, 4 portas, novo 


PONTIAC, 4 portas ....... 


PACKARD, sedanete . . 
BUICK, Conversivel . . 

CHEVROLET, 4 portas, bom 
SIMCA, nova ..... eee 
LANCIA, nova 


Pe tet tet tt et tt 


FORD, furgon 
FORD, furgon .. 


'28 CHEVROLET, caminhao TIGRE . 


BRAZALTO 


AVENIDA CELSO GARCIA N. 570 





U. C. Prices in Brazil— 


CHEVROLET, 4 portas, c/PONTO .. 
STUDEBAKER, Conversivel ............... 


MERCEDES BENZ, 4 portas .............. 
CHEVROLET, 4 portas, motor novo .. 


FURGOES 


18, 1950 





72.000,00 
54.000,00 
98.000,00 
.. 70.000,00 
. 35.000,00 

60.000,00 
. 38.000,00 
. 65.000,00 
. 60.000,00 
. 40.000,00 
. 50.000,00 


32.000,00 
28.000,00 
28.000,00 


S.A. 


TELEFONE 9-8631 


Anybody looking for a “low-cost'' used car in Brazil had better be prepared to shell 
out at least $2,000. Reproduced above is a used-car advertisement from a Sao Paulo news- 


paper. The prices are in Brazilian cruzeiros (20 cruzeiros equal to one U. S. dollar). 


Tentative Schedule Set 


For N. Y. Trade Fair 
NEW YORK.—The proposed New 


7-20, according to H, D. Cantor, 
temporary president of the com- 
mittee working on preliminary 
phases of the event. 

Selection of the tentative dates 


York International Trade Fair has Was announced by Cantor following 


been scheduled tentatively for May'a luncheon meeting. 








49 


Ethyl Building 


Houston Plants 


NEW YORK.—New manufactur- 
ing plants to increase Ethyl Corp.’s 
production of antiknock com- 
pounds will be built near Houston, 
President Edward L. Shea has an- 
nounced. Construction will start 
immediately and will be completed 
by the end of 1951, he said. 

Operations at Houston will be in- 
tegrated, Shea announced, with all 
principal intermediate chemicals 
manufactured on the site so that 
it will be an independent source of 
Ethyl antiknock compounds for oil 
refiners. Furthermore, Shea pointed 
out, it will provide greater security 
in time of war. 

Salt brine will be piped from 
local wells for the manufacture of 
sodium and chlorine, and petrole- 
um hydrocarbons will be piped 
from nearby oil refineries for the 
manufacture of ethyl chloride and 
ethylene dichloride. 

Ethyl’s last big expansion pro- 
gram was completed in 1949, in- 
creasing the capacity of the Baton 
Rouge plant by more than 30 per- 
cent. 





LONG MANUFACTURING DIVISION 


BORG-WARNER CORPORATION 
DETROIT 12, and WINDSOR, ONTARIO 
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the popular-priced 


especially in 
brackets, 

In Chicago, new-car dealers in 
general reported “business as 
usual.” Used-car dealers were more 
apprehensive, however. Most of 
them expected a further slowing 
down in trade until the public be- 
comes accustomed to the new 
terms. } 

* * * 


N DETROIT, used-car dealers 
were doleful. “The customers are 
staying away in droves,” one of 
them said. Detroit operators had 
looked forward to banner business 
Nash Dealers Listen— last week, but it turned out to be 
Sales Vice-President H. C. Doss is shown/a dull seven days. 
addressing a meeting of 900 dealers and One volume operator said he ex- 
salesmen from the Milwaukee and Chicago pected business to be bad for a 
zones at preview of the 195! Nash line at/month. It should look up after 
Chicago. that, he said, as the public gets 


oe a - accustomed to shorter terms and 
Michigan Attacks "Sy (or. Gece en 
U. S. Tax Policy 


The same dealer said he ex- 
On ‘Load’ Fines 


pects the price of 1950 models to 
drop $200 in the next three weeks, 

with '49s falling $100. He looks 

for steady to rising prices for 

LANSING.—The internal revenue 

department’s policy of allowing 
truckers to deduct overload fines 
from income taxes drew a strong 


46, °47 and °48 models with a 
strong demand for such pieces. 

protest from Michigan’s Gov. Wil- 

liams last week. 





Auction operators had better 
news. Tim Anspach reported the 
market “much better” at his sale in 
Albany (N. Y.) last Monday (Sept. 

Williams asked Secretary of the ; 

except new Chevrolets, gained as 
eee “i Can aoe much as $75 over preceding week’s 
ate : rices. 

he called a “subsidy of law viola- " - we * 

The governor's action followed ; ed : 
a Detroit newspaper story report- .bert = as Thu > = 
ing that truckers could save at|Saes on Tuesday and Thursday o 
least 38 percent of fines paid to last week were “about the same as 
P the last few weeks. However, buy- 


11). Anspach said that all models, 
~—. FPROM Philadelphia, Harry Gil- 
Michigan by charging them off on ers showed more desire to buy than 


aoa returns as “business |; _ previous weeks.” 
Williams told Snyder that in-| Reports indicated that most new- 


car dealers were not at all con- 
cerned about the resumption of 
credit controls. Most of the larger 
used-car operators also do not ex- 


quiry at the Detroit office of the 
internal revenue department ap- 
peared to confirm the newspaper 
dispatch. 





Since 1940... 
The Buffalo Market has grown 


‘ 







The Buffalo 
Evening News 

has gained over 
35% in circulation 





@ Sell the News readers 
@ and you sell the 
@ WHOLE BUFFALO MARKET 


OVER 1,440,000 PEOPLE 


BUFFALO EVENING NEWS | 


EDWARD H. BUTLER KELLY-SMITH CO. 
Editor and Publisher Nationo!l Representatives 


WESTERN NEW YORK’S GREAT NEWSPAPER | 
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Regulation W Starts Today .. . 


New Cars Seen Strong, 
Late Models Softer 


(Continued from Page 1) 





pect to be hurt much by the con- 
| trols. 

A finance company spokesman 
in Detroit said the new terms 
“were not what we expected nor 
what we would like, but we all 
knew there had to be some re- 
straint put on consumer credit.” 

He said that he would have pre- 
ferred a 24-month time payment 
limit on new cars and one-year-old 
used cars, rather than the 21-month 
boundary placed on all cars by the 
new law. 

Before the reimposition of Regu- 
lation W, used-car terms in Detroit 
were generally 25 percent down 
with 24 months to pay, he said. He 
pointed out that the new terms 
will probably cause potential buy- 
ers of used '49 or '50 models to 
drop back to buying a '47 or '48 
model. 





> * * 
TMHE Federal Reserve Board's ac- 
tion in reinstituting credit 


curbs marked the third time in 
nine years that Regulation W has 
appeared on the automobile selling 
scene. 

Originally put into effect Sept. 1, 
1941, Regulation W expired for the 
first time on Nov. 1, 1947. It was 
resurrected Sept. 20, 1948, and 
lasted until June 30, 1949. The lat- 
est version, effective today, is 
slated to expire June 30, 1951, un- 
less extended before that date. 


Ford's Western Dealer Council— 

Ford dealers from all five sales districts in the western region and the division's sales 
officials for this area are shown at the annual regional dealer council meeting in San 
Francisco. The 10 dealers attending elected two to represent the region's 755 dealers at 
the National Dealer Council in Detroit Oct. 18-20. Jim Bryant (seated, center foreground) 
of Bryant Motor Co., Oakland, Calif., and W. P. Watkins (seated, rear, third from left) 
of Watkins Motor Co., Mount Vernon, Wash., were selected for the Detroit trip. Guiding 
the council's agenda was Arthur S. Hatch (seated sixth from right), regional manager 








and his assistant, Walter J. Cooper (seated, 


K. L. Boyd and G. W. Bowles. 





effect are generally the same as 
those in the regulation which ex- 
pired June 30, 1949. The curb cov- 
ers automobile installment credits 
of $5,000 or less and more than 
$100. 


* * * 


HE regulation specifies that the 

credit value of any automobile 
is based on either (1) the cash 
price, or (2) the average retail 
value stated in one of the apprais- 
al guides designated by the FRB, 
whichever is lower. 

For those automobiles which 





In announcing the return of 
Regulation W, the FRB warned 
dealers that they must file a reg- 
istration statement with the Fed- 
eral Reserve Bank or branch in 
their district within 60 days of 
Sept. 18. Forms for the registra- 
tion statements are obtainable 
from any Federal Reserve Bank 
or branch. 

The FRB emphasized that “such 
a statement shall be filed regard- 
less of whether or not the regis- 
trant (dealer) had filed such a 
statement under Regulation W as 
in effect at any time prior to the 
effective date of this regulation.” 

* + . 


|= FRB’s announcement of 
maximum credit terms for au- 
tomobiles of one-third down and 21 
months to pay noted that “the 
great majority of recent install- 
ment sales of new cars and late- 
model used cars are reported as 
having been financed on substan- 
tially easier terms” than those in 
the regulation. 

It was announced that copies 
of Regulation W would be made 
available through all Federal Re- 
serve banks and branches as soon 
as possible. 

In addition, the National Auto- 
mobile Dealers Assn. announced in 
Washington that it is preparing a 
special bulletin for issuance to all 
members giving full details of the 
regulation as it applies to automo- 
bile sales. 

Details of the regulation now in 








Appraisal Guides 

The FRB has designated the 
following appraisal guides for 
use with Regulation W (pub- 
lisher’s name follows guide book 
title): 

American Auto Appraisal, 
American Auto Appraisal; Blue 
Book Executives Edition, Na- 
tional Used Car Market Report, 
Inc.; Kelley Blue Book Guide, 
Les Kelley; Market Analysis Re- 
port, Used Car Statistical Bu- 
reau, Inc.; N. A. D. A, Official 
Used Car Guide, National Au- 
tomobile Dealers Used Car Guide 
Co.; Northwest Used Car Values, 
Northwest Publishing Co.; Offi- 
cial Automobile Guide, Price Edi- 
tion, Recording and Statistical 
Corp.; 

Official Automobile Guide, 
Price Edition, National Research 
Bureau, Inc.; Official Used Car 
Survey, Motor Vehicle Dealers 
Administration; Official Wiscon- 
sin Automobile Valuation Guide, 
Wisconsin Automotive Trades 
Assn., and Red Book National 
Used Car Market Report, Na- 
ee Used Car Market Report, 
ne, 





do not have an “appraisal guide 

value” (new automobiles, used 

’51 models and 1940 or older used 
cars), the maximum credit value 
will be 6624 percent of the cash 

purchase price. 

The FRB has certified the use of 
11 appraisal guides and designated 
the editions of each which may be 
used. Dealers are not required to 
use any particular guide, but for 
purposes of complying with Regu- 
lation W, may use quotations from 
any of the guides that are desig- 
nated for use in their territory. 

* * « 


N CERTIFYING the 11 appraisal 

guides, the FRB specified that 
the September issues of eight of 
them must be used for current 
transactions. The Aug. 12 editions 
of the other three guides — Blue 
Book Executives Edition, Official 
Wisconsin Automobile Valuation 
Guide and the Red Book National 
Used Car Market Report—are to 
be used for current transactions. 


Following imposition of credit re- 


Cummins to Test 
Light Diesel at 


Bonneville Flats 


LOS ANGELES. — Design of a 
new diesel truck engine and the 
“closely allied” development of the 
power plant of the Cummins Diesel 
Special race car were revealed for 
the first time in a paper presented 
at the SAE National West Coast 
meeting here. 

C. R. Boll, manager-engine sales 
for Cummins Engine Co., described 
the new JBS-600 and its subsequent 
development into the power for the 
green car, No. 61, which set an 
official 129.208 m.p.h. qualifying 
mark in the 1950 Indianapolis 500 
mile. J. C. Miller, Cummins man- 
ager, research and refinement, col- 
laborated with Boll in the prepara- 
tion of the report heard by the 
SAE members. 


Further tests are planned with 
the Cummins Diesel Special on the 
Bonneville Salt Flats, 100 miles 
west of Salt Lake City. Jimmy 
Jackson, veteran driver at the In- 


staff (standing, left to right) include M. R. 








dianapolis Speedway, again will 
pilot the car on straightaway runs 
intended to break the existing one- 
mile and one-kilometer interna- 
tional speed records for diesel- 
powered cars and establish new 
ones for the five-mile, five-kilome- 
ter, 10-mile and 10-kilometer dis- 
tances, 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue 





seventh from right). Members of the regiona! 
Brown, E. F. Kerl, W. D. Bali, V. L. Jones 





strictions, Martin McCollum, presi- 
dent of the National Used Car 
Dealers Assn., announced that the 
association membership is prepared 
to cooperate in the administration 
of Regulation W in the emergency 

He pointed out that it is the obli- 
gation of the independent automo- 
bile dealer to serve the public 
interest at all times. 

Provision is made for special pay- 
ment schedules for persons with 
seasonal incomes just as it was 
when Regulation W was previous- 
ly in effect. Also, the regulation 
does not apply to credit extended 
to a bona fide automobile salesman 
in purchasing a demonstrator. 





Vehicle Chiefs 
Hear Appeal 


For Uniformity 


PORTLAND, Ore.—Douglas Mc- 
Kay, Oregon governor and in pri- 
vate life a Salem automobile dealer, 
appealed for uniformity in motor 
vehicle laws in his welcome to the 
annual convention of the American 
Assn. of Motor Vehicle Adminis- 
trators here last week. 


H. Elmer Marsh, Vermont motor 
vehicle commissioner, was installed 
as president of the group at the 
closing session of the three-day 
conclave. He succeeded Earl T 
Newbry, Oregon secretary of state 

A feature of the convention was 
the presentation of a $10,000 check 
to the association by James M 
Smith, vice-president of the Farm- 
ers Insurance Group of Los An- 
geles, acting on behalf of the newly- 
formed Farmers Insurance Traffic 


|Safety foundation. 


Newbry, who accepted the check, 


| said the money would be used “for 


the first year’s operation of the 
training of chief driver license ex- 
aminers in the Northwestern uni- 
versity traffic institute and the 
training of examiner trainers in 
regional institutes or workshops.” 

Newbry also reported that the 
association’s efforts in the fields of 
driver improvement, financial re- 
sponsibility and reciprocity in mat- 
ters of motor vehicle regulation 
have been bearing fruit. He said 
that 45 states now have financial 
responsibility laws, an increase of 
five over last year. 


DEALERSHIPS 
AVAILABLE 


IN ILLINOIS, MICHIGAN 
INDIANA, WISCONSIN 
AND OHIO FOR THE 
FOLLOWING FINE CARS: 


MG - - - MORRIS 


RILEY 
RENAULT 
AUSTIN 
DAIMLER 


Write, Wire, Phone 


S. H. ARNOLT, INC. 
DISTRIBUTOR 
415 E. Erie Street Chicago II, Wil. 
Phone: Michigan 2-5436 
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Foes See Threat to Sales Potential .. . 


The 2 Sides to Car Leasing 


«Continued from Page 2) 
ing vehicles a picayune affair, say 
dealers. It is fast acquiring the 
stature of big business, having 
gotten its greatest impetus during 
the past year. 

‘to back up their contention, 
dealers cite the fact that one car- 
leasing firm enjoys a line of credit 
exceeding $2,000,000. This organ- 
ization, like many others, is set 
up to do business in many states. 

Dealers say such a developing 
situation does not augur well for 
the future of the automotive retail- 
ing industry. 

> 7 © 

“OME dealer schools of thought 
‘7 claim that banks are behind 
the rapid growth of leasing activity, 
pointing out that banks have al- 
ways been attracted to automotive 
paper. 

But it has also been found that 
some newly-formed rental compa- 
nies issued stock. The ironical 
part of this finding was the dis- 
covery that, in a good many in- 
stances, automobile dealers were 
participating in the stock offer- 
ings, in some cases holding all 
or a majority of the stock issues. 

Non-participating dealers see an- 
other disturbing factor in the 
growth of vehicle leasing activity. 
Whereas, prior to World War II, 
rental firms utilized several makes 
of cars purchased at retail from 
dealers, they are now centering 
their operations on one make of 
vehicle and working exclusively 
with dealers handling the chosen 
line. 

According to the manager of one 
large state dealer association, “the 

whole scheme has the blessing and 


encouragement” of the particular 
manufacturers involved. 
+ * * 


- THE opinion of a good many 
non-participating dealers, too, the 
majority of buying agreements be- 
tween rental organizations and 
dealers leave much to be desired— 
for the dealer. 

It is claimed that all contracts 
are exclusive between the dealer 
and the rental organization in a 
given area. This engenders a good 
deal of speculation as to what the 
effect will be in large metropolitan 
areas where multiple dealerships 
exist. 

It is feared that the advantage 
will accrue to the dealer possess- 
ing the rental organization’s 
agreement. Only large dealer- 
ships, it is said, can afford to 
sell vehicles to rental organiza- 
tions at greatly reduced prices, 
and in addition absorb all taxes, 
freight and delivery expense, 

All the foregoing conditions are 
found in most contracts, non-par- 


Packard Orders 
Total 22,000 on 
51 Debut Day 


DETROIT. — Approximately 22,- 
000 orders for 1951 Packards were 
placed with dealers during the first 
day of the new model showings to 
the public. 

Karl M. Greiner, Packard sales 
vice-president, in announcing the 
backlog of orders, said, “Never in 
Packard history has the public tak- 
en so enthusiastically to a new 
model as they have to our 1951 
Packard.” 

Greiner said that “hundreds of 
firm orders, audited for accuracy,” 
were taken by Detroit-area dealers 
from nearly 14,000 persons who 
viewed the new line here on open- 
ing day. 


Buick Leases 
Broadway Spot 


NEW YORK.—Buick has leased 
for 20 years the entire first and 
second floors of the four-story 
building at 1731-37 Broadway for 
offices and showrooms, announces 
Tishman Realty and Construction 
Co. 

The two floors, which have been 
leased by Buick since 1908 and 
Glidden Buick Corp. since 1919, will 
be remodeled. The latter lease has 
just expired. 





| varying time limits, if for any rea- | 


official, will release any operat- 
ing figures or material, except 
for the express purpose of mis- 
leading someone contemplating 
entering the field. 

He, along with heads of other 
son the rental organization is un-|companies in the rental field, vio- 
able to arrange financing with a)|jently disagrees with theories that 


ticipating dealers say. Also in 
some contracts, it is said, are cove- 
nants permitting the rental organ- 
ization to cancel the purchase of 
any vehicle from the dealer, within | 


bank or other financial institution. ithe growth of vehicle leasing will | 


|industry. 


Periods of financing range from 18} 


to 48 months. 
aa > * 


= object to contract pro- 
visions reportedly giving ren- 
tal organizations the right to re- 
turn vehicles to the dealer, no mat- 
ter what use they may have been 
put to, and to receive full credit 
for the purchase price and other 
sums paid or agreed to be paid. 

Procedure for arbitration of 
contractual disputes is said to 
lean heavily in favor of the ren- 
tal organizations. 

Car rental firms answer such 
criticism by saying that they all 
enjoy excellent relations with deal- 
ers, and that there is no law com- 
pelling any dealer to join in any 
such alleged partial dealings. 

However, dealers who have en- 
tered into such agreements say 
that there is such a law—the law 
of self preservation. Some even 
say that they recognize the growth 
of car-leasing as a serious threat 
to the motor vehicle retailing in- 
dustry. 


* * » 


— say they don’t enter into 
such agreements because they 
want to or because they consider 
them good business. But, they add, 
if car-leasing is to become a gen- 
eral practice, they don’t want to 
be caught napping. 

Conditions being otherwise, say 
a few, they would not hesitate to 
cancel agreements with car-rental 
firms immediately. 


The consensus of non-partici- 
pating dealers is that the text of 
the contracts is hardly the most 
important factor in the situation 
They point out that in the U. S. 
there are literally hundreds of 
thousands of salesmen, doctors, 
etc., and that for as little as $60 
a month a rental organization 
will furnish these people a car, 
guaranteeing exchange once a 
year and furnishing insurance and 
maintenance other than gaso- 
line and washing. 

Suppose, say non - participating 
dealers, that those thousands of 
doctors and salesmen suddenly de- 
cide to dispense with the invest- 
ment involved in owning a car and 
instead rent one at a cost of $720 
a year, all of which can legally be 
charged off as direct expense in 
income tax declarations. 

* * * 


FFCLOENG that such a prospect 
is not without possibility, they 
ask: 

What would happen to the re- 
tail motor vehicle industry? 


A good many dealers think it 
would mean the end of small 
motor vehicle retailers; that only 
the biggest dealer would be able 
to survive and that it is a ques- 
tion as to how long even he would 
last. 


These dealers fear that no manu- 
facturer will soon concern himself 
toward preventing such a condi- 
tion to come about. They say their 
outlook may be narrow-minded, but 
that manufacturers are primarily 
interested in sales and not so much 
as to how they are made, and 
would still make a profit whether 


cars were sold to dealers or rental } 


organizations. 


The consensus of most car-leas- | 
ing firms is that non-participating | 
dealers are looking for ghosts in| 


a closet. They hold that car-leas- 


|ing is now and will continue to be| 
auto | 


only a smal] factor in the 


* * * 


usr say that car-renting and 
leasing is an economically sound 


business, but only when developed | 


and practiced by experienced peo- 
ple. | 
It is described as a very mar- 
ginal-profit business, requiring huge 
outlays in legal and auditing ex- 





penses, Management and personnel 
training, and acquisition costs in| 
obtaining new accounts. | 


No leasing company, says one | 


harm automotive retailers. 

(Eprror’s Note: Another article 
on the car leasing situation will 
appear next week.) 


. 
Truman Signs 
° “e 
Curtailed Aid 
° 
For Highways 
WASHINGTON. — The compro- 
mise federal aid to highways bill, 
calling for a $1,188,000,000 budget, 
has been signed by President Tru- 
man. It was reduced from original 
figures in accordance with the chief 
executive’s wishes. 
The measure provides $500,000,000 


for each of the next two years for 
primary, secondary and_ urban 


roads. It also authorizes for each| 


of the next two years the follow- 
ing: $20,000,000, forest highways; 
$3,500,000, Tongass forest in Alaska; 
$17,500,000, for roads and trails; 
$10,000,000, park roads and trails; 
$13,000,000, parkways; $6,000,000, In- 
dian roads; $5,000,000, emergency 
fund; $4,000,000, Inter-American 
highway; $10,000,000, access roads, 
and $5,000,000, roads on public do- 
main. 

The compromise measure cuts the 
total previously approved by the 
House by $105,000,000. The House 
had voted on the bill before there 
was any indication of the amount 
which would be needed in defense 
appropriations. 

In asking the Senate to reduce 
the federal aid highway funds, the 
President said he thought the in- 
crease in the level of federal high- 
way aid was “inconsistent with the 
effort to hold down non-defense 
spending.” 

The Senate-House conferees elim- 
inated entirely a House item for 
$140,000,000 for the interstate high- 
way system, a 
roads between major cities and 
metropolitan areas. 


Manchester Dealers Give 


To N. H. Marine Fund 


MANCHESTER, N. H.—(UTPS)— 
Local automobile dealers are re- 
ported to have made “generous” 
contributions to a fund being 
raised for the erection of a New 
Hampshire marine memorial. Fi- 
nancial gifts were reported from 
Antonen-Garfield, Inc., State Mo- 
tors, Inc., Fitch Motors, Merrimack 
Street Garage and Gale Motor Co. 
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'Blind Vets Honor Olds— 

| Harold S. McFarland (right), labor relations director, accepts the ‘employer of the year 
| award" for Oldsmobile from John F. Brady of New York City, former president of the 
| Blinded Veterans Assn. The award was made to Oldsmobile at the annual convention of 
the Blinded Veterans Assn. in Indianapolis. Oldsmobile was the recipient of the award ‘'for 
recognizing ability instead of disability and for maintaining personnel policies which allow 
blind workers to make the most of their talents and skills and thereby fill a useful and 
productive place in society." 





Parley Elects Collins . . . 


Colorado Dealers Get 
Hold-Line Warning 


W. J. (Wild Bill)) Donovan of the 
U. S. Army, recently returned 
from Korea. 





By Ira R. Alexander 


Staff Correspondent 


COLORADO SPRINGS, Colo.—A 





against increasing prices and wages, 
and for all working people to in- 
crease output, was sounded here 
last week by Dr. Alfred P. Haake, 
Park Ridge, Ill., economist, before 
the 17th annual convention of the 


|call for Americans to hold the line | 


An employer-employe relations 
discussion was a feature of the 
convention with L. C. Thomas, 
Thomas -Hickerson Motor Co. 
(Dodge-Plymouth), Denver, chair- 
man. Speakers were Emory O’Con- 
nel, Denver attorney, and Theodore 


link of primary | 


Cobb, Denver employe relations 
specialist. 

F. S. Markley, Fort Collins, was 
elected president to succeed Tom S. 
| Young, Walsenburg. Other officers 
elected are: 

Harold Gray, Brush, first vice- 
president; Lou Kaemmerlen, La 
Junta, second vice-president, and 
John Ponsford, Grand Junction, 
third vice-president. Charles Hover, 
Denver, was elected treasurer. Tom 
Braden, Denver, was reelected ex- 
ecutive secretary and Harold Pul- 
len, Fort Morgan, reelected secre- 


Colorado Automobile Dealers Assn. 

“It should not be necessary for 
the President to freeze prices,” 
Haake said. “Businessmen should 
hold prices down even when 
hoarders offer fantastic prices. It 
should not be necessary to freeze 
wages. Labor should refuse to 
demand more wages, especially 
against frozen prices, and instead 
do their utmost to hold cost 
down.” 

There is no cause for gloom in 
the automobile industry, pointed 
out Paul Millians, vice-president of 
the Commercial Credit Corp. He | tary. 
told the delegates that the “satura-| Named to the board of directors 
tion” point of car purchase is not|were William Jones, Brighton; E. 
in sight. |E. Stoneman, Estes Park; R. W. 

“In 1936 the relationship of cars|Holt, Fort Morgan; J. V. Rose, 
produced and distributed to na- | Glenwood Springs; Reed Miller, 
tional income was 4,574,000 cars to|Grand Junction; G. W. Wickland, 
/$60 billion,” he said. “Today we|Greeley; J. H. Robinson, Idaho 
have a national income of $255 bil- Springs; Ray Robinson, Julesburg; 





lion. Where is the saturation|C. H. Habern, Lamar; Ted Spaid, 
point?” |Limon; Fred Schroeder, Loveland; 
Millians nevertheless reminded|Henry Chapman, Monte Vista; E. 


his listeners that they should pay|J. Carrington jr., Montrose; Jess 
close attention to the “net” in busi-|Hunter Pueblo; Vern E. Shoup, 
ness by staying on the job, keeping| Rifle, and Thomas L. Cimino, 
good salesmen around and stimu- | Trinidad. 
lating public curiosity in their par-| The convention was the largest 
ticular make of car. |in point of attendance in the his- 
| Other convention speakers were | tory of the association, according 
George Alexander Bowie, of the |to Everett Conover, chairman of 
Firestone Tire & Rubber Co. pub- | the Colorado Springs dealers, con- 
lic relations department, and Gen. | vention hosts. 
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FOLDING 
WRECKER 


America’s only low-priced 
3-ton capacity folding 
wrecker which handles all 
. passenger cars and light 
= trucks ... and can be 
* changed from wrecker to 
" ie 2) ae hd pick-up ... and back again 
el) wel) | aE in 30 seconds flat. Only 4 
ea simple operations. Furnish- 

ed complete with heavy 
duty reversible.power take- 
off and safety lock, side 


at rear controls. J 


THE TRULY 
UE 


> is 


O SR Ter 
¢, POWER 


/ OPERATED 


s 
Also available in hand operated model. 
For specifications and prices, write, wire or phone 


Canfield iw Bar Ca Bon: 


6033 E. McNichols Rd. * TWinbrook 3-0400 « Detroit 12, Mich. 
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Chicago and with the Chicago | parts and accessories,” continued 


Herald-American. Fruehauf. 
He is being replaced by Robert 

A. Jobson, who has been trans- 

ferred from the New York sales | Henry J Ad 


a Rs announcemen 
Packaged Services Henry J will 


To provide national advertisers 
with more complete information on 
“packaged” marketing and adver- 
tising research services, the Assn. 
of National Advertisers’ research 
steering committee is preparing a 
directory of such services. 

“Packaged” marketing or adver- 
tising research services, according 
to the definition adopted by the 
ANA committee, are services which 
(1) employ a standardized — 
dure devised by the seller, (2) often 
| include standardized questions used a 


Seen toeeeeeneeneieeerte ee 


staff to Detroit. Kaiser-Frazer announces that the 








lwith schedules showing date of re- 
lease in local areas. 





Affecting Factories and Dealers... oe 
Auto Advertising 


Ben Etter 


Funeral services were held last 
week for Ben Etter, manager of 
the Detroit office of the New York 
Times since 1939. 
Mr. Etter had 
been with the 
Times since 1922. 
Prior to becoming 
manager in De- 
troit, he was with 
the John B. 
Woodward Co. 
representing the 
Times. He leaves 


* * * 


Plans 


t campaign for the 
be the most elaborate 
it has launched 
yet. In addition to : , 
full-page newspa- his wife, Flor- 


per ads in major F. B. Ette ence, and two 
cities, there will : sons, Theodore F., 


be smaller inser-|Who is associated with the Detroit 
inion covering ev-| Office of the Times, and Robert W. 
ery territory He died Sept. 11 at his home at 
where there are| Walled Lake. 
K-F outlets, Di-|. . - 
rector of Adver-| Engineers Take Time 
tising Burton R. Time prides itself on the fact 
Durkee states. that a survey among engineers 
Dealer groups! reveals that better than one out 








+ * 


in repeated surveys usually with a] will sponsor the Ellery Queen mys-| of three read that weekly, accord- 


pre-determined frequency, and (3)|tery show on 


TV and 4,000 outdoor| ing to H. H. 8. Phillips jr., ad- 


offer a service for sale which has|boards will be posted in November.| vertising director. 
been bought by two or more clients.| The radio show will start Oct. 12. Leading U. 8. engineers were 


This definition, it was pointed 
out, is designed to exclude (1) 
tailor-made surveys for individual 
clients; (2) opinion polls conducted 
for syndicated use in publications; 


azine schedu 


Included in the national mag- asked to name “only those maga- 


le are Quick, Amer- zines which they read as fre- 


ican Weekly, Parade, Saturday quently as three out of four is- 


sues—a very tight definition,” he 


Evening Post, Collier’s, Life, adde. 


(3) research projects conducted by| Farm Journal, Time, Newsweek, | * 2 & 


individual advertising media, and| Country Gentleman and Look. | 


(4) buyer-validated media research} Announcement day is set for | Two-Time Winner 


studies like the continuing study] Sept. 29. 


For the second consecutive year, 


of newspaper reading, for example.| Durkee added that a Henry J|the Auto-Lite “Suspense” radio 


* * * 


Fruehauf Drive be supplied to 


advertising announcement kit will|show has won a public interest 


all dealers. This kit,;award from the National Safety 


“Every Fruehauf service branch | furnished without charge, will con-| Council for its contribution to high- 


in the nation is geared up to do |tain material 
the biggest three-month service | dealer in his 
job in our history,” said President The kit incl 
Roy Fruehauf of the Fruehauf laggy * 

Trailer Co. in announcing the | 5°'Vice, live 


to be placed by the| way safety. 


local area. eo. 
udes a complete mat| Celebrity Time 
radio announcement The B. F. Goodrich Celebrity 


fall “Fruehauf Service Pays Off.” |™aterial, samples of promotional| Time, on CBS-TV, returns for its 


“We are using trade papers, literature and 


various exploitation| second season Oct. 1 (10-10:30 


newspapers and direct-mail pro- |Plans. It also contains proofs of| p.m. EST), with Conrad Nagel as 
motions to promote everything |factory-contracted newspaper and! its host and master of ceremo- 
from regular maintenance to |magazine advertisements together| nies. Kyle MacDonnell, who was 









CELLO GRILLE GUARD 
WITH WINGRAILS 






FENDER GUARDS 
1949-1950 FORD 
1950 PLYMOUTH 
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CELLO LICENSE 
PLATE FRAMES 
Over 1,000,000 
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HERE IT IS! 


The red-hot accessory item 
you’ve been looking for. Hun- 
dreds of dealers have already found 
“diamonds in their own back yard” 
by easy sales of Cello Grille and 


on Cello Guards may save you many 
times the cost of repairing damage”’ 
— this bit of selling wins many a 
sale. Try it on both new and used- 
car customers . . . and convince 
yourself. 

Custom styles for 1950 cars. Similar 
guards for 1946-49 models. Gleam- 


ing beauty — “‘looks like a million”. 





Installed in 5 to 8 minutes. Order 


year when ordering. Send for FREE 
catalog and price sheets today. 
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chosen as Miss Television and 
who has starred in several Broad- 
way productions, will serve as 
one of the permanent panel 





members. The second member | 


will be Herman Hickman, coach | @% 
of the Yale university football |g 


team. 
Batten, Barton, Durstine & 
Osborne is the agency. 
+ * * 


Steps Up Drive 


Reflecting the outstanding suc- 
cess of this year’s consumer ad- 
vertising program in stimulating 
substantially _ in- 
creased sales, Pu- 
rolator Products, 
Rahway, N. J., is 
further stepping) 
up its. national 
ad and promotion 
campaign this} 
fall. This was an- 
nounced by Car- 
los D. Kelly, sales 
vice - president, 
who pointed out 
that recent mar- 
ket research studies indicate that 
the potential market for automo- 
tive oil filters and refills is vastly 
larger than even the present high 
volume of sales. 
| Furthermore, with new cars pour- 
ing onto the highways in record 
numbers, the market is being en- 
larged every day, Kelly said. Life, 
Saturday Evening Post, 
Mechanics and Popular Science 
Monthly are among the national 
consumer media that will be used 
in Purolator’s intensified efforts to 
further expand the market for its 
Micronic filters and refills, accord- 
ing to Kelly. 


T-Men 


Carlos Kelly 


* * * 


Chrysler division’s Treasury 
Men in Action, a TV program, 
has started on the ABC network 
on Mondays from 8 to 8:30 p.m., 
e.d.t. The script is based on ac- 
tual cases in treasury department 
files. MecCann-Erickson is the 


agency. 
* * * 


Mobley Joins Ross Roy 


Ross Roy, president of Ross Roy, 


Inc., has announced the appoint- 
ment of Robert L. Mobley, of Mar- 


ion, O., to the De- 
troit staff as ac- 
count executive in 
charge of the 
Chrysler Motor 
Parts Corp. (Mo- 
Par) account 

Mobley, who has 
been in adver- 
tising since 1935, 
has had _ consid- 
erable experience 
in automotive ad- 
vertising and R. L. Mobley 





merchandising, especially in the 
parts and accessory field. 


He formerly was associated with 


the Howard Swink agency in 


Marion, and Keeling and Co. of 


Indianapolis, specializing in auto- 


motive parts accounts. 
* * 


* 


Trunk Guards. “A few dollars spent —_ | Roll Call for Champs 


Champion Spark Plug has re- 
newed for 52 weeks, effective 
Sept. 29, its Champion Roll Call 
sports program over ABC and 
has extended the 9:55-10 p.m., 
e.d.t, Friday night program to 
the full ABC network of 282 sta- 


| tions. MacManus, John and Ad- 


ams is the agency. 
* * * 


|TV For Business 


Popular 








Plugs Kargards on TV— 

Alan Young, CBS-TV star, advertised Erie 
|Kargard over every TV station in the C&S 
network plus affiliated stations in August. In 
| line with Erie's new policy of using Hollywood 


celebrities, Young was also featured in trade 
paper and Saturday Evening Post advertising 


ress will present the color TV dem- 

onstration in a series of 15-minute 

shows on the main floor of the 

palace, starting at half-hour inter- 

vals during each day of the show. 
* * * 


Riddle Elected 


| §. S. Riddle, Birmingham (Ala.) 
| correspondent for Automotive News, 
|has been elected permanent secre- 
|tary of the Birmingham Motor 
Trades Assn., it was announced 
last week. In the past, each in- 
coming president has used a secre- 
tary from his own firm. 

Riddle recently retired after serv- 
ing as auto editor of the Birming- 
ham News-Age Herald for 30 years. 

+ * * 





Names 

Tom Hicks has joined the radio- 
television department of Geyer, 
Newell & Ganger, Inc., as an ex- 
ecutive producer. Hicks comes to 
the G. N. & G. agency from Fletch- 
er D. Richards, Inc., where he was 
radio and television program di- 
rector. 


Forum 


(Continued from Page 4) 
market price on used cars, acces- 
sories, etc. At the same time, there 
is no excuse for overcharging, even 
though some prospective buyers 
will pay a large premium for 
prompt delivery. This would add 
to a dealer’s immediate profits, but 
will reflect adversely on his repu- 
tation and, in the long run, the gov 
ernment will get most of the money 
in the form of tax collections. 

As a result of the efforts of our 
association, a motor vehicle title 
law will become effective in Ten- 
nessee on March 1, 1951. There has 
long been an urgent need in Ten- 
nessee for a title law, and it is 
hoped that a lot of abuses will be 
eliminated when the administration 
of the law becomes effective. 

One of the features of the TAA 
convention, scheduled to be held 

in Memphis at the Peabody hotel, 
Oct. 15-17, will be a title law 
forum. Wirt Courtney, a former 
Tennessee congressman who is 
director of the Title Law division, 
will be moderator at this forum, 
and it is hoped that it will be 
the means of getting the law 
started with a minimum of con- 
fusion and red tape to the auto- 
mobile dealers of the state. 

Another feature of the convention 
will be the “Yankee Panel,” com- 
posed of five highly successful Min- 
nesota dealers, who will discuss 
topics of vital interest to automo- 
bile dealers. This panel will be 
moderated by George F. Ziesmer, 
past president NADA, and is a 


First public demonstration of|return engagement of the “Dixie 


| Vericolor, the new color television 
Guaranteed Super-Chrome _ finish. | system developed by CBS and Rem- 
ington Rand for commercial and 
industrial use, will be a feature of 
from your nearest jobber or direct |the National Business Show at the 


: Baas rs ; {Grand Central Palace, New York, 
from factory. Specify car make and during the week of Oct. 23. 


Panel” that was such an outstand- 
ing success at the Minnesota con- 
vention last year. It has been my 
observation that automobile dealers 
are greatly interested in the ex- 
periences of other dealers in the 
conduct of their affairs as success- 


The Mid-Century Mark of Prog-!ful businessmen. 


Auto Ad Gain vs. Other Lines 


Expenditures in Newspapers 


1948 1949 Change 
Grocery : Sie $103,568,000 $112,465,000 + 8.6% | 
Automotive _.................0.06005 59,296,000 85,856,000 +44.8% j 


Alcoholic Beverages ............ 34,006,000 42,375,000 +24.6% 
Transport & Travel? .......... 27,146,000 28,647,000 + 5.5% 
Appliances & Household ... 19,913,000 19,928,000 + 0.1% 
NE esac scenic aiattetiess . 16,302,000 19,970,000 +22.5% 
Radio & Television .............. 14,401,000 12,756,000 —114% 


MN recareccinesseasissosssssesiasess 9,651,000 10,507,000 + 3.9% 
Wearing Apparel ............... : 8,681,000 6,372,000 —26.6% 


* Toilet requisites and medical classifications. 
+ Transportation and hotels-resorts classifications. 


—Prepared by bureau of advertising, American Newspaper Publishers Assn. 


| 
i 
} 
Drugs & Toilet Goods* ..... 42,459,000 49,762,000 411.2% 
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F lans Shape Up | 
kor NADA’s 
Florida Parley | 


| 
VASHINGTON.—Concrete plans | on 
fo: the biggest convention in the! @ 
history of the National Automobile 
Dealers Assn., at Miami Beach, 
Fia., Jan. 7-10, were formed at a 
recent meeting of the convention | & 
committee at Myrtle Beach, S.C. | @ 
General chairman of the 1951, * 
convention is J. Saxton Lloyd, Day- | 4 
tona Beach, Fla. Members of the} 
program committee, who are pre- 
paring the most elaborate plans 


| Public Roads Estimate .. . 


48,484,000 Vehicles by ’51 


WASHINGTON. — All previous|of 6.5 percent. Automobile registra- 
records for motor vehicle registra-|tions again this year show the 
tions in the U. S. are likely to be | greatest increase, however, jumping 
topped this year, according to pre-|9 percent to a total of 39,710,000. 
liminary estimates by the Bureau| An increase in both commercial 
of Public Roads released last week.|and private vehicles is expected in 

Reports from state authorities, |¢very state and the District of Co- 
the BPR said, indicate that a tota]|!umbia. Louisiana will again lead 
of 48,484,000 passenger cars, trucks|the way with a 14.5 percent in- 
and buses will be registered by the | crease, followed by New Mexico, 
end of 1950. This, it was pointed|North Carolina and Texas, each 
out, represents an increase of 8.5|With more than a 12 percent in- 
percent over the 44,670,588 vehicles | Crease. California, New York, Penn- 





ever undertaken for a dealers’ con- 
vention, are: Paul L. Abernathy, 


chairman and regional vice-presi-| 2°” 


dent; A. M. Costley, director for 
Georgia; Harry McArthur, director 
from Mississippi; C. S. Brooking, 
of Gainesville, Fla.; Clarence Holtz- 


inger, of Tampa, Fla.; Bessie B. 
Ballentine, executive secretary of 
the North Carolina Automobile 


Dealers Assn. 


A topnotch speakers’ program is 
being arranged, according to Lloyd. 
A definite commitment already has 
been made by Dr. Norman Vincent 
Peale, radio commentator, author 
and editor, who is pastor of Marble 
Collegiate church, New York. A na- 
tionally known industrialist and a 
prominent government official also 
will be on the speakers’ program, 
Lloyd said. 

A convention entertainment com- 
mittee, headed by Russell N. Lentz, 
NADA director for South Carolina, 
is making plans for a water ski 
show on Indian Creek, Miami 
Beach, a cabaret party and fash- 
ion show at Dinner Key auditorium 
and many other special features. 

Under present plans, the Equip- 
ment exposition held in conjunc- 
tion with the convention, will be 
staged in circus tents which will 
adjoin the convention auditorium. 
Chairman of the Exposition com- 
mittee is W. S. Edwards jr.. NADA 
director for Alabama and regional 
vice-president. 

Members of his committee in- 
clude B. H. King jr., Orlando, Fla.; 
Charles B. Tutan, Miami, Fla.; I. 
C. Pendarvis, Tampa, Fla. and 
Walter C. Mallory, general man- 
ager of the Florida Automobile 
Dealers Assn. 

Lloyd said he expects the greatest 
attendance in the history of the 
NADA. 
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Ford Honored— 

Thomas J. O'Neil, manager o! the Ford 
car sales department, holds a certificate of 
| appreciation on behali of the company for 
aiding driver training in Michigan high 
schools. The award was presented by Roy M. 
Hood, president of the Automobile Club of 
Michigan, for Ford's efforts in making dual- 
control cars ava.lable to schools. It was 
presented at a meeting of 93 teachers attend- 
ing a driver training institute in Detroit. 





Mason, Moore 


Will Address 


N.D. Convention 


BISMARCK, N. D.-—-The business 
| session of the annual conventicn of 
' the 
|Assn. will open in the Patterson 
hotel here Sept. 25. 
| Speakers will be George W. Ma- 
son, president of Nash-Kelvinator; 
Howard Moore, general manager 
Federation of Automobile Dealers 
Assns. of Canada; R. D. McKay, 
first vice-president, National Auto- 











|mobile Dealers Assn.; George 
|Bowie, Firestone public relations 
chairman, and Edgar A. Berg, 


NDADA president. 

A banquet and show, 
the Kaiser-Frazer quartet, 
las the Singing Sent'nels, will 
|held in the evening. 

Election of officers and final busi- 
ness will conclude the ccnvention 
}at noon on Sept. 26. 


featuring 
known 
be 


DeSoto Spends $35 Million 
On Body, Engine Plant 


(Continued from Page 2) 


thirds of the floor space is devoted 
to the production of bodies. 

Every process used in body 
manufacturing was _ intensively 
studied and scores of improve- 
ments made. The plant is packed 
with ingenious devices to elim- 
inate manual handling of bodies 
and materials, 

Nearly eight miles of conveyors 
wind throughout the body plant. 
All body conveyors are electron- 
ically controlled, the largest in- 
stallation of its kind of American 
industry. One section of the plant, 
Where bodies automatically weave 
and criss-cross on a maze of con- 
veyors, all without any apparent 
human direction, is known to the 
employes as “Grand Central Sta- 
tion.” 

+ * * 
TH welding department is 
_* equipped with 540 separate weld- 
ing machines and guns, each de- 
signed for a specific job. One ma- 
chine produces 198 welds in 17 sec- 





Bennett Wins Primary 


For U. S. Senate Post 


SALT LAKE CITY.—Wallace F. 
Bennett, president of Bennett’s, lo- 
cal Ford dealer, won the primary 
election in the race for nomina- 
tion for U. S. Senator on the Re- 
Dublican ticket. He defeated his 
»pponent, State Sen. Rue L, Clegg, 
oy a three to one majority. 

In the November elections, Ben- ; 
nett will face Sen. Elbert D. Thom- 
is, ardent new dealer, who has 
served the past two terms. Bennett 
gained national recognition last 
year when he served as president 
of National Assn. of Manufacturers. 





delivery trucks. 
* 





onds at the push of a button. 

The paint department is a plant 
within a plant. It is walled off 
from the welding and trim depart- 
ments and has a complete air-con- 
ditioning system that makes it al- 
most impossible to detect any paint 
odor. Fumes are instantly sucked 
into blowers and expelled through 
roof exhaust stacks. Fresh, clean 
air is supplied to the paint de- 
partment at the rate of 1,640,00C 
cubic feet per minute. 

The air is heated, washed in 
water, reheated, passed through 
four successive layers of oil and 
dry filter curtains and fed through 
ducts to the paint department, 
where it is filtered once again 
before being diffused throughout 
the department. 

An additional 1,208,000 cubic feet 
per minute of fresh, clean air is 
supplied to other departments. 

The unloading platforms along 
the material receiving dock are elec- 
trically operated and can be raised 
and lowered so that they are al- 
ways flush with the beds of the 


* + 


A DeSOTO-DESIGNED conveyor 
attachment permits the body 
to rotate in a circle so that all sec- 
tions of it can be easily reached. 
The bodies receive dozens of in- 
spections during their passage along 
the conveyors. At one point they 
pass through a water testing booth, 
106 feet long, where gallons of wa- 
ter are sprayed on them under 
heavy pressure. 

With the exception of a section 
of the trim department, the entire 
body-building operation is on one 
floor. The only second-floor opera- 


tion is the upholstery sewing room.|II, author and historian. 


North Dakota Auto Dealers | 


registered in 1949. 
According to the BPR report: 
Truck and bus registrations are 

expected to reach a total of 8,774,- 

000 this year compared with 8,236,- 

914 recorded in 1949, an increase | 





sylvania and Texas lead the states 
in the estimated total number of | 
motor vehicle registrations. 

Motor vehicle registrations have 
increased from 468,500 in 1910 to 
9,239,161 in 1920, 26,531,999 in 1930, 





| Auto Future & Korea | 


Haller Tells S. C. Dealers Panic’s Over; | 
Cochran Heads Association 


MYRTLE BEACH, S. C.—The fu- 
ture of the automcbile industry in 
the I'ght of the Korean situation 


was the foremost topic of interest | 


at the annual meeting of the South 
Carolina Automobile Dealers Assn. 
held here last week. 

Fred H. Haller, president of 
the National Automob‘le Dealers 
Assn., told some 700 South Caro- 
lina automobile dealers and their 
| wives that although a war scare 
| developed a “panic-buying” spree, 
| it is the thinking of the NADA 
that the public is becoming con- 
vinced that the auto industry will 
not stop civilian car production. 

“The factories at Detroit,” he 
pointed out, “are continuing to pro- 
duce cars at a pace that virtually 
assures a new production record 
for the vear.” He added _ that 


L-M Dealers End 
Ad Parley With 


Factory Executives 


DETROIT.—Committee chairmen 
of Lincoln-Mercury’s dealer adver- 
tising committee last week con- 
cluded a meeting with L-M factory 
executives here. Robert F. G. Cope- 
land, L-M manager of advertising 
and sales promotion, was chairman 
of the meeting. 

Benson Ford, general manager; 
Joseph E. Bayne, general sales 
manager, and S. W. Ostrander, op- 
erations manager, addressed the 
group. 

Composed of representatives from 
all of L-M’s sales di’stricts, the | 
dealer-members of the committee 
present included: 

Frank Owen, Lawrence, Mass.; 
Paul T. Henson, Syracuse, N. Y.; 
Raymond P. Scott, Wynnewood, | 
Pa.; E. A. Horsch, Chicago; Frank 
G. Hatfield, Bedford, Ind.; James | 
Kemp, Akron; George Spiker, Dal- | 
las; Glenn H. Smith, Des Moines; 
Harold C. Johns, Detroit; K. M. 
Matthews, Charlotte, N. C.; H. A. 
Morris, Kansas City; James Van 
Etta, Santa Barbara, Calif.; L. H. 
Clay, New Orleans; Joseph A.) 
Byrnes, Hackensack, N. J.; L. E.) 
Powers, Pittsburgh; Henry C.| 
Bender, St. Louis; Russell I. Klop- 
fer, Washington; Edward E. Low- | 
ery, San Francisco; Fremont W. 
Mitchell, Minneapolis, and Fred J. 
Piehl, Rock Island, III. 











Haller, Richards 
Set to Speak at | 


N. J. Convention 


NEWARK, N. J.—Final plans for 
the Sept. 28-29 convention of the 
New Jersey Automotive Trade 
Assn., set for the Hotel Traymore 
in Atlantic City, have been an- 
nounced. 

The lineup of speakers includes 
Fred L. Haller, NADA president; 
Karl M. Richards, manager of field 
services of the Automobile Manu- 
facturers Assn.; Bill Mallon, chair- 
man of NADA’'s public affairs com- 
mittee; J. Saxton Lloyd, Buick- 
Cadillac dealer in Daytona Beach, 
Fla.; Ray Chamberlain, NADA con- 
vention manager; Martin J. Ferber, 
New Jersey’s director of motor 
vehicles, and John Temple Graves 








August, 1950, was the second larg- 
est production month in automotive 
| history. 

Haller told the SCADA members 
|that “the future freedom of busi- 
|ness conduct rests in no small part | 
‘in the way in which you and I- |} 
jas retail auto dealers—conduct our 
|operations in the months which 
lie ahead.” 

J. A, Cochran, of Chester, was 
| elected president of the group 
| for the coming year; Curran 
| Bridges of Greenville, vice-presi- 
| dent, and R. C, Pulliam sr., Co- 

lumbia, secretary-treasurer. 
| Newly-elected members of the 
{board of directors are: Frank Col- 
\lins, Georgetown; Paul Taylor, 
|Beaufort; J. R. Suggs, Loris; Ed 
| Redfearn, Pageland; J. M. Pickens, 
|Orangeburg; Dave Hayes, New- 
|berry; Ford Thackston, Greenville, 
and Judson Minyard, Anderson, 

An expert’s view on the world 
|Situation was given the group by 
|Mutual Broadcasting System com- | 
|mentator Cedric Foster in an ad- 
dress entitled “The Fight Against 
Communist Aggression.” 

One of the highlights of the con- 
vention was the selection of “Miss 
South Carolina Automobile of 1950.” 

Dana Coleman, 18-year-old daugh- 
ter of Mr. and Mrs. Dan Coleman, 
Greenville, was crowned winner of 
the beauty pageant and competi- 
tion by Gov. J. Strom Thurmond. 





he was awarded a $500 savings 


bond. 
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BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 


and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to eur subscribers. 


knowledge of 


understanding of 
from 40 years‘ 


32,035,424 in 1940, and will approach 
48,500,000 this year. 
* + 
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Estimated V ehicles 
On Road by °50 


(Includes cars, trucks and buses) 
Pet. 
Regis- Esti- Iner'se 
State tered mated 1950 
1949 1950 1949 
Alabama 586,209 646,000 10.2 
Arizona 234,792 257,000 9.5 
Arkansas 427,433 458,000 7.2 
California 4,103,963 4,446,000 8.3 
Colorado 502,433 542,000 7.9 
Connecticut 659,168 705,000 7.0 
Delaware 95,092 102,000 7.3 
Florida .. 855,504 952.000 11.3 
Georgia . 783.446 865,000 10.4 
idaho ....... 239,233 264,000 10.4 
iMinois . 2,396,393 2,616,000 9.2 
indiana 1,329,281 1,432,000 7.7 
lowa ..... 977,956 1,048,000 7.2 
Kansas 806,570 845,000 4.8 
Kentucky 683,592 761,000 1.3 
Louisiana 603,430 691,000 14.5 
Maine .... 249.213 269,000 7.9 
Maryland 610,866 669,000 9.5 
Massachusetts 1,166,687 1,262,000 8.2 
Michigan 2.181.422 2,348,000 7.6 
Minnesota 1,057,561 1,149,000 8.6 
Mississippi 431,431 470,000 8.9 
Missouri ... 1,185,947 1,270,000 7.4 
| Montana .... 240,467 255,000 6.0 
Nebraska 538,480 575,000 6.8 
Nevada ............ 66,824 74,000 =10.7 
New Hampshire 164,087 173,000 5.4 
New Jersey 1.426.205 1,547,000 8.5 
New Mexico . 200,339 228.000 §=13.8 
New York .... 3.396,596 3,653,000 7.5 
North Carolina 902,843 1,022,000 13.2 
North Dakota 257.460 275,000 6.8 
Ohio ...... 2.562, 143 2.733.000 6.7 
Oklahoma 742.801 810.000 90 
Oregon ......... 621.415 675,000 8.6 
Pennsylvania 2.723.123 2.938.000 7.9 
Rhode Island 234,434 247,000 5.4 
South Carolina 518,915 569,000 97 
South Dakota 269,301 285,000 5.8 
Tennessee 738,365 821.000 =11.2 
Texas ...... 2,536,478 2.250.000 124 
Utah 219,803 238.000 8.3 
Vermont 113.744 119.000 46 
Virginia 809,384 887.000 96 
Washington 838.409 901.000 7.5 
West Virginia . 431,263 463,000 7.4 
Wisconsin .. 1.110.823 1,197,000 7.8 
Wyoming ....... 110.858 122.000 10.1 
Dist. of Columbia 177.461 190,000 7.1 
Total, private and 
commercial 44,120.243 47,914,000 8.6 
Total, publicly- 
owned vehicles 
(Not included 
above) .... 550.345 570,000 3.6 
Total motor 
vehicles 44,670,588 48,484,000 8.5 


Waves Take Cashier 


CHICAGO. Kailer-Youngquist, 
Inc. (Oldsmobile), has become one 
of the first automobile dealers here 
to have a woman employe transfer 
to the armed services. She is Edris 
LaCroix, cashier of the firm, who 
left to join the Waves, where she 
served during World War II. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue 
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JOHN O. MUNN’S 





‘AGuide to Automobile Selling’ 
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Selling versus Overallowance—Put this book in the hands of every one of your 
salesmen. Guide them in the techniques that de-emphasize the importance of the 


used-car allowance. Each chapter of thi 
Sixty-four ideo-packed pages. 
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Some aito 
is reason 


ed for military needs. 
makers say that there 
|to believe now that such needs m iy 
be higher. 

Whatever 
| prospects in 1951, it is virtually cer- 
tain to break all existing produc- 
tion records for both cars and 
trucks in 1950. 

Through last week, U. S. plants 
had turned out an estimated 4,- 


the auto industr.’s 


683,386 cars and 957,680 trucks 
for a total of 5,641,066 vehicles. 
The industry had its best pas- 
senger-car year in 1949 when U. 
S. plants turned out 5,118,293. 
For trucks, it was 1948 when 
1,364,957 units were built. 

Both marks stand within reach 
this year. For a new car mark the 
production of only 29,000 a week 
through the rest of the year is 
needed. U. S. plants are currently 
150,000 


turning out than 


weekly. 

For a new truck mark an aver- 
age of 27,000 a week is needed. 
That is about what schedules are 
yielding now, with Internationa] 


more 


o4 = 
| . ’ ¥ 
: ‘But Materials Grow Searcer .. . 
Car, Truck Output Estimates SSeS 
By Aut tive N | ? 
| a | eek s Output Up to 9 
| 
PASSENGER CARS 
(U. S. PRODUCTION ONLY) (Continued from Page 1) ame not yet changed over to 1951 
maaes Same Sone Sept., “~—_ 1 4an-1 | story because that month will offer | Tausing coun aanidan oie tie 
Sass. 56, work, Sens. 9 A. Oust, $9. om a ago 22 ae “| ers who have put new models on 
aa : ing days, or two more than Sep-|the street. 
coamrmze Sage a aust eet Steet enemies SES mont of the 081 mel 
Delete” 3993 $021 8212 7,942 78.766 68,264; If U. S. car and truck produc-| previewed are making lavish use 
Dodge 10116 8.588 7,988 20,105 208,622 211,940|tion slumps in October it will be| of chrome. Chrome, of course, 
Plymouth ........... 3 18,832 13,814 14,835 $7,443 402,964 361,795|because of the fact that steel and | a a on ea a 2 
FORD .\.....................-.-. $4,684 28,357 28,498 69,910 754,707 1,153,288 | virtually all non-ferrous metals are steak iling. we ; a ernmen 
FOrd nna 26/620 22,267 21,908 53,733 586,455 888,036 |in tight supply. Right now, nickel | *| fg 9 
Lincoln soseee 717 879 461 1,324 26,704  25,330/i, really a headache for auto mak- pry ts e suey < 7 
Mereury ..... 7,347 5,211 6,134 14,853 141,548 239,922)... |—all of which comes from nada 
GBNERAL MOTORS .. 61,566 54,790 50,011 123,952 1,620,635 2,183,930 a oa —is already under allocation, most 
Buick . 11,490 9,366 9,192 22,790 294,426 394,496 ‘ _ |car producers can’t see a favorable 
Cadillac... 271 = 1,861 ~—:1,808 «4,997 «63,904 = 76,295| JN ADDITION, a long strike in|supply of it as likely for a long 
Chevrolet oe "1202 27,551 24,726 62,010 806,135 1,093,480. Soda ash plants is making itself |time to come. 
Oldsmobile. .... 6715 7,132 6,414 14,917 212,297 283,087 |felt to the extent that a few car a 
Pontiac 9,488 8380 7,876 19,238 243,873 336,622|/™akers are shipping new vehicles As A consequence, they wonder 
KAISER-FRAZER ._ 5,212. 1,679 4,069 8,375 52,113 84,299 |to dealers without taillight lenses. if 1951 models may no sooner 
en tn : 5 a os ra 6,460 10,018 Nickel is the item which is cre-| hit the streets “chromed in all their 
Kaiser .... ek. | 5,212 1,674 4,069 8,375 45,653 74,281 |ating havoc for those makers who glory,” than it will be necessary to 
CROSLEY |... 151 91 144 $34 7,251 «4,857 a " Substitute painted trim. 
SOS scscvossorencocosoren 1,484 2,591 $241,808 111,932 100,919/ Vg, Dealer’s Suit Military production plans have 
NASH cert Seta 3,639 2,615 2,342 6,637 102,246 136,358 Ps tg yet aa y air aie, 
RO y ; 1,342 3,678 82,442 37,593 : r in the steel supply picture, 
SES Amite ses ene <a 5,284 13,187 155,036 211,056 Against F or d Goes oe saul makers ore not op- 
' IRLAND+ 4347 26,062 timistic about the future here 
ee a — lig — _— To Federal Court either. They don’t find much 
4,683,386 solace in promises by steel firms 
Total Cars, U. S. ......154,401 129,818 122,849 305,557 8,705 4,795 4,683,386 | RICHMOND, Va, — Emmett E.| *° eae aus tee te 





~ +Station wagons and Jeepsters. 


“* Revised, 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Weew Week dan, 1 dan. 1 
Ended Same Ended Sept., to to 
Sept. 16, Week, Sept. 9, 1950, Sept. 17, Sept. 16, 
1950 1949 1950* to date 1949* 1950* 
CHEVROLET 10,048 7,176 7,619 19,560 296,576 357,856 
CROSLEY , 10 4 22 32 262 308 
104 72 112 216 2,651 3,307 
3,881 2,591 2,996 7,621 113,798 75,482 
28 35 18 49 1,171 1,140 
7,910 6,631 6,365 15,792 174,833 260,257 
Cc 2,027 1,409 1,355 3,772 65,787 76,809 
INTERNATIONAL | 85 205 85 204 98,539 82,896 
IL. diickicnediedeischs teens 251 158 151 453 5,025 7,579 
ee 328 80 226 612 2,725 4,748 
STUDEBAKER . 1,036 1,048. 836 2,065 50,091 36,741 
WHITE a per 330 170 325 723 6,015 9,584 
WILLYS-OVERLAN D 1,238 1,039 897 2,359 38,376 30,254 
MISCELLANEOUS 317 360 258 638 13,752 10,719 
Total Trucks, U. 27,598 20,978 21,265 4 096 869,601 _ 957, ,680 
Total Cars, Trucks 
Se Ol 144, 114 359,653 4,575,396 5,641, 066 
Total Cars, Trucks 
OO eee 5,372 7,693 19,232 _ 204,974 _ 276,307 
Grand Total, 
Cars and Trucks 
U. S. and Canada ...... 191,610 156,168 151,807 378,885 4,780,370 5,916,373 
*Revised. Miscelianeoaus includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Na.h, Diamond — T, ete. 


Dealer Stocks Dortine 
To Two-Year Low 


(Continued from Page 1) 


new car inventories this month 
either. 

There just aren’t enough pro- 
duction days in September to 
swell dealers’ stocks. In addition, 
daily output rates were cut at 
some plants last week and a few 
of the cuts were of major pro- 


portion. 
Further, it appears highly un- 
likely that immediate delivery of 


all makes of new cars will be avail- 
able through the balance of 1950, 
unless credit controls have a more 
drastic effect on potential sales 





New-Car Stocks 


In Postwar 
‘(FEatimated by Automotive News) 


|than is generally anticipated. 


The past week’s production cuts 
undoubtedly emanated from an in- 
creasingly tight materials situation. 
The auto industry's steel problems 
are expected to get progressively 


| worse before they get better. 


‘ears and trucks to customers 


| allcled 





Cars Cars Total 

Actu- in Poten- 

ally in Transit tial 
Pertod Dealers’ ww Inven- 
Ending Stock Dealers tory 
Jan, 1, '47.. 75,838 175,000 250,838 
July 1, °47.. 56,752 205,000 261,752 
Jan, 1, ‘48.. 78,636 242,000 320,636 | 
duly 1, °48.. 84,559 214,000 298,559 | 
Jan, 1, °49.. 196,883 293,000 489,883 
Mar. 1, °49.. 205,681 244,000 449,681 
Apr. t, '49.. 194,949 310,000 604,949 
Sept. 1, °49.. 286, 306,000 592,686 
Oct, 1, °49.. 340,457 278,000 618,457 
Nov. 1, °49.. 339,858 233,000 572,858 
Dec, 1, °49.. 298,781 122,000 420,781 
Jan, 1, ’560.. 251,754 188,500 440,254 
Feb. 1, '50.. 313,491 192,000 505,491 
Mar, 1, '50.. 312,457 159,500 471,957 
Apr. 1, ’60.. 276,136 158,000 434,136 
May 1, ’60.. 196,738 152,000 349,238 
June 1, ’50.. 247,680 160,200 407,880 
duly 1, °50.. 311,084 167,500 478,584 
Aug, 1, °50.. 268,937 161,300 *430,237 
Sept, 1, °50.. 247,426 160,400 407,826 


N.B.—Above figures include new cars 
actually in dealer hands, plus those in 
transit, but consigned to individual dealers. 

*Revised, 
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Ford Sales Top 
All but 1929 in 
First 8 Months 


DEARBORN.— Deliveries of Ford 
in 
the first eight months of 1950 par- 
record production, with 
sales reaching the highest total for 
the period since 1929. 

Walker A. Williams, Ford’s gen- 
eral sales manager, in reporting de- 


}livery figures last week, said truck | 


sales were the best for any August 
in Ford history and that car sales 
for the month were the highest 
since August, 1929. 


Despite the high-level production, | 


Williams said that the company’s 


|6,500 Ford dealers had on hand less 
than one car and two trucks per} 


dealer as of Aug. 31. 

Combined Ford car and truck 
sales were 139,659 units for August, 
highest for that month since 1929. 
For the first eight months of 1950, 
combined sales totaled 1,053,600 
units—the best record since 1929. 


Williams said truck sales totaled 
30,254 for the month and 229,389 
for the eight months of 1950. 

Ford car sales for August 
amounted to 109,405 and reached 
824,211 for the first eight months. 


} 


Haynes, former Page county Ford 
dealer, who is suing Ford Motor 
Co, for $50,000, has transferred the 
case from Richmond circuit court 
to the federal district court here. 

The suit charges that Ford had 
broken its contract and sales agree- 
ment by failing to supply enough 
new cars to make the dealership 
profitable. 

Haynes also alleges that Ford 
and its agents harassed and ob- 
structed his operations after the 
failure of both parties to agree on 
final terms for establishing an- 
other dealership at Elkton. 

Ford has 20 days to answer the 
suit, 

The complaint added: “The plain- 
tiff alleges that the defendant il- 
legally . . . regulates the conduct 
of business of its new motor ve- 
hicles dealers and the prices at 
which they may sell the defend- 
ant’s products, and that if the... 
dealers .. . fail or refuse to con- 
form the defendant illegally 
cancels and abrogates the written 
agreements ... and thereby forces 
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Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


NEW “CAR SALES MANAGER. City in 
New York State over 300,000 population, 
Old established dealer. 26 years same 
line (independent), 400 car contract, Good 
deal for aggressive, experienced man. 
Write Box 4494, c/o Automotive News, 
Detroit 26 


SERVICE MANAGER 


Opening for aggressive man to take 
complete charge of service department. 
Must furnish best of references and be 
thoroughly qualified; able to handle men 
and satisfy customers. This is an oppor- 
tunity for the right man to earn around 
$500 per month on a salary and per- 
centage basis. Write, giving complete de- 
tails and enclose picture if possible. 


JACK CLARK NASH COMPANY 
201 N.W. 10th Street 
Oklahoma City, Oklahoma 








greater volume. 

One auto maker noted that last 
week the steel industry was oper- 
ating at only 98 percent of capac- 
ity, and finding it hard to do that 
because of repairs needed by 
strained facilities. 

Also, it was thought that U. S. 
Sen. Lucas may have been acting 
as an administration sounding- 
board when he said two weeks ago 
that President Truman might have 
to limit the amount of steel going 
into automobiles, but that there 
would be no complete curtailment 
of car manufacturing. 

* . + 
| WAS pointed out that most re- 
cent estimates led the public to 
believe that only about 10 percent 
of total steel output would be need- 


Lynch Corp. in England 

ANDERSON, Ind.—Lynch Corp. 
has formed a new company, in con- 
junction with the British Hartford- 
Fairmont Syndicate, Ltd., to manu- 


Harvester plants strikebound as of 
last week. 


Chicago Dealers 


Still Under Probe 
Of Justice Dept. 


CHICAGO. — Dealers here were 
informed last week by Seymour M. 
Lewis, general counsel of the Chi- 
cago Automobile Trade Assn., that 
“although most of the dealers here- 
tofore involved have not been 
called upon lately (by the antitrust 
division of the U. S. Department of 
Justice) regarding their records 
and activities, the investigation is 
still going on.” 

The department, he said, “has 
recently issued more subpoenas 
calling for records, mainly invoices 
and itemization of dealer delivery 
and handling charges, accessory 
prices and freight charged their 





facture glass-forming machines in 





them (the dealers) out of business.” 


for 


Ads may be signed with your full 


England. Called Lynch Interna- 
tional, Ltd., it will have its head- 
quarters in London. 


customers the latter part of 1947 
and in 1949 and 1950. 

“The final outcome of the investi- 
gation is still uncertain.” 
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HELP WANTED | 
LARGE CHEVROLET DEALERSHIP in 
Indiana has opening for experienced 
office manager and chief accountant. 
Unless you are thoroughly experienced in 
General Motors bookkeeping and have 
practical experience in operating an 
office of some size—please do not apply! 
Please send age. qualifications, experi- 
ence, references and if possible a recent 
photo to Box 4485, c/o Automotive News, 
Detroit 26. 








SERVICE MANAGER. One of Pittsburgh's 
large Ford dealers requires the services 
of a top notch service manager. Fine 
opportunity for substantial earnings to 
the one who can qualify. In your reply, | 
give details as to experience and quali- 


fication for such a position. Reply to 
Box 4495, c/o Automotive News, De- 
troit 26. 


EXPE ‘RIE NC ED G E NE R A L MOTORS 
PARTS MAN, ideal working conditions, | 
group insurance, vacation with pay. Ap- | 
ply with full details. Box 4493, c/o 
Automotive News, Detroit 26. 







POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 









SALES-GENERAL MANAGER. Three years 


recent sales and general management 
K-F cars. Prewar experience Chevrolet 
and Plymouth. Fifteen years GM and 
Chrysler factory retail sales. Can train 
salesmen, make profitable deals, stimulate 
used car operation, trim waste. College 
man, Methodist, 51, energetic, sober. 
Prefer interest or bonus basis after trial. 
Box 4466, c/o Automotive News, De- 
troit 26. 
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n r address and extra service 


inch per insertion 


DETROIT 26, MICH 


POSITION WANTED 


WANTED. Position as parts manager; 24 
years’ experience in parts business. Can 
set up and operate either wholesale or 
retail department Age 45, married, |! 
child. Will go anywhere—interested in 
partnership Complete qualifications on 
request. Box 4487, c/o Automotive News 
Detroit 26. 








SERVICE MANAGER with the know-how 
to organize and operate at a_ profit 
Many years’ experience with volume new 
car operators in some of the largest 
cities. Mechanical and body repair know! 
edge as well as supervisory. Last fifteer 
years with Ford Box 4488, c/o Auto 
motive News, Detroit 26 





SALESMANAGER—Alert, ambitious, goo 
merchandiser, executive ability. Now em 
ployed Lincoln-Mercury Experienced a! 
phases of dealership operations Desir 
change to larger 300-car or better, mors 
progressive agency, Prefer N.Y.C vi 
cinity but will consider relocating any 
where. Reply Box 4489, c/o Automotive 
News, Detroit 26. 

SERVICE MANAGER. Twenty-two year 

Ford, Lincoln and Mercury experience 

Thorough knowledge of all phases of 

Service Department. Would like to lo 

cate in southeast. Box 4482, c/o Auto 

motive News, Detroit 26. 





FORMER DEALER wants suitable execu 
tive connection with large G.M. dealer- 
Excellent factory references. Box 
c/o Automotive News, Detroit 26 


ship. 
4486, 





AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 
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POSITION WANTED 


__ AUTOMOTIVE NEWS, 


DEALER SERVICES 





NESS MANAGER, ACCOUNT ANT. 
years old, married 14 years; 2 years 
,eral Motors training in business man- 
sment, 2 years Chevrolet wholesale 
ounting, 3% years auditing and pub- 
accounting. 3 years general office | 
\inagement supervision of employes. 
lling to locate anywhere with a good 
ture offered. Box 4496, c/o Automo- 
e News, Detroit 26 
‘ERAL MANAGER. Age 40; sober, 
yest, very conscientious. Familiar with 
odern merchandising. Have specialized 
sales training and employe develop- 
ent. Approximately 14 years as sales- 
an and sales manager; Chevrolet and 
odge. Welcome strictest investigation 
ea to character, etc. Box 4474, c/o 
utomotive News, Detroit 26. 


"DEALERSHIP AVAILABLE 


NG BUSINESS, selling same independ- 
nt make 15 years. Reason to sell, part- 
ner ill. All facilities, sales, service, etc. 


BL 


Ie pe 


u 





ong lease. Dollar for dollar stock; 550 
new and used units sold annually. No 
triflers, Baltimore area. Box 4491, c/o 


Automotive News, Detroit 26. 
DEALERSHIP NOW HANDLING NASH 
Population of town 20,000. Gross sales 
last year over half million. Due to other 
business interest, will sell all or part. 
Buyer must be qualified to assume re- 
sponsibility of full management. $30.00 
minimum required. Haas Nash Co., 
Greenwood, Miss. 


—_———_—— 


Now Handling 
DODGE and PLYMOUTH 
Southern Idaho 
jales over one-half million yearly. Money 
naking shop, modern building. Buy or lease, 
nventory only. No used cars or accounts 
© purchase. 


Box 4498, c/o Automotive News, Detroit 26 








Here Is the Opportunity 
You Have Been Looking For 


Dealership, handling Chevrolet, in Northern 











Wisconsin. 170 new units last year $400,000 
olume. 
Can purchase for inventory or with real 
state. Enjoy life while you earn a substan- 
ial income in the heart of vacation land, 
excellent hunting, fishing and golf 
falid reason for selling. 
Box 4499 
c/o Automotive News 
Detroit 26. 
| 
DEALERSHIP WANTED 
1G THREE deal of 250 to 500 cars 
wanted in midwest, west, southwest or 
Florida. Experienced, have capital and 
assured of factory approval. Ready to 
take over immediately. Box 4490. c/o 


Automotive News, Detroit 26. 

YANT TO RETIRE, semi retire. partners 
disagree? I want to purchase all or part 
of dealership located in eastern Pennsvl- 
vania Will assume management. Box 
4476, c/o Automotive News, Detroit 26. 


AVE EXPERIENCE and factory approval 
Desire medium size dealership. Would 
consider partnership. Strictly confiden- 
tial. Box 4483, c/o Automotive News 
Detroit 26. 


3IG THREE DEALERSHIP wanted withir 
50 miles New York City. Hammond 54 
Riverside Dr., New York, N. Y. Watkins | 
4-6754. 
DISTRIBUTORS WANTED 
OISTRIBUTORS WANTED. Sensational 


new white sidewall tire cleaner. Labor- 
atory. market tested. Cleans easily and 
quickly. Goes so far. Big profits. Write 
Kuick Chemicals, 81 Hager Street, Buf- 
falo, N. Y. 


FORMER AUTO DEALER 
ACHIEVES GREAT SUCCESS 
IN NEW BUSINESS 


Jur development of a new radiant heat- | 
ng system lured a former auto agency | 
wner back from retirement, into a money- 
naking business as one of our most suc- 








essful dealers. Public demand requires 
hot we expand .. . and we need more 
listributors like our former automobile 


10n. Please write for details about this 
mmazing heating development that is 
afer, cleaner, better looking, cheaper to 
nstall and never needs repair. 

\ddress: Dept. AN, ELECTRIGLAS Division 
\ppleman Glass Works, Bergenfield, N. J. 














DEALER SERVICES 





INVENTORY SERVICE 


Parts and Accessories Depts. 
ull-time experts. No pickup. part-time help; 
onfidential and unbiased. Certified reports. 
iso. special buy-sell service. Experienced 
rganization— in business since 1939. Free 
ooklet on Parts Department operation sent 
n request. Call or write for service details. 
Automotive Inventory Service Co 
9700 Freeland, Detroit 27, Mich. WE 3-6449 
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FOR RENT. 





WHEELING 





6600 N. Broad St. 








DEALERSHIP INVENTORY. Taken after 


your closing time. Parts and accessories 
—office and equipment, unbiased and 
complete. Experienced crews for each 
car manufacturer. Buy or sell your dea! 
ership with our figures for complet+ 
satisfaction. Talbot’s Automobile Dealer: 
Inventory Service, 4690 Newport, Detroit 
12 Mich Phone Valley 2-9377. 1-7785 


BUSINESS OPPORTU NITIES 





INDIAN MOTORCYCLE, Whizzer mot. 


Cushman Scooter, parts and accessories 
agency. The only shop in town. Will sell 
at inventory, reason for selling we have 
auto agency and don’t have room. Best 
small town in Central Fla. Population 
over 10,000. A good deal for the right 
party. Write Box 4463, c/o Automotiv: 
News, Detroit 26. 











Used car lot- 


-186- foot ‘front- 
age on one of the best locations on 
Livernois. Fully equipped to operate. 
Desirable lease for good _ tenant. ml 
health reason for rental. Call VErmont 
7-7694, Detroit. 


USED CARS FOR SALE 


AUTOMOBILE 
AUCTION 


28 Miles from Chicago Loop 
'/q Mile East of Illinois State Line on Route 30 


EVERY FRIDAY—11 A.M. 
200 Cars Average 
75% Actually Selling 


Cars guaranteed against cracked blocks, 
bad transmissions and differentials. 


STRICTLY WHOLESALE 
Dealers Buy - - - Dealers Sell 
George Lawson and Bud Fennema 
OWNERS 
Automobile Auctioneers 
DYER AUTO AUCTION 
Phone 2361 & 4051—Dyer, Ind 
Res. Lansing, Ill. 730 & 107R 








AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





THE TUESDAY SALE—11:30 A. M. 


FORT WAYNE 
AUTO AUCTION 


—DEALERS ONLY— 
(In the Heart of the Nation) 


Phones: E -2h 


Our Only Guarantee: You Must Be Satisfied 


WEBSTER-MARKER MOTORS, INC. | 
324 W. Main St. Ft. Wayne, Ind 











ILLINOIS. 


AUTO AUCTION 
Every THURSDAY Noon 
1S miles north of Chicago limits on Route 45 
Milwaukee Avenue—Phone 
Oldest Dealers Auction in Cook County 
(Chicago). 35 years experience in the 
Automotive Business. 
Al Kellum—Auctioneers—Joe Ostergrant 


Philadelphia's 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY 
12 NOON 12 NOON 


GILBERT — ROBINSON | 


Automobile Auctioneers 





Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 


| 
| 
} 
| 


KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 


15 N. Illinois St. Phone Lincoln 5383 





ATTENTION DEALERSII! 


_ 








SO MR. BENNY HAS 
NOTHING ON YOU? 


‘hat old Maxwell or Mercedes may be 


valuable to a collector. Sell it through 


the “Antique Car" column in the 


AUTOMOTIVE NEWS 
Classified Want Ad Section 
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At Greatly Reduced Prices 


RADIOS WANTED: 


USE D C: ARS _FOR SALE 


—AUTO— 
AUCTION 


—Af— 





HORSEHEADS, NEW YORK 


EVERY FRIDAY 





—At— 


DANVILLE, PENNA. 


EVERY WEDNESDAY 





will always find real action at 


bath these auctions. 


R. D. WEST, Prop 


. E. Johnson Tex Rickard 
Auctioneers 


You 


Jos 








Indiana's Oldest Auto 


AUCTION 


Held in a Big Cool Building 
In the Heart of Downtown 


INDIANAPOLIS, INDIANA 


Every Wednesday—12 Noon 
RAIN OR SHINE 
150 to 200 
Cars Pass Through the Auction Block 
85% to 90% 
Sold to Good Solid Buyers 
Make Your Reservations Now! 
Bring Your Cars Earlyl 
CALL LINCOLN 7447 


DEALERS ONLY 


When Buying or Selling 
Wise Choice |s 


CLARKE AUTO AUCTION 


1125 N. MERIDIAN ST. 


Your 


PARTS FOR SALE 


FRONT SPRINGS, International 6x6 Part 
No. 109302HB. Rear springs, Dodge 4x4 
No. 920204. Rear axle shaft, Dodge 4x4, 
No. 921659. 
Army-type_ vehicles. 
light wrecker, front end winch, 
operated, Holmes wrecker crane, 
$650 gets vehicle. 
Parts Co., Phone 2-1218, 


1942 Dodge 4x4 
first 


Jackson, Miss. 


And many other parts for 
hand 


Luther A. Smith Auto 





FOR SALE 


Our Entire Stock of New 
GENUINE 
LINCOLN-MERCURY 
PARTS 


ADAMS-BAILEY CO 


BATTLE CREEK, MICH. 
Write or Phone 6189 








~ BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 


Ports. . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL 











ACCESSORIES WANTED 

We will pay top price 
for 1947, 1948 or 1949 Philco Radios 
made exclusively for Studebaker cars— 
new or used. Write Heiser, 565 South 
State, Salt Lake City, Utah. 


BUSES FOR SALE 











SCHOOL BUSES FOR SALE 


1942 Ford — Superior 48 Passenger 
1946 Chev. — Wayne 48 Passenger 
1949 G.M.C. —Superior 60 Passenger 
1950 Ford — Superior 48 Passenger 
1950 Chev. —Superior 48 Passenger 


NATIONAL BUS SALES CO. 
N. 33rd St. Phila. 4, Pa. 
Phone BAring 2-7605 
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1948 Chevrolet - Ford - Plymouth 


“TRUCKS FOR SALE 





4 Door Sedans 
Excellent Bodies -: Good Motors 
All Cars Formerly Used for 
Cab Service in Philo 


Phone or Write. 


THE R. A. COMPANY 


3rd & Locust Sts. e PHILA., PENNA, 
SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 


FOR SALE. 


Ashton 6-wheel wrecker, 1,200 
miles. Box 4492, c/o Automotive News, 
Detroit 26. 





EXCEPTIONAL BUY! 


Whitehead & Kales transport 1950 G.M.C. 
Tractor, two speed rear end, has sleeper 
cab, radio, airhorns and other accessories. 
Will sell complete, $3,000. 


Late Model Auto Parts Co. 
2045 Poydras Street MAgnolia 2737 
New Orleans 19, La. 





SEPTEMBER 18, 1950 











TRUCKS WANTED 


VANTED TO BUY. ‘Chev rolet and Pontiac 
sedan deliveries. Write, wire or call us| 
advising quantity, location, price and 


MISCELLANEOUS 


K-C 
KAR CLINIC 
USED CAR 


equipment. Superior Coach Sales Co., 
2335 N. W. 12th St., Oklahoma City 7, 
Okla. Phone 5-3538. 





WILL TRADE 


NEW 1950 Pontiac and cash for 
4 place airplane. New or slightly used. 
Write Box 4497, c/o Automotive News. 
Detroit 26. | 

SHOP EQUIPMENT FOR SALE 

WE HAVE the following garage and serv- 
ice station equipment to offer at attrac- 
tive prices: 1 Globe single post lift, com- | 
plete $300. 1 353A Alemiter complete 
with 3 reel overhead Alemite unit, hoses 
and guns. Also 768 Alemite drainer, $759. 
1 Heyer Ford laboratory test set com- 
plete for motor analysis, including Stro- 
boscope and battery tester. $125. Hamil- 
ton Bros., Inc., Ford-Lincoln-Mércury 
Dealers, 56 Jersey Ave., Port Jervis. 
N. Y. Phone 4-5144. 

ANTIQUE CARS FOR SALE 

FOR SALE. 1913 Nash Rambler touring 
car. New tires, runs fine. $750. Schim 
berger Motor, Inc., Cedar Rapids, Iowa. 

ANTIQUE CARS WANTED 

WANTED—\the following cars: 1914 Max- 
well or older; 1910 Ford or older; any 
car 1908 or older. Send price and picture 
or description to Joe Conn, Cuyahoga 
Falls, Ohio, 


MISCELLANEOUS 





BRAND 


| PROGRESS RECORD 
for 
RECONDITIONING 
os 


Pad 11"x17", enough for 1,200 cars 
or approximately Y. cent per car for 
only $6.95. 





So simple, yet so effective. At a 
glance you can tell the whole story 
of each individual used car. When it 
came in stock—when it entered your 
shop and how long it took to recon- 
dition it. 


MR. DEALER — This is your 
investment 











watchman of the 





you made, order yours todoy 
Check or C.O.D. 
QUALITY PRODUCTS 


2254 Scovel Avenue 
Merchantville, N. J. 





The NEW V Type | 
MOTO-MATIC 


TOW-GUIDE 


Tows and Guides Motor Cars 


Twin Leaf Chain Couplers 
No Adapters Are Necessary 


Complies With Strength Requirements 
Up to 5,000 Lb. Vehicles 


FACTORY $32.50 EXCISE 





AUTO SCHOOL SUPPLIES 
— Everything — 
for the auto driver training school 
Dual Steering Wheels 
Books, Forms, Equipment, etc 
SAF® DRIVING INSTITUTE 


119 Snow Street Providence R | 





| 
NET TAXINCL | 


FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICHIGAN 











ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co.. Inc., 800 Commerce §S8t.. 
Lynchburg. Virginia. 





$100 REWARD 


For return of one 1949 Chevrolet Fleet- 





polly = ye A: oy WANTED 

eS Bi rie HOT One 

13835. AUTO LITERATURE 
aunt me from our stock on Smith's “Marketing of Used Automobiles’ 


Write Box 3879 
MADSEN MOTORS, INC. Detroit 26 


PAWTUCKET. R. I. c/o Automotive News, 





WE WILL PURCHASE 
AUTO PARTS ITEMS 


We are interested in acquiring replacement parts items as additions to 
our present line. Purchase may include patents, if any, tools and dies, 
inventories, etc., of we may acquire a business manufacturing a group 
items. 


RICHLITE MANUFACTURING CO. 


2326 INDIANA AVENUE CHICAGO 16, ILLINOIS 


of such Offerings will be treated in stricte-t confidence. 





Maney Motor Co. Auto Auction 


DEALERS ONLY 
Always a Buyer for Your Car 


Huntsville, Ala. 
Every Friday 
Phone 3188-J 


Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC 


Murfreesboro, Tenn. 


Every Thursday 
Phone I11 11 A. M. 


Rota eee ee ee eee 


-| New Subscription Order’ 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [[] 
for which check is attached [_] or send bill(] __ 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





We en 


Street Address Zone No. 
ei cas eed ba deues tos ka hae ae ea oe a ela ee State 
TRADE CONNECTION: 
Car Dealer (] Truck Dealer [] Manufacturer [_] 
Jobber [] Insurance [] Financial () Supplier [] 
Me eS bc by os Skee RK ere 
9-18-50 





MORE THAN 1,100,000 


How BIG 
is Your Advertising 


in the 


BIG RURAL SOUTH? 


By any yard stick you choose to use, the 


rural South today is a BIG market! 
It’s BIG geographically—14 states. It’s 
BIG in population—2,800,000 farm 
families. It’s BIG in buying power— 
annual cash farm income has more 
than tripled since 1940. 


It’s a BIG market for automotive products. 


Between 1945 and 1948, the South’s 
gain in farm-owned trucks was 253,617 
—as compared to a total gain of 161,083 
for all states outside the South. And 
new passenger car registrations are 
also showing a BIG increase in the 
rural South! 






SOUTHERN 
FARM FAMILIES 








Have you geared your advertising to the dimensions of the rural 
South as a market? Let’s take a look at the combined unduplicated cover- 
age of farm families of the 14 Southern states by combinations of leading 
magazines: Life and The Saturday Evening Post cover only 15.1%... 
Country Gentleman, Farm Journal, Capper’s Farmer and Successful 


7 
/ 


Farming cover only 30.9%. 


The Progressive Farmer alone is read regularly by 39.5%. 


Among Southern farm families, The Progressive Farmer has a bigger 
audience of regular readers than the combined audience of Life, The Sat- 
urday Evening Post, Ladies’ Home Journal, Look, McCall’s, Collier’s and 
Good Housekeeping. 


Among Southern farm families, The Progressive Farmer has a bigger 
audience of regular readers than the combined audience of Country Gentle- 
man, Farm Journal, Capper’s Farmer and Successful Farming. 


These findings from the 1949 Report of the Crossley Continuing Study 
of Magazine Readership in the Rural South show that any advertising 
list needs The Progressive Farmer to adequately cover farm families of the 
14 Southern states. 


Leading advertisers recognize this fact. That’s why The Progressive 
Farmer’s January-August gain in advertising linage exceeds the total gain 
of all other monthly farm magazines combined. 


Automotive advertising is an important part of this big gain. The Pro- 
gressive Farmer’s January-September automotive linage is UP 20% over 
the same period in 1949, which exceeded all previous years. 


You add the BIG rural South to your market when you add The Pro- 
gressive Farmer to your advertising list. More Southern farm families read 
more automotive advertising in The Progressive Farmer than in any 
other publication. 


The South Subscribes to 


THE PROGRESSIVE FARMEF 


Advertising Offices: siRMINGHAM ¢ RALEIGH « MEMPHIS ¢ DALLAS ¢ NEW YORK ¢ CHICAGO 


Pacific Coast: Edward S. Townsend Co., San Francisco * Los Angeles 








